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Publisher's note 


Thanks to the editors, who have 
moved their masthead to page 5, this 
space has been made available for a 
monthly column like this. It will re- 
port the editors' many extra-curricular 
activities which are not recorded else- 
where in the magazine; it will, from 
time to time, introduce the staff of 22 
people who each month create the 
magazine; it will tell the stories behind 
the editors’ stories; and it will other- 
wise take the reader backstage in 
our publishing operation. 

This column is not the only innova- 
tion made in House & Home this 
month, Resolved to make their maga- 
zine more informative, more interest- 
ing, more readable, the editors have 
started the new year—the twelfth 
year of the magazine’s publication— 
with several other changes in its 
design and content: 

* They have revised for quicker 
reference the index to the 14 pages 
of industry news they publish each 
month (see p. 5). 

* They have created out of this 
comprehensive NEWS department two 
new departments—Money and PEo- 
PLE—beginning on pages 29 and 37. 
* They have increased the size of the 
print in the NEws department to make 
it easier to read. (Typophiles may be 
interested to know that it is now set 
in 9 on 10 point Times Roman.) 

* Most important, the editors have 
added an editorial page (p. 67) on 
which they, each month, will take a 
stand on subjects they consider of 
vital importance to the industry. 


Such efforts to improve the maga- 
zine are continuous, even though the 
editors might seem to be entitled to 
rest on their laurels for awhile. Their 
latest laurel was received only last 
month when Art Director Jan White, 
at a luncheon ceremony at the Wal- 
dorf Astoria Hotel in New York City, 
was given an award by Industrial 
Marketing magazine for the excellence 
of House & HoME's graphic design. 
(Industrial Marketing is to the indus- 
trial advertising business what House 
& Home is to the housing business.) 
This was the editors’ fourteenth In- 
dustrial Marketing award for editorial 
achievement. 

Although the editors can take justi- 
fiable pride in their unmatched array 
of trophies, they much prefer to please 
their 140,000 subscribers than to im- 
press the members of awards juries. 
And, they hope that you are pleased 
with the changes they have made this 
month. —]4. C. H. JR. 
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October housing starts hit unprecedented annual rate 


The seasonally-adjusted rate of private non-farm housing starts hit 1,835,- 
000 units in October, a new peak for the series. Homebuilding apparently 
ended the year 10% ahead of 1962 levels, reflecting continued momentum 
in multi-family units. FHA new-home applications are below 1962. 


House probe crimps appliance resales by builders 


The Congressional probe (News, Nov.) of appliance-distribution practices 
which have long irked dealers has led one leading manufacturer—General 
Motors—to change its methods. And the change may well set a pattern for 
other appliance makers. 

The House small business subcommittee heard testimony thet some 
builders bought carload lots of appliances direct from the factory, installed 
only a few in their homes, and then resold the rest to cut-rate dealers at 
prices below wholesale prices paid by established dealers. 

Now, GM Vice President Philip J. Monaghan has told the subcommittee, 
GM’s Frigidaire Sales Corp. intends to “minimize” resales. Frigidaire will 
ask its builder customers to agree in writing to install appliances in new 
construction and resell any leftover units to Frigidaire. (The Federal Trade 
Commission must approve the contract changes.) But Monaghan says 
Frigidaire “feels it must sell directly to builders or lose altogether a sub- 
stantial volume of sales.” 


New dry-lumber standards face fresh delays 


The American Lumber Standards Committee’s Jan. 1 target date for putting 
new dry-lumber standards (нан, June) into effect has been shoved back 
two or three months. Reason: fear of nit-picking criticism by a dwindling 
band of opponents who are pressuring Congressmen to make sure the 
change is not rammed through. 

FHA, whose officials at first promised to adopt the new cost-saving stand- 
ards at once as a “non-standard,” has been pressured into dragging its feet 
until they become official. 

In September, the Commerce Dept. and ALsc unveiled a “simplified” 
plan for balloting by industry groups on the new standards—necessary be- 
fore they can be issued as commodity standards to be observed voluntarily 
by lumber producers and users. First step was to ask over 200 trade associ- 
ations to submit typical membership lists, not to exceed 200 from any one. 

The list was finally completed just in time to bump into a Post Office 
request to delay mailing until after Christmas. Meantime, Commerce's Office 
of Commodity Standards is wrapping up its final editing of the ALSC pro- 
posal and preparing a report to the Justice Dept., which must also approve 
the change because the lumber industry standards fall under a 1941 anti- 
trust consent decree. 


Will manufacturers’ pick up the tab for joint research? 


Assistant Commerce Secretary J. Herbert Holloman’s ill-fated scheme to 
thrust the government into technical construction research may turn out 
to be the needle that galvanizes the industry into long overdue action. 
Major materials manufacturers are studying a proposal by Stanford Research 
Institute for a multi-million-dollar-a-year probe into housing technology. 
SRI is thinking about a tab of $50,000 per company for three years to 
finance creation of a housing research center in Santa Barbara. It would 
investigate everything from factory vs. on-site building to product design, 
production methods, marketing systems, financing tools, components, and 
dimensional and performance standards. 
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NAHB CONVENTION 


Fred Schnell 


UNDER QUESTIONING concerning 
NAHB's stand on а substitute for 
the Gruening bill, General Counsel 
Herbert Colton (left) moves to help 
outgoing President Bucky Buchanan 
answer a technical question. Vice 
Chairman Marvin Gilman of the 
resolutions. committee stands ready 
at right, 


Builders back subsidized mid-income housing 


In the Forties, the National Association of Home Builders rallied its membership 
growth around opposition to federal subsidies for public housing. In the Fifties, the 
association largely stuck with its opposition to federal subsidy for new housing, 
although for a few years of mortgage pinch it urged builders be granted a direct 


pipeline to the Treasury for mortgage loans under Fanny May special a: 


stance. 


Last month in Chicago, at NAHB’s 20th annual convention, builders abruptly 
junked their historic stand against subsidies, by withdrawing their three-year-old 


opposition to FH 
(currently 338 


s controversial Sec. 221d3 program of below-market interest rates 
) for middle-income housing. The program taps Treasury cash for 


40-year loans via Federal National Mortgage Assn.—at less than the Treasury’s 
cost of borrowing 40-year money. Instead, NAHB directors demanded that 221d3 be 
broadened from rental and co-op housing to include sales housing. 


In 1961, NAHB opposed d3, as it is 
commonly called, but Congress enacted 
it anyway. That same year builders started 
seeking new ways to house low-income 
families and directors finally approved a 
plan to use d3 and low-income demon- 
stration subsidies to see if 100 renters 
could be converted into home-owners in 
Tulsa (News, July '62). 


Bag of complaints. But this was only 
sparring compared to the struggle over d3 
in Chicago. Builders came loaded with 
complaints. “This program is not being 
restricted to middle-income families as 
Congress intended," Builder George 
Martin of Louisville told his urban re- 
newal committee. "It is being used as 
a vehicle for co-operative housing." Martin 
charged that some FHA offices are even 
urging builders to use d3 for co-ops be- 
cause the limited dividend corporations, 
non-profit corporations, and public agen- 
cies also eligible for these low-rate 
mortgages have found the program too 
cumbersome. 

Sec. 221d3 has also been used to bail 
out shaky Sec. 220 renewal projects* and 
create more unfair competition in the 
market place, some complained. 

Retiring NAHB President W. Evans 
Buchanan revealed that NAHB has been 
trying to get HHFA to study the relation- 


*For one project even Sec. 221d3 could not help, 
see p. 25. 
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ship of various housing programs. "They 
don’t know in Washington when they 
have a Sec. 221d3, or a 207 or a 213 
(co-op) in the same market competing 
with each other," he said. 
HHFAdministrator Robert C. Weaver, in 
his convention remarks, confirmed that 
HHFA expects to ask Congress to extend 
and expand Sec. 221d3 this year. Weaver 
added that he hopes d3 will be made 
permanent before it expires June 30, 
1965. "It is the most successful program 
of its type ever enacted," he asserted. 
But Sen. John Sparkman (D., Ala.), 
chairman of the Senate housing subcom- 
mittee, was non-committal on d3's future. 
"It is experimental and we will look most 
closely at it next spring," he said. 


Way to fight public housing? With this 
background, the d3 issue exploded into 
debate as NAHB directors shaped associa- 
tion policy. Directors were confronted 
with conflicting advice. The resolutions 
committee urged them to continue NAHB 
opposition to Sec. 221d3 and any other 
below-market rate program. On the other 
hand, the mortgage and legislative com- 
mittees urged a policy calling for extend- 
ing Sec, 221d3 to sales housing. 

“This [221d3] is the only ammunition 
NAHB has to fight public housing,” as- 
serted Builder Joe Rosati of St. Peters- 
burg. "If we don't promote this, the units 
will go to public housing. We have just 


used this to defeat 400 new public hous- 
ing units on the basis that private housing 
can do the job, I urge you to defeat (the 
resolution opposing d3).” 

President Buchanan urged directors to 
take a clear stand against Sec. 221d3 
because the National Association of Real 
Estate Boards and other private industry 
groups blame NAHB for the d3 program. 
"We should clear the air," he observed. 

Builder Phil Emmer of Gainesville, Fla. 
who has pioneered new ways of crei 
treatment for low-income families (NEWS, 
Nov.), argued eloquently in behalf of d3. 
"We say we are for decent housing for 
all Americans. But if we do this, we are 
against public housing and we are against 
private housing doing the job. I think we 
are sticking our head in the sand. The 
subsidy for a family under Sec. 221d3 is 
$12 a month compared to $30 a month 
for public housing. And with private 
ownership, you have less cost, you have 
better management, and you eliminate 
politics. Instead of just saying we fight 
everything, let's be positive." 

The upshot was a standing vote. Only 
about 50 of nearly 200 directors present 
opposed d3. 


Subsidized sales, too. Directors also 
demanded that d3 be reshaped into a 
program they can use more easily to put 
low-and middle-income families into new 
housing. Arguments were lively. Said 
Builder William James of Myrtle Beach, 
S. C.: "I'm willing for people to live in 
rental housing at 3% interest if necessary. 
But I do not feel it would be wise to 
open sales of housing at 346 interest." 
Agreed Builder Dean Morrison of Oak- 
land, Calif.: "We don't have to give it 
to them on a subsidized basis." 

But Builder Roland Catarinella of Pitts- 
burgh contended that favoring subsidized 
rental units alone would reverse NAHB's 
long-standing support of home ownership. 
"I would rather have some home owner- 
ship at low interest rates than rent to 
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them. I think we should oppose it for 
rental and support it for sales housing." 

Directors asked that Congress amend 
Sec. 221d3 to: 

* Open it to sales housing as well as 
rental. 

• Let individuals and partnerships qua- 
lify as mortgagors. "Many builders, re- 
gardless of the NAHB policy stand, are 
using d3 but aren't getting depreciation 
benefits on their individual income tax 
returns," explained Builder Herman Sar- 
kowsky of Tacoma, legislative committee 
head. 

* Eliminate co-ops and public agencies 
as eligible mortgagors. “We promise not 
to build public housing; let them stay out 
of our private housing (Sec. 221d3)," 
snapped Marvin Gilman of Baltimore, 
representing the resolutions committee. 


Subsidized taxes? Incoming NAHB Presi- 
dent William Blackfield of Honolulu told 
newsmen that NAHB’s tax studies com- 
mittee is pondering urging the federal 
government to subsidize property taxes of 
families living in middle-income units. 
Public housing units pay an average 
$2.43 monthly in lieu of taxes while private 
mid-income units pay an average of $22, 
said Blackfield. In one Тома city, a 
builder could qualify all public housing 
residents for the $49 monthly payment 
of his $7,500 house except for one thing: 
the $22 monthly tax payment on top of 


the mortgage payment prevents them 
from buying, said Blackfield. 
Directors rebuff leaders 

on FHA warranties 

While endorsing subsidies, NAHB di- 


rectors rejected controls. As one man, 
they lambasted a bill by Sen. Ernest Grue- 
ning (D. Alaska) to force FHA builders 
to post bonds to repair new homes if 
shoddy construction makes them unlivable. 
Sen. Gruening is incensed that FHA had 
to foreclose 57 homes in Anchorage to 
fix faulty heating plants which let frost 
form on inside walls. 

Moreover, directors rebuffed their na- 
tional leaders’ support for a less onerous 
substitute to Gruening's stern medicine- 
support made public in testimony before 
the Senate housing subcommittee last 
October. The substitute would let FHA 
repair unlivable homes without foreclosing. 
President Buchanan explained why NAHB 
backed it: "We had to do something." 

But directors adopted the view that any 
repair of a shoddy house without fore- 
closure is a misuse of FHA funds. They 
fear buyers in droves would go to Con- 
gressmen to pressure FHA for repairs. 

President Buchanan insisted that to re- 
verse its officers’ testimony to Congress 
would put NAHB in an embarrassing posi- 
tion. Directors rejected his plea. 

Muttered Buchanan to Incoming Presi- 
dent Bill Blackfield, who must present 
NAHB's views to the Senate this year: 

“1 don't know what you'll tell them, but 
good luck." 
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Should FHA insure land loans? 
Issue divides builders sharply 


NAHB directors are so sharply divided on 
whether to support FHA insurance of loans 
to buy and improve land they postponed 
action until their spring meeting. 

Behind NAHB's concern lie broad hints 
FHA will urge Congress to adopt some 
form of land development insurance this 
year. FHA Commissioner Philip Brownstein 
told builders he has not yet decided what 
to do, but NAHB endorsement obviously 
would help him make up his mind. 

NAHB supported FHA land improvement 
loans in 1961, but reversed itself a year 
later (News, Jan. '62), on the ground such 
a program would inflate land prices. Last 
month, three committees voiced support 
for FHA land loans. At their behest the 
resolutions committee backed a resolution 
supporting 60% to 75% loans on the 
value of land plus improvements—without 
à FNMA takeout. 

The resolution provoked such disagree- 
ment inside NAHB's executive committee 
that President Buchanan reported: "We 
had a tie vote." In introducing the meas- 
ure to directors, he got in a plug: “I 
think if we sit back and calmly look at 
the objectives that we will combat a very 
destructive practice, that of short term 
loans that are discounted at 20% or 30%.” 

But directors were anything but calm. 
*We will inflate the value of land," cried 
Builder Bill Underwood of Jackson, Miss. 
“We do not need to get the government 
in our business any further." 

Builder Roland Catarinella of Pittsburgh 
dissented. "Under our anti-bias law, the 
builder takes the risk. We need the best 


Sweeping changes 


Directors, concluding that NAHB’s organi- 
zation is out of kilter with the fast chang- 
ing housing industry, approved first steps 
toward sweeping changes. Items: 


* NAHB may charge extra for services 
of limited interest to all members—most 
ikely for  multiple-unit builders first. 
(NAHB collects only $25 dues per member, 
‘ejected suggestions for a dues boost a 
few years ago.) "We're going out in so 
many directions there isn't enough 
money," explained Ted Pratt, assigned to 
find solutions. "This does not mean insti- 
tutes that could split off.” Also under 
study: national memberships for manu- 
facturers and other trade groups—a 
potential revenue builder. 


* The Research Institute may reorgan- 
ize as a separately financed subsidiary 
of NAHB, commercial research and testing 
corporation, probably with some non- 
NAHB trustees. Initially, NAHB would help 
defray its deficit. A draft of the plan 
must win approval by directors. 


tools we can get to compete with the large 
corporations now invading the building 
field. I don’t want to take the total risk 
for a social revolution. And the greatest 
risk is the front-end load on land. There 
may be some men in this room who 
may need this tool to stay in business.” 

“This would be a mistake,” raged Builder 
Dale Bellamah of Albuquerque. He ticked 
off these reasons: “This would raise the 
price of land. This will give some people 
a chance to dump land on FHA, And every 
one of you using it is going to come under 
the [anti-bias] executive order. It would 
put those choosing not to use it at an 
economic disadvantage. I went to FHA to 
get approval to sell homes on 5% or 10% 
of the lots in a subdivision FHA—but FHA 
insisted that all lots in the subdivision be 
under the executive order. 

“I wouldn't be surprised if the people 
in Washington are using this as a back 
doorway to enforce the executive order.” 

With that storm, directors ordered a 
special panel equally divided between op- 
ponents and proponents to report in April. 

While directors were skirting the issue, 
Chairman Joseph McMurray of the Home 
Loan Bank Board told a panel that HLBB 
will soon expand its four-year old land 
development loans for 8415. Since HLBB 
okayed the loans in November, 1959, 5415 
have made 2,821 loans for $273.5 million. 
Biggest changes coming: 5418 could give 
combined land improvement and home 
construction commitments; loans, could 
run six years instead of three, could cover 
70% of value instead of 60%. 


ahead for NAHB? 


* Members of four committees—finance, 
resolutions, by-laws, convention—will be 
appointed for three-year staggered terms 
to give more continuity to crucial NAHB 
programs and policies. 


Fred Schnell 


NEW LEADERS of мАНВ are, from left, Presi- 
dent William Blackfield of Honolulu, First Vice 
President Perry Willits of Miami, Vice President- 
Treasurer Larry Blackmon of Fort Worth, and 
Vice President-Secretary Leon Weiner of Wil- 
mington. Weiner won post by 13 votes. 


NAHB backs dry lumber standards 


Directors stamped their official blessing 
on the new standards for dry lumber 
being pushed by the American Lumber 
Standards Committee (see p. 5)—despite 
opposition from California builders. 

Past NAHB President Alan Brockbank 
told builders NAHB's Research Institute and 
the Forest Products Laboratories had 
both proved the new standards would 
give builders better lumber at lower cost. 
He added: "What more could you want 
—better lumber, easier to handle, and 
at less cost." 

Some California builders insisted that 
the new standards would boost costs per- 
haps $5 per 1,000 board feet for green 
lumber shipped from smaller sawmills 
near them. 

Research Institute Chairman Dan 
Grady, himself a California builder, dis- 
agreed and assured objectors that the new 
rules should not change green lumber 
standards—or prices. Upshot: a nearly 
unanimous vote approving the new rules. 

NAHB's executive and resolutions com- 
mittees did not approve this stand before 


the board took action. They said—to the 
surprise of builders who have helped 
lumbermen promote the new rules—that 
they did not have adequate technical 
explanation. 

Directors also called on President John- 
son to veto a bill already voted by Con- 
gress requiring imported lumber to be 
marked with its country of origin. North- 
west producers have been promoting this 
device to combat Canadian imports 
(News, Sept.). 

NAHB directors not only expressed op- 
position to this bill but also to similar 
“efforts by vested interests to preserve for 
their own benefit costly and cumbersome 
materials distribution systems and other 
moves designed to increase artificially the 
price of a home by legislation.” 

Builders fear that if the lumber mark- 
ing bill becomes law, it may be followed 
by other moves to require use of domestic 
lumber through Congressionally pressured 
changes to FHA rules and restrictions in 
local building codes under labor union 
pressure. 


Integration: end of the big scare 


America’s builders have adopted a tight 
lipped approach to housing integration. 
The issue brought an undertone of fear 
to last year’s NAHB convention, which 
met in the wake of the late President 
Kennedy’s order forbidding racial bias in 
federally aided housing. Everywhere 
builders asked: What will happen? 
Now it has happened. This year’s meet- 
ing was in virtually universal agreement 
that the order has had only a slight effect 
on housing. Only 40 of the 31,000 con- 
vention-goers turned up for an integration 
panel starring aging (74) former Gov. 
David L. Lawrence of Pennsylvania, 
chairman of the President’s Committee 
on Equal Opportunity in Housing. 
Lawrence warmly endorsed the housing 


Leon Trice 


COMPUTERIZED CONSULTANT William Smolkin 
of New Orleans has teamed with Barrett Divi- 
sion, Allied Chemical Corp. to offer new com- 
puterized marketing service. Ten key facts about 
a subdivision are analyzed to let Smolkin make 
118 suggestions from price range to ad budget. 
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bias education plan offered to him by 
NAHB in September and has incorporated 
most of it in a program his own com- 
mittee will promote in a tour of major 
cities early this year. 

He also urged NAHB to begin accumu- 
lating authoritative facts on how inte- 
grated housing affects realty values. "Past 
studies generally refute the idea of a drop 
in value, but these reports have been 
prepared generally by non-business 
groups,” he said. While admitting most 
studies are outdated, he was unable to 
recall for newsmen the name, year or 
author of the most recent study (Property 
Values and Race, by Luigi Laurenti for 
the University of California Press, pub- 
lished 1960 from 1955-56 data). 


H&H staff 


LOW-INCOME MARKET can be tapped by 
builders via FHA Sec 221d3, noted Builder Mel 
Pugatch of Baltimore, thanks “almost entirely to 
favorable financing" (3%% Fanny May special 
assistance loans). His project rents for about 
$15 a room, $35 to $40 a month below other FHA. 


CONVENTION COMMENT 


> New approach on integration 

It was left to a newspaperman to 
enliven the convention’s panel on 
integration with a plea for “the mind- 
changing process,” a program to open 
housing to the Negro and improve 
his economic lot. Said Sylvan Meyer, 
a former builder who edits the Daily 
Times in Gainesville, Ga.: “Instead of 
the short-term programs to alleviate 
militant Negro pressures, we must 
think of processes that help change 
people’s minds, of the long-range na- 
tional goal that permits everyone the 
opportunity of choice.” 


> TV or not TV? 

“Television reception is a factor in 
selecting a homebuilding area."—Senior 
Vice President Arthur Neeley of 
California Federal sax, Los Angeles. 


> McMurray backs S&Ls 

“I strongly urge that you not to be 
misled by the isolated and relatively 
few cases you read about (see p. 29). 
The industry as a whole, except for a 
very small number of associations, has 
a most commendable record.” Chair- 
man Joseph P. McMurray of the 
Home Loan Bank Board. 


> Weaver denies an exit cue 

"It wasn’t a conclusive conclusion,” 
said Robert C. Weaver when asked if 
the farewell-like ending to his conven- 
tion speech was also a conclusion to 
his career as HHFAdministrator. 


> Builders urged: Go abroad 
"Everybody's afraid of losing money 
when he thinks of going south of Texas 
or abroad. Why, I know of builders 
who have lost money right here,” 
Builder Don L. Dise of Aurora, Ill., 
told a panel on overseas housing. 


> Quiet on the federal front 

“I don’t look for a change in the 
executive housing order,” said Sen. 
John Sparkman (D., Ala.). 


) Chicago changes staffers 

Robert J. Eppley, for the last three 
years village manager of Lombard, Ill. 
(pop. 27,000) has succeeded E. Erie 
Jones as executive vice president of 
NAHB's Chicago chapter (425 mem- 
bers). Jones resigned Nov. 1 to join 
the Chicago architectural-engineering 
firm of Fridstein & Fitch. 


> Flath leads executive officers 

Robert P. (for Philip) Flath, 47, of 
Columbus, Ohio, was upped from first 
vice president to president of NAHB's 
Executive Officers’ Council at a special 
election during the convention. The 
vacancy was caused by the resignation 
of President-elect John E. Bohman as 
executive officer of NAHB’s St. Paul 
chapter. Flath has been a professional 
association executive since 1946. 
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Fred Schnell 


500 EXHIBITORS CROWDED INTO McCORMICK PLACE TO DISPLAY THEIR PRODUCTS TO 32,000 VISITORS, UP FROM 31,000 IN '62 


Emphasis on management, apartments fills panel sessions 


Everywhere at the convention, among the 
product displays or in the meeting rooms, 
builders seemed hungry for information 
with an air of eagerness that surprised 
veteran convention-goers. 

On the first day, a 'Selling Unlimited" 
program played to a packed house. That 
set the pace. Builders arriving late to 
sessions on marketing or management had 
to elbow their way through a crowd just 


to find standing room. Even a session on 
international housing reported a 400% 
increase in attendance over a similar 


program two years before. 

How to explain this thirst for facts? 
Gone from the convention was last year's 
pervading concern over racial integration. 
Absent, too, were big name celebrities 
that have starred at grand openings in 
years past. 

Never before had a home builders' 
convention devoted so much attention to 
management techniques. There were eight 
sessions on this area. Apartments, too, 
got a share of the program reflecting 
their growing importance in the housing 
market (five sessions). Computers and 
data processing drew curious crowds to 


Photos: Fred Schnell 


DIGNITY YIELDS to curiosity, a group of 
conventioneers take the floor for a close look 
at a dry-wall-cement mixer’s underpinning, Other 
such lookers poked their heads into washers, 
rapped their knuckles on varieties of sidings, and 
acted as their own testers. 
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three technical sessions. 

Builders seemed intent upon pulling all 
they could from the programs. They 
stayed put, even when a speaker droned 
over fundamentals (“The builder who 
succeeds is one who designs to satisfy 
his market”). They followed alertly com- 
plicated legal discussions of cluster plan- 
ning and condominiums. 

In some sessions, builders were treated 
to news. New FHA and Urban Land Insti- 
tute Bulletins on land planning were un- 
veiled. A fresh study of the second home 
market was released. A new use of com- 
puters for marketing was revealed. 
Finally, there was an unmistakable 
emphasis on professionalism. In session 
after session, builders were urged to seek 
out advisers. This was especially true in 
sessions on nursing homes, housing 
abroad, vacation homes, land planning, 
and model design. One marketing panel- 
ist, William Becker, Robilt, Inc., Lake- 
wood, N. J., symbolized the trend. He 
told builders that he consults twice 
monthly with three marketing agencies, 
one for advertising, one for publicity, 
and one for promotion materials. 


га Е m 
ATTRACTING ATTENTION on the exhibit floor 
proved easy for manufacturers with live demon- 
strations. Here am exhibitor promotes air con- 
ditioning with a playlet. Other 
used models, dancers, magicians and children 
to dramatize products, 


manu 


And Builder Don Ettore of Columbus, 
Ohio, said he includes land developers and 
home manufacturers on his expert team. 
Result: his eight-man staff sold 400 houses 
in '63. 


Economic outlook: another 
good year for housing 


Four economists who helped NAHB con- 
vention delegates peek into the future 
could not agree on the need for or the 
effect of a federal income tax cut. But 
they were unanimous in their feeling that 
—with or without a tax cut—housing will 
have another good year in 1964. 

Norman Robertson, associate econo- 
mist of  Pittsburgh's Mellon National 
Bank, was the most specific of the four 
seers; he predicted 1,570,000 starts during 
the new year, about 560,000 of which 
could be in apartments. He looked for 
some slacking off in the rate of expansion 
during the second half of the year, par- 
ticularly in apartment starts. NAHB Econo- 
mist Nathaniel Rogg was a little less 
optimistic: he felt that last year's over- 
building of apartments will hold this year's 
total starts down to 1.5 million. 

The two other economists probed two 
of the principal influences working on 
the housing market: the supply of money 
and the general business situation. Harry 
S. Schwartz, research director of the 
Home Loan Bank Board, foresaw some 
rise in long-term money rates during the 
second half of the year but noted that 
mortgage rates will be less affected than 
the cost of other kinds of credit. Dr. 
Arthur A. Smith, economist and vice 
president of Dallas’ First National Bank, 
saw "no weak or weakening links" in the 
general business economy and bet on a 
595 increase in gross national product 
this year. Beyond 1964, he predicted that 
“the economy will slow down because of 
sheer exhaustion," but he told conven- 
tion delegates that they would not experi- 
ence a major business depression in their 
lifetimes—nor would their children. 
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Tradition has it that this kind of hood 
has to be expensive. Baloney? 


We've seen it happen too often. A builder 
goes to the trouble to put in a colonial or 
provincial kitchen, and then kills the effect 
with a range hood as modern as tomorrow. 
Why? Because the traditional hoods were 
priced too doggone high. Were! 

'This new Model 700 from Emerson-Pryne 
puts an end to that. The price is pegged right 
with most conventional hoods; your whole- 
saler or contractor can give you the exact price. 

Listen to what it offers: handsome antique 
copper finish, mixed-flo self-contained power 
pack with filter, two-speed fan control, and 
twin lights to brighten the entire working area 
around the range. It comes pre-wired for fast, 
cost-saving installation, and fittings are sup- 
plied for back-of-wall or through-cabinet duct- 
ing, with 314” x 10" opening. It’s available in 
30", 36" and 42” sizes. (The scallop accessory 
is an optional extra.) 

Next traditional, provincial, early American, 
or “rustic” kitchen you build, make it more 
appealing with Emerson-Pryne's Model 700 
traditional hood; the price is right! 
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Learn How to Qualify for Emerson 
Electric’s 1964 Builder Bonus Plan 


Emerson Electric would like to feature 
YOUR homes in LIFE Magazine . . . and 


increase your display home traffic with an 
exclusive Win-A-Trip-To-Europe Contest. 
For full details, see your electrical whole- 
saler, or write, Emerson Electric, Dept. 
HH-1, 8100 Florissant, St. Louis, Mo., 63136. 


The complete Emerson Electric Builder Products Package: 


HEAT...Baseboard Heat, Built-In Heaters, Radiant 
Heating Cable, Bathroom Heaters from Emerson 
Electric and Emerson-Pryne. 


LIGHT...Interior and Exterior Lighting Fixtures from 
Emerson-Imperial and Emerson-Pryne. 


AIR... Kitchen Hoods, Exhaust Fans, Attic Fans from 
Emerson-Pryne and Emerson Electric. 


SOUND...Intercoms and Door Chimes from Emerson- 
Rittenhouse. 


EMERSON 2 ELECTRIC 


BUILDER PRODUCTS DIVISION 


EMERSON ELECTRIC + EMERSON-PRYNE + EMERSON-IMPERIAL + EMERSON -RITTENHOUSE 
© 1964 Emerson Electric Mfg. Co. 
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Space saving 
gets women to look 


...and good 
clinches sales 


. .. Weldwood Folding Metal Doors 


They open quietly and effortlessly on life- 
time nylon bearings. And fold back com- 
pactly. Women like this. But it's the touch 
of high style that turns women from lookers 
into buyers. Weldwood* Folding Metal 
Doors are designed to add elegance to a 
room. They're finished in eggshell semi- 
gloss baked enamel and have gold-trimmed 
ceramic pulls. 

Weldwood Folding Metal Doors come 
in three styles. The Villa Door, left above, 
combines panels and open louvers. The 
Full Louver Door, not shown, is particu- 
larly effective for closets and storage areas 
where maximum ventilation is desired. 
The Chateau Door, right above, is grace- 
fully paneled to blend with any decorating 
style. All are of one-unit steel construction, 
feature high-quality hardware, factory 
mounted. 
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They're a breeze to install or adjust. 

All you need is a screw driver. And because 
of their simple, careful design, they'll 
give long, dependable service. Reduce 
complaints. 
GUARANTEE. “Weldwood Folding Metal 
Doors, when used for interior use, are 
guaranteed by United States Plywood Cor- 
poration against faulty materials and faulty 
workmanship for the life of the installation 
when accorded treatment which is con- 
sidered good practice regarding storage, 
installation, and maintenance. If any Fold- 
ing Metal Door is found to be defective 
within the meaning of this guarantee, after 
inspection by our authorized representa- 
tive, the door will be replaced without 
charge and costs of a reasonable nature 
will be allowed for installation.” 

Send in the coupon for full details. 


БЕ 1 
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WELDWOOD 


FOLDING METAL DOORS 


Products of United States Plywood ] 


United States Plywood, Dept. HH 1-64 
55 West 44th Street а 
New York 36, New York 


Please send me a folder describing Weldwood Fold- 
ing Metal Doors 
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HOUSING MARKET 


APARTMENT UNITS (EXCLUSIVE OF PUBLIC HOUSING) 
UNDER CONSTRUCTION IN TEN MARKETS 


CHICAGO. 


CLEVELAND 


WARNING FOR THE MIDWEST: "Almost all 
these markets may be overbuilt by the end of 


DOES THIS SURGE OF RENTAL BUILDING FORESHADOW OVERSUPPLY? 


COLUMBUS CINCINNATI DAYTON PITTSBURGH LOUISVILLE 
sounet: ADVANCE MORTGAGE conr 

1964," says Advance. Only Chicago, Cincinnati, 

and Louisville show drop in apartments underway. 


How builders can look beyond today's 
vacancy rates—and spot trouble 


The crucial question facing apartment builders and lenders has long been: How will 
apartments now under construction affect the market when their own units are ready 
to rent? Even the latest vacancy rates and apartment starts figures are of little help 
here, because they describe the past, not the future. Apartments started today may 
not be rentable for two years—when the vacancy picture may be very different. 
Advance Mortgage Corp. of Detroit, one of the leading mortgage banking com- 
panies in the Midwest, has now come forward with new insight into this problem. 


Advance has developed an apartment 
completion rate that, for the first time, 
gives a builder a glimpse into the future 
of any of ten metropolitan markets studied 
by Advance. It lets him determine approxi- 
mately when new apartments will be put 
on the market. 

In short, what Advance has done is take 
apartment overhang (apartments under 
construction) and spread it out over the 
next two or more years, showing quarter- 
by-quarter when the new units will become 
available. 


How many walkups? To develop a de- 
pendable completion pattern, Advance first 
had to break out all elevator units from 
apartment permit figures. This process re- 
vealed an interesting proportion of walkup 
units to total apartments in the ten markets: 


APART- 
MENTS* 
MARKET 1962-64 Warkur % WALKUP 
Chicago ....... 37,861 25,887 68 
Columbus .. 4,986 4,636 93 
Indianapolis 4,637 3,851 83 
Cincinnati . 5,662 5411 90 
Рауор „сина 2,087 1,881 90 
Louisville ..... 1,460 1,242 85 
Cleveland 15,978 13,602 85 
Detroit 7,988 6,314 79 
Milwaukee 6,279 5,426 86 
Pittsburgh ..... 1,852 1,187 64 
Toms о. 88,790 69,137 78 


*Starts in 1964 will enlarge totals. 


Advance keeps a running check on this 
walkup-total ratio by subscribing to a 
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special Census Bureau service. At nominal 
cost, the bureau sells photostats of its form 
C404 which reveals not only new apart- 
ment permits but also those apartment 
buildings valued at more than $100,000. 

By checking back on these larger build- 
ings Advance can separate the elevator 
units from the total. 

Advance then applies its completion 
patterns to the new permit data—one 
pattern for walkups, one for elevator units. 
These patterns were developed by Ad- 
vance's housing marketing analyst, John 
Musial. He studied Chicago and Detroit 
and found 2546 of the walkup units are 
completed the first quarter after permit, 
30% the second quarter, 20% the third 


CINCINNATI; APARTMENT BUILDING 
CONTINUES IN FACE OF HIGH VACANCY RATES 


ESTIMATED | COMPLETIONS 


THOUSANDS OF EST. APARTMENT COMPLETIONS 
е 


2nd6mo. lstbmo. 2nd6mo. istómo . 
1962 1963 1963 1964 1964 
SOURCE: ADVANCE MORTCAOE CONF. 
BEWARE OF OVERBUILDING: That’s the lesson 
drawn from this comparison of vacancy rates and 
Advance's forecast of completions of apartments 
in one typical city, Cincinnati, 


quarter, 15% in the fourth and 10% in 
the fifth. 

For elevator units, 10% are completed 
in the fifth quarter after permit, 25% in 
the sixth, 30% in the seventh, 20% in 
the eighth, and 15% in the ninth. This ele- 
vator pattern is used only in Chicago. For 
the other nine markets Advance makes 
spot checks on progress of elevator build- 
ings and estimates their completion dates 
individually. 

Total cost for developing the entire 
statistical survey, Advance estimates, was 
about $10,000. 


Overbuilding ahead. Taking its new ma- 
terial in view, Advance warns: The Mid- 
west "may be overbuilt in apartments 
some time in 1964. Many apartments will 
be a long time in renting." 

There are two exceptions. Chicago has 
a good chance to escape overbuilding be- 
cause its volume of apartments under con- 
struction has dropped significantly over the 
past year (see graph). Detroit, seems like- 
ly to avoid overbuilding despite a surge of 
construction, because it has 7,500 fewer 
rental vacancies now than a year ago. 

In the other markets, apartment build- 
ing is still on the rise despite unmistakable 
risks. In the face of difficulty in renting new 
units in some areas, builders in Indianapo- 
lis and Dayton have taken out twice as 
many permits in 1963 as the year before. 
In Cleveland, Columbus and Pittsburgh, 
the increase in apartment permits is more 
than 50%. 

In Milwaukee, where new apartments 
have been slow to rent for many months, 
the number of units under construction 
has increased some 40% over a year ago, 
with 2,100 units in the pipeline. Cincinnati 
with perhaps the highest vacancy rate in 
the Midwest—currently over 15% —һаѕ 
1,900 units in the pipeline. In Cleveland, 
7,300 new units will put a healthy market 
to a severe test. 

Of the ten Advance markets, only three 
—Chicago, Cincinnati, and Louisville— 
show declines in apartments under con- 
struction from a year ago. 


Lender-made market. Why all this apart- 
ment building? Advance: suggests that 
builders in the Midwest are responding 
unduly to the temptation of easy money. 
"With such good financing around," one 
Cleveland sponsor told Advance, “how can 
I afford not to build?" 

“If apartment starts continue at their 
present rate," observes Irving Rose, Ad- 
vance president, *almost all these markets 
may be overbuilt by the end of 1964." 

The apartment market, Rose concludes, 
is supported by two undependable legs— 
favorable tax treatment and considerable 
risk-taking by lenders. “If either of these 
legs should be withdrawn,” he says, “de- 
mand alone could not sustain the rental 
market anywhere near present levels.” 


Preponderance of old units. Advance 
does not stop with a foreboding forecast 
of apartment completions. It looks at 
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where renters live and finds some surprises. 
One-family units comprised half or more 
of the rental stock in five of the ten mar- 
kets studied. Two- and four-family units 
comprised nearly half the rental stock in 
Cincinnati and Milwaukee. 

Roughly half of the rental stock in 
seven cities (and in Cincinnati, nearly 
60%) was built before 1920! Detroit was 
the only market studied where two-thirds 
of the rental units are below 40 years old. 

Advance, in another contribution to the 
store of apartment data, offers a way of 
updating the 1960 Census indicators of 
local rental vacancy rates and the local 
rental stock in its ten markets. It uses 
the number of idle electric meters to de- 
termine vacancies after 1960, and modifies 
total stock by adding in new housing and 
subtracting out losses to urban renewal and 
other demolition. 

Advance concedes that its new informa- 
tion portrays only a general picture for 


New-house salesmen put under fair labor 


Homebuilders and Realtors are up in 
arms because the Labor Dept. is extending 
its wage and hour tent to cover large 
new segments of housing and real estate. 

Homebuilders are looking for ways to 
upset a ruling that puts new-house com- 
mission salesmen employed by builders 
under the Fair Labor Standards Act. Status 
of salesmen supplied by a realty agency is 
unclear. The ruling—made at NAHB's 
request to settle the issue—would force 
these changes in methods of paying sales- 
men and piece-work employees: 

* Every employee, regardless of his 
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each market. And "in apartments," says 
Rose, "there is no such thing as an average, 
city-wide market." Even in the weakest 
markets, some new buildings have been 
opening with 100% occupancy and wait- 
ing lists. 


Closer scrutiny. What's needed is an 
analysis of submarkets, of particular rate 
ranges, of individual neighborhoods. This 
kind of narrow study, which is much re- 
quired by the housing industry, is demon- 
strated in a recent report on downtown 
Philadelphia. 

Chester Rapkin, professor of city-plan- 
ning, and John Pope, research assistant 
at the Institute of Urban Studies, Uni- 
versity of Pennsylvania, conducted per- 
sonal interviews with owners of 29 luxury 
apartment buildings (open and under con- 
struction) in a tight geographic square 
centered on City Hall. 

Of the buildings completed and available 


agreed payment basis, must be paid the 
current minimum wage.* Full or part-time 
salesmen working only on commissions are 
specifically covered even though they earn 
no commissions in a pay period or pay- 
ment of earned commissions is deferred. 

* Every covered employee must be paid 
time and one-half for work beyond 40 
hours if the company trades in inter-state 
commerce and 44 hours if the company 
does business within one state but grosses 


*$1.25 for workers covered prior to 1961; $1 
for workers covered for the first time in 1961. 


for occupancy by 1962, Rapkin and Pope 
found a commendable vacancy rate of 
3.3%. 

But closer study exposed danger signals. 
Vacancy rates were appreciably higher in 
some locations (around Benjamin Franklin 
Parkway, the rate averaged 5.4%, com- 
pared to 1.6% in the core around City 
Hall and 1.2% near Rittenhouse Square). 

Туре of apartment also had strong 
bearing on vacancy rate, Efficiencies were 
only 0.4% vacant, but two, three and 
four-bedroom apartments were 4.0% to 
5.4% vacant. 

They then compared their findings with 
the type of new apartments coming on 
to the market and found: 

* Only a third of these new units are 
efficiencies and small units where demand 
is the greatest. 

* Only a third of the new units will 
rent for the $100 to $124 range where ab- 
sorption has been most rapid. 


wage tent 


over $350,000 annually. The base hourly 
rate for determining overtime is figured 
by dividing hours worked into all employee 
remuneration, including bonuses, commis- 
sions, and incentive payments. 

* Advances or draws are permitted, but 
proper minimum wages and overtime must 
be paid during each regular pay period. 

The Labor Dept. stands firm in ruling 
that new-home salesmen do not qualify 
under an exemption given retail businesses. 
And the department also wants to put 
realty managers under the law if they col- 
lect more than $1 million in rents. 


$500 bonus to winter buyers proves a hit 


A few Canadian home buyers are now 
being paid $100 to move into new homes. 
This is one expectable but untypical 
result of the Liberal Party plan of last 
summer (NEWs, Aug.) to give buyers of 
homes built between Dec. 1 and Mar. 31 
a $500 bonus. The plan seeks to curb high 
unemployment during the winter. 

A Montreal duplex builder, Arrent 
Properties, was able to offer 64 buyers the 
$100 move-in payment (see cut) because 
the buyer would get a double bonus 
($1,000) and a $21,000 mortgage on a 
duplex costing $21,900. To qualify, buyers 
had to sign up before building began. 

Across Canada the bonus has made 
downpayments of $100 and $200 common. 

Buyer response was so great that Rev- 
enue Minister John R. Garland moved the 
closing date for applications ahead from 
Dec. 31 to Nov. 15. In seven weeks, Cen- 
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ARRET 
The Goverriment Will Give You 


$100 Cash 


AND A 


5% & 5% ROOM DUPLEX 
DEAD CENTRE OF ST. ROSE 


а e^t enn 
THIS MONTREAL AD STARTLED CANADA 


tral Mortgage & Housing Corp., the gov- 
ernment's housing agency, received 13,147 
applications. If all are accepted, the gov- 
ernment will pay $6.5 million in bonuses. 


But if the program succeeded in boost- 
ing winter starts—the government hoped 
to add 10,000 starts—the smaller down- 
payments undercut another Liberal pledge: 
to ask greater equities from buyers. 

President C. J. McConnell of the Na- 
tional House Builders Assn. sees this as one 
problem stemming from the bonus. And 
he cites another: 

"Legal fees in Alberta (where McCon- 
nell builds) run to some $450. Some 
houses are being sold for a downpayment 
of $100 cash. This means the purchaser 
has provided less than 2046 of the cost 
of the paperwork and nothing at all to- 
wards the house or the land. It does not 
take a very active imagination to see the 
effect this madness will have on the mort- 
gage insurance fund [2% of the mortgage 
goes for insurance] at the least hint of a 
drop in values." 
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HOUSING POLICY 


GAO attacks FHA rental programs: room-counts under fire 


FHA's already dwindling multi-family housing programs, which have slipped from 18% 
of apartments in 1959 to 14% in 1962, are under fire in a new General Accounting 


Office report which could cut two ways: 


1. It could produce pressure from Congressmen to force FHA to ditch its room- 
count allowances for balconies, foyers, and similar areas, thereby cutting maximum 
mortgages by as much as 25% and perhaps making FHA multi-family programs useless. 
2. It could lead Congress to revise or even scrap its penny-wise mortgage limits per 
room, first written into law in 1938. FHA insiders say the agency will probably ask 


Congress to do so this year. 


Gao probed the room count game as it 
applies to Sec. 220 urban renewal apart- 
ments in Washington, New York, Chicago, 
St. Louis, Philadelphia, and Los Angeles. 
The spending watch dogs of Comptroller 
General Joseph Campbell zeroed in on 
a 1958 change in FHA rules which lets 
builders count an extra !4 -room for foyers, 
balconies, terraces, and porches in figuring 
maximum mortgages. 

Expectably, the accountants found the 
new rules yielded higher mortgages than 
the pre-1958 setup that counted only hab- 
itable space like living rooms, kitchens, 
bedrooms, and dining areas. Some exam- 
ples of the "substantially larger mortgage 
amounts permitted under the expanded 
room count criteria:” 

* One loan for $10,101,900 was based 
on FHA’s room count of 2,425, But Gao 
counted only 1,947 rooms by the old 
method and said FHA should have pared 
the loan $2.5 million or 25%. 

* In another project, the FHA count was 
3,176 rooms vs. GAo’s 2,610. The $16.7 
million mortgage should have been cut by 
$2.4 million, said Gao. 

Concluded Gao: “Congress may wish to 
consider whether the inclusion of such 
items in the calculation of room count is 


WASHINGTON INSIDE 


> Tight housing budget ahead 
President Johnson's drive to cut federal 
spending may hit housing agencies hard 
in the fiscal year starting in July. Grant 
programs like housing for the aged and 
open space may be cut first. FHA likely 
will fail to get the new people it sought 
for this year to speed processing and re- 
sales of foreclosed houses. FNMA and 
FHA will try to sell mortgages they hold 
to boost the Treasury's cash income. 
And vA has already asked Congress to 
sell $1.3 billion of direct-loan mort- 
gages (412% to 514% interest) below 
par. 


> FHA gets foreclosure questions 
The hearings into foreclosures the Sen- 
ate housing subcommittee tried vainly 
all last year to hold are off. Instead, 
Senators are asking FHA to tell them 
how ten items affect foreclosures. Some 
items: outdated local market studies, 
inaccurate credit reports, assumption of 
loans. 
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contrary to the intent of the Congress in 
establishing the per room and per unit 
dollar limitations on multifamily mort- 
gages.” 


Missing reason. САО8 report omits the 
real reason for the room count muddle: 
Private builders pushed for the extra room 
allowances because they furnished the 
only way FHA programs would work at 
all under the low, low room limits imposed 
by Congress in an effort to prevent FHA 
from insuring luxury units. The limits: 
$2,500 a room for walkups, $3,000 for 
elevator apartments, with increases up to 
$1,250 per room for high cost areas. 

Now, talk inside FHA grows that perhaps 
FHA should ask Congress to junk the whole 
room count idea. The agency doesn't like it 
any better than builders and architects who 
complain it warps sound design and room 
layout, FHA men pressing for abolition of 
room counts argue that FHA has ample au- 
thority to keep FHA apartments from be- 
coming all luxury units by controlling total 
mortgage amounts per unit (as in the one- 
family Sec. 203b program), debt service, 
and monthly rentals. Up to now, Congress 
has shied away from suggestions that room 
counts be scrapped. 


Cost of cooperation. GAo also lashed 
FHA's St. Louis office for allowing $3,400 
per room in LeClede Park garden apart- 
ments in the Mill Creek renewal area in- 
stead of the prevailing maximum $2,900 
for the area. This gave Developer James 
H. Scheuer $267,000 extra on his mort- 
gage. which the developer should have 
provided, Gao says. The change "circum- 
vents the purpose for which the limitation 
was established," cries GAO. 

FHA defends the increase because it had 
persuaded Scheuer to add some amenities 
—a fountain and pool, vari-colored brick, 
and courtyard benches—to make the proj- 
ect more attractive and dispel past associ- 
ations with the old slum neighborhood. 
Scheuer cooperated because his experience 
in rebuilding Washington's Southwest area 
convinced him that the extras were essen- 
tial to woo tenants, FHA men in Washing- 
ton approved the increase. 

Laments Scheuer: “The Gao report is 
destructive and negative. If carried to its 
logical end, [it] would end the effectiveness 
of the national slum clearance program.” 


Profit allowance cut? Gao also takes FHA 
to task for letting renewal builders take a 
flat 10% profit and overhead allowance 
under Sec. 220. Other multi-family sec- 
tions have a flexible schedule (ranging 
from 7% for $1 million projects to 4% 96 
for over $12 million projects). 

FHA argues that the higher return is 
needed to attract builders to the risky busi- 
ness of reclaiming slum neighborhoods. 
But Gao retorts that all Sec. 220 units com- 
pleted in Chicago were fully occupied and 
that New York City Sec. 220 units had a 
4.1% vacancy in March, 1962. 


H&H Staff 


Industry leaders confer at five-day Nassau meeting 


For the 10th year in a row, the incoming presi- 
dents of major housing trade groups, their chief 
staff officers, plus top men among building prod- 
uct manufacturers and a sprinkling of housing's 
elder statesmen met last month for five days of 
informal talks about their problems and opportu- 
nities for cooperation. 


The group—90 strong including wives—were 
guests of House & Home and Time Inc's other 
magazines at Nassau's Balmoral Club. Sessions 
moderated by Vice President P. I. Prentice of 
Time Inc (left), editorial adviser to House & 
Номе, ranged over many fields from better de- 
sign and housing subsidies to research. 
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The only cost that matters 
is cost installed 


When your prospect's eyes light up at the sight of this good- 
looking, good-cooking Frigidaire Wall Oven, she's not con- 
cerned about cost installed. But you are. Low installation 
cost on this oven (and other matching Frigidaire Built-Ins), 
combined with Frigidaire product beauty and dependability, 
can help you sell homes in the toughest of markets! 

AII Frigidaire Wall Ovens are shipped completely assembled 
with 48" BX cable attached. And, they're designed to make 


That's why this glamorous 
Frigidaire Slide-In Wall Oven 
gives you the competitive edge! 


installation fast and simple. Just prepare wall opening and 
complete regular wiring to junction box. Then connect three 
incoming supply wires with corresponding color-coded prod- 
uct leads, slide oven in opening, level, if necessary —and 
install retaining screws. It's done .. . in minutes! 
Installation speed is a quality feature of all Frigidaire Built- 
Ins...a feature that'l pay off for you and your customers! 
Frigidaire Division, General Motors Corporation, Dayton, Ohio. 


Frigidaire Wall Ovens are available in 4 rich colors, white, and brushed chrome. 


Build In Satisfaction...Build In 
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Ba FRIGIDAIRE 


RANGES + WALL OVENS + COOKING TOPS + DISHWASHERS • DISPOSERS 
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NAREB CONVENTION 


Realtors bid U. S. halt grants for commercial renewal 


The agonizing reappraisal under way on 
urban renewal (News, Oct. ef seq.) has 
just brought demands for a slowdown from 
the powerful National Association of Real 
Estate Boards and its 74,681 members. 

NAREB's 56th annual convention wrote 
this new policy plank: 

"While we believe that non-residential 
renewal is of vital importance to the pres- 
ervation and continued growth of our 
urban areas, we urge Congress to terminate 
capital grants for such renewal and to en- 
act legislation providing for loans, not to 
exceed two-thirds of the net project cost, 
to finance non-residential redevelopment 
projects that are economically sound and 
which loans would be repaid because of 
increased property tax revenues." 

The old free load—the outright federal 
grant—can be justified for renewal, says 
NAREB, "only when the re-use is predom- 
inantly residential or for public use" and 
only when the community has an adequate 
and well enforced bui'ding code. It also 
recommends that loans or grants be limit- 
ed to slums or blighted areas. 


Opposed to write-down. wanrn thus 
becomes the first major trade association 
in housing to oppose land write-down 
grants for commercial or industrial renew- 
al. Up to now, Realtors have merely pro- 
moted rehabilitation and conservation, 
plumped for redevelopment projects whol- 
ly financed at home. The new policy stance 
was devised by a joint committee from the 
Rea!tors' Washington Committee and its 
Build America Better Council. Congress- 
men have talked about this idea for years, 
and Rep. William Widnall (R., N.J.), 
ranking minority member of the House 
housing subcommittee, has just endorsed 
the loan-only idea for downtown projects. 

"We are for renewal," explains Public 
Affairs Director Charles T. Stewart of 
NAREB, "but we're concerned over its pre- 
occupation with commercial and industrial 
properties. Only 10% of all funds went 
into this when renewal began. Now it's 
3096." NAREB speakers skirted the issue 
while praising renewal generally. 


New horizons. "The greatest frontier 
facing real estate today is urban renewal," 
President James F. Oates Jr. of Equitable 
Life told the convention-goers. "Here is 
the area from which Equitable is probably 
going to draw the bulk of its new mortgage 
investments over the next 10 to 20 years." 

And Vice President Charles Seymour of 
the Philadelphia brokerage of Jackson- 
Cross warned: "Renewal is vital. Its ac- 
complishments and achievements outweigh 
its disadvantages and failures." 

Added New York Realtor Robert White: 
"Renewal needs your help in selling the 
500 million sq. ft. of land now available in 
the U.S." 


How loan plan works. NAREB's proposal 
is that grants continue as usual for resi- 
dential construction but that cities receive 
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only loans on commercial projects. The 
city would then use increasing tax revenues 
from the new buildings to repay the loan. 

A similar system has already been 
pioneered in California. It calls for muni- 
cipalities to issue their own tax-increment 
bonds. Property tax revenues are then ear- 
marked to pay off the bonds. NAREB does 
not disapprove of such plans but does point 
out that earmarking would require consti- 
tutional changes in many states. 

Government Relations Director John 
F. Williamson calls the loan-only plan 
eminently reasonable. Tax revenues will 
increase 8212 million the first year after 
Cleveland completes its Erieview project, 
he points out. At that rate, Cleveland 
could pay back the entire $10 million 
federal outlay in four years.* 


Voice of government. Federal officials 
at NAREB’s sessions poured cold water on 
the loan-only idea. Said Urban Renewal 
Commissioner William L. Slayton: “Con- 
gress recognized that cities have to deal 
with problem areas that are non-residen- 
tial. And housing quality will be related 
to the economic health of the city.” Added 
HHFAdministrator Robert C. Weaver: “Un- 
less a city has a firm economic base, re- 
newal will not work." 

Weaver also challenged another NAREB 
policy stand: that federal subsidy for mod- 
erate income housing is an unwarranted 
intrusion of the government in the field of 
housing. 

NAREB again urged Congress to reject 


* Other examples: 
Annual Tax Revenue 


U.S. Before 
Project Outlay Renewal After 
Charles Center, 
Baltimore $16,120,000 $600,000 $2,725,000 
Bunker Hill, 
Los Angeles 14,877,000 475,000 4,400,000 


proposals to elevate HHFA to Cabinet status. 
It suggested that FHA be given independ- 
ence under an appointive board because 
“political and social welfare considera- 
tions are eroding the agency's function." 


Tax —good and bad. The associa- 
tion's tax counsel, Edwin L. Kahn of 
Washington, had a word of caution on the 
tax cut bill passed by the House and pend- 
ing in the Senate. 

“The real estate industry will find itself 
subject to more basic and adverse changes 
in the tax laws than any other major sec- 
tor of the economy," he said. He advised 
that Realtors should nevertheless "look on 
the present proposal as an honest effort to 
correct practices the industry opposes." 

Kahn noted that the House ways and 
means committee has accepted МАКЕВЗ 
proposal to correct abuses arising from 
accelerated depreciation coupled with 
quick resale of property. The association 
had held that corrective laws should apply 
only to the excess of accelerated deprecia- 
tion over normal depreciation, and then 
only where quick resale justified a denial 
of the incentive of fast write-off. 

The bill embodies this proposal for prop- 
erty he'd more than 12 months. It taxes as 
ordinary income only the excess of accel- 
erated over straight-line depreciation. But 
it considers a sale within 10 years of acqui- 
sition as a quick resale, although this treat- 
ment is softened slightly by a sliding scale 
reduction of the portion taxable as ordin- 
ary income on property sold from the 20th 
month to the 10th year. 

"The industry may well feel that 10 
years is excessively long," Kahn explained. 
"Although the holding period may be 
criticized in this respect, the basic ap- 
proach of the bill is desirable." NAREB 
wants to cut this to five years. 


HOUSE & НОМЕ"5 editors survey housing trends 


Associate Publisher Joseph C. Hazen Jr. (speaking 
above) and four House & Home editors make 
their first joint staff analysis of new trends in 
housing for a national audience, A record attend- 


ance of 8,000 at the National Association of 
Real Estate Boards’ convention in New York 
heard their 1964 prediction: stable one-family 
house building, a 1046 increase for apartments. 
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SEGREGATION 


Builders win one, lose three in new series of rulings 


Whether by coincidence or design, the first 
year under the Presidential order banning 
race bias in federally aided housing ended 
with four significant court and administra- 
tive decisions. Builders won one, lost three. 

Even the victory carried a hollow sound: 
VA lifted its suspension of Builder House 
& Home Ltd. of Orlando, Fla., a concern 
not connected with this magazine, but in- 
sisted that "there was discrimination by 
your firm," in not selling to a Negro. “Al- 
though the record establishes the basic 
propriety of the suspension," VA said it was 
lifting the suspension after four months be- 
cause “you have given assurance that you 
will not discriminate.” 


Angry congressman. The contradictory 
stand came after Rep. Olin B. Teague (D., 
Tex.), chairman of the House Veterans 
Committee, criticized the suspension be- 
cause the Negro involved had made no 
clear offer to buy (News, Dec.). 

And Teague is still far from satisfied 
with va’s performance in the case. “I con- 
tinue to find myself in disagreement with 
the va,” he says. “I do not believe Builder 
Norman Rossman was in technical viola- 
tion and I do not believe that va is correct 
in its interpretation that certificates of 
reasonable value issued prior to the Presi- 
dential order are covered." 

Says Rossman: "Contrary to what the 
vA publicly states, it is our opinion that 
their action constituted reluctant agree- 
ment by them with our case. If the vA 
had afforded us a legal hearing before an 
impartial court prior to issuing its order 
of suspension, if the vA had not considered 
us guilty until proved innocent, the irre- 
parable damage which we suffered in our 
residential construction business might well 
have been avoided. 

"We can only hope that other home 
builders will profit by our experience." 

One reason for the company's all-out 
fight against the suspension: VA (and FHA) 
are crucial to builders in low-price brac- 
kets, even with easy mortgage money. 


Reni 


TEXAS’ TEAGUE 
Tiger on vA's back 


Negroes gain in courts. Negroes’ big- 
gest clear-cut victory has just come in New 
Jersey. A superior court in Camden up- 
held constitutionality of that state's law 
banning race bias in the sale of develop- 
ments of 10 or more homes and in rental 
of apartments. 

The state Home Builders Assn. and Real 
Estate Board had joined Builder Joseph V. 
Montero of Pomona in challenging the law 
with a new argument: It made the builder 
a peon, denying him the freedom-from- 
slavery protection of the 13th amendment. 

The court found no basis whatever for 
this contention. Builders in the 11 states 
and 10 cities that have laws against bias in 
the sale of private housing had been 
watching the outcome in hope of gaining 
a new legal weapon against bias laws. 


Into white enclaves. In Pittsburgh, Judge 
Frederick G. Weir has just ordered the 
Stanton Land Co. to sell a lot in Stanton 
Heights Manor to a Negro physician. Dr. 
Oswald Nickens contended discrimination 
prevented his buying in the solidly white 
neighborhood (News, Sept.), Judge Weir's 
ruling was the first to uphold Pittsburgh’s 
anti-bias ordinance. The judge had helped 
enact it as a city councilman in 1958. 
Stanton Land's attorney contended the 
refusal to sell was not based on racial 


Fight brews in Congress over scope of 


Almost overlooked in the Congressional 
battle over an omnibus civil rights bill 
is a crucial question for housing: 

Does the bill pending in the House in 
mid-December ban race bias by conven- 
tional mortgage lenders whose deposits 
are insured by the Federal Deposit Insur- 
ance Corp. and the Federal Savings & 
Loan Insurance Corp.? 

Six Southern members of the House 
judiciary committee are incensed because, 
they say, it will. Other committee members 
deny intent to cover FDIC and FSLIC. 

They are at odds over interpretation of 
the words in the bill which went through 
three different versions, Committee Chair- 
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man Emanuel Cellar (D., N.Y.) fought 
for a stronger version of the bill originally 
sent to Congress by former President Ken- 
nedy. A subcommittee (which he also 
heads) drafted a bill banning race bias in 
“grants, contracts, loans, insurance, or 
guarantee” programs of federal agencies. 

But under pressure from Kennedy the 
full committee dropped the words “in- 
surance or guarantee” from the tougher 
version. Committee sources say this was 
done to allay any fears that the bias ban 
would empower FDIC or FSLIC to with- 
draw insurance from discriminating lend- 
ers banks, or savings and loan associations. 

But Southerners call this a “deliberate 


grounds but on the physician’s aggressive- 
ness and zealotry. 

In Baltimore, Chief Judge Roszel C. 
Thomsen of the U.S. district court ordered 
Montgomery County Developers Abraham 
S. Sind and Israel Cohen to sell a house to 
Roland E. Barnes in all-white Regency 
Estates near Rockville. The judge rejected 
the builders’ argument that they had 
signed a sales contract under duress, al- 
though he said civil rights Attorney Joseph 
Rauh, who represented Barnes, "drove a 
hard bargain with the defendants when he 
found they could not stand publicity" and 
"generally treated the case as a crusade 
rather than a civil action." Eleven months 
earlier the judge had ordered the builders 
not to sell one of their $26,000 homes 
until he decided the case. 


Counterattack. Gains were not all on 
one side. With the Illinois Real Estate 
Assn. already campaigning for signatures 
to force a referendum on whether the 
legislature should pass anti-bias housing 
legislation (News, Dec.), the Chicago 
Real Estate Board has now sued to void 
the city anti-discrimination ordinance that 
triggered the state group's campaign. 


The year ahead. The outlook seems 
promising for rights groups but a look 
back shows that President Kennedy's anti- 
bias edict has had only a slight effect on 
actual operations in housing. Results bear 
out House & Home’s prediction in No- 
vember '62, the month the mandate was 
promulgated: 

“The impact will be felt at once in some 
areas, only a little or not at all in others" 
and "very few Negroes will rush to buy 
homes in white neighborhoods any- 
where. . 27 

HHFAdministrator Robert C. Weaver 
says over 500,000 units built or author- 
ized are now covered by the Presidential 
order and will make a greater impact on 
the market this year. 


anti-bias ban 


attempt to mislead those who would be 
affected . . . This does not constitute mod- 
eration or watering down of the bill.” They 
argue that the deletion is meaningless, 
since the more general words of the pend- 
ing bill already cover the more specific 
terms, “insurance and guarantee.” 

The bill “will give the President carte 
blanche to subject every homeowner to 
federal control,” they cry. 

President Johnson has made passage of 
a civil rights law his first order of business 
and has just persuaded the House rules 
committee, where the civil rights bill had 
been held, to begin hearings this month. 

NEWS continued on p. 25 
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URBAN RENEWAL 


Vincent Finnigan 


GOP'S WIDNALL 
Looking for "questionable results" 


URA'S SLAYTON 
A chance to quash nasty rumors 


Renewal critics muff crack at *scandal' 


If Howard Evans, U.S. Chamber of Com- 
merce staffer and former URA official, is 
correct in predicting a probe of renewal 
would reveal “the greatest single scandal 
the United States has ever seen,” then re- 
newal critics in Congress missed their first 
chance to uncover wrongdoing. 

The opportunity (News, Nov.) came 
early in a renewal hearing by the House 
housing subcommittee of Rep. Albert 
Rains (D., Ala.). But Republicans—led 
by the ranking minority member Rep. Wil- 
liam Widnall (R., N. J.)—failed to wring 
any damaging admissions from renewal's 
advocates. The upshot: Renewal is well on 
its way to winning more subsidies—per- 
haps $2 billion—from Congress this year. 


Questionable results? Rep. Widnall 
was openly seeking evidence of “question- 
able results” of renewal, Said he: 

“Surely, the wholesale destruction of 
buildings of standard quality is not the 
removal of slums and blight. The uproot- 
ing of people from their homes, however 
humble—when the number is in the thou- 
sands—is of considerable concern. 

“We think the program should improve. 
We do not think additional funds or power 
are the only way for it to do so. We want 
to make sure that its original purpose of 
better housing has not been sacrificed to 
commercial interests, that we are not en- 
gaged in taking one man’s business from 
him to give government support to another 
man’s bigger business.” 

The General Accounting Office, Con- 
gressional watchdog over federal spending, 
had helped spark the probe by charging 
(News, Sept.) that URA’s approval of the 
Erieview project in Cleveland pointed up 
basic flaws in renewal processes. Said GAO: 

* URA prematurely approved the $33 
million Erieview project without verifying 
city building inspection reports. 

* URA rules let buildings needing only 
minor fixup be condemned, are so vague 
that "the city may designate any of its 
buildings as ‘substandard’ and schedule 
such buildings for demolition." 

Behind these formal charges swirled in- 
nuendo and rumors about renewal. One 
story: URA Commissioner William Slayton 
had helped develop the controversial 
Erieview plan. 
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Some answers. But Slayton, renewal's 
chief defender, adroitly blunted these 
barbed questions. 

Asked about his part in Erieview, he 
said he helped gather data from which 
Architect I. M. Pei had fashioned the 
Erieview plan, later approved unanimously 
by Cleveland's 33-member city council. "I 
was paid for my services," he maintained. 
"There was no continuing arrangement." 

Widnall pressed both Slayton and Cleve- 
land Renewal Director James Lister about 
the GAO report. But Slayton replied that 
URA disagreed with GAO's claim that many 
buildings needed only minor maintenance 
to bring them up to code standards. 

"Is it a blighting influence if a building 
does not conform to some plan?" pressed 
Widnall. 

“No—but it is impossible to get re- 
development into this area with many 
incompatible uses there," replied Slayton 

Lister pointed out that FHA had refused 
to insure a loan for an apartment builder 


For a time last month it appeared that 
396 apartments in Cleveland's Garden 
Valley project would be the first renew- 
al units to be boarded up because they 
were unlivable  near-slums—only six 
years after they were built. 

But HHFA, FHA, Rep. Charles Vanik 
(D., Ohio), and Cleveland officials kept 
the city from claiming this dubious hon- 
or. Built in 1957 on a filled industrial 
ravine still ringed by heavy industry, 
Garden Valley apartments had vacancy 
trouble almost from the start. Private de- 
velopers suspended mortgage payments 
in 1961. In 1962, civic leaders in the 
Cleveland Development Foundation start- 
ed negotiating to refinance the units with 
a 40-year, no-down mortgage at 3/8 96 
under FHA Sec. 221d3 (News, Мау, 
'62). The switch was made last May. 

The Foundation was convinced the 
project would succeed despite vacancies 
running to 42% among the all-Negro 
tenants. It started another 88 apartments 


FIRST SUBSIDIZED MIDDLE-INCOME HOUSING FAILS 


in the neighborhood until the city promised 
the entire neighborhood would be cleaned 
up. “It is pretty hard to visualize the 
saloons, secondhand stores, vacant store 
fronts, and the few gypsy fortune tellers 
who had their business places there,” 
argued Lister. 

Lister also maintained that most build- 
ings marked for demolition had wooden 
structural elements—a fire hazard, he as- 
serted, that not even massive amounts of 
remodeling could correct. 

Scandals? Gao said its seven reports had 
turned up no corruption or stealing as in 
the interstate highway program. 


More to come? Summed up Rains at 
the hearings’ end: “Of course, some things 
might go wrong in a tremendous program 
such as this. But renewal came out with 
flying colors." 

Widnall agrees: “The hearings have not 
yet brought out anything that brings this 
to a head. We haven't heard any of the 
complainants in the field." 

Widnall says he wants to bring in some 
facts developed by the House district 
committee of Rep. John Dowdy (D., 
Tex.) in its airing of District of Columbia 
renewal. Dowdy says his committee has 
heard testimony with "many inconsisten- 
cies and evidences of erroneous representa- 
tions" in probing the eight-acre Columbia 
Plaza project in Washington's Foggy 
Bottom. The committee staff claims aerial 
photos, appraisal reports, and demolition 
permits do not jibe on what buildings were 
standing in the project at key times. 

Dowdy committee staffers are unim- 
pressed with what transpired before the 
rival Rains subcommittee. Says one: “They 
are talking about how the idea of renewal 
works—but our studies show it doesn’t 
work that way in some cities.” 


under 221d3. Completed in May, the 
units have never been offered for rent 
because the city did not extend a road to 
them until October. 

With mortgage payments гіѕіпо— 
Foundation President Upshur Evans puts 
losses at $400,000—the Foundation 
stunned the city last month by moving to 
close the apartments, Reason: a 60-year- 
old sewer serving the units had collapsed 
and repairs would cost $1.5 million. 

But city and HHFA officials judged the 
apartments habitable and said the sewer 
could be fixed for $200,000. The Devel- 
opment Foundation says it cannot make 
repairs: “No blood is left in the turnip,” 

FHA concedes it will have to take over 
all 484 units, first Sec. 221d3 mortgage 
to fail. And this poses another problem: 
Since ЕНА collects no insurance premium 
on Sec. 221d3, officials have no clear idea 
where they will get the money to back 
the $4,301,000 in debentures they must 
issue to the mortgage holder, FNMA. 
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YOU ARE CORDIALLY INVITED 

TO ENTER THE 1964 

HOMES FOR BETTER LIVING 
NATIONAL AWARDS FOR ARCHITECTS, 
BUILDERS, AND HOMEOWNERS 


Sponsored by the American Institute of Architects in cooperation with House & 
Home and American Home. All the award winners will be published in House 
& Home, A selection of the winning entries will be published by American Home. 
All the winning entries will be displayed at the ara convention in St. Louis and at 
the Octagon in Washington, D.C. 

Houses and apartments must be designed by a registered architect and built and 
completed since January 1, 1961 in any of the 50 states. Outstanding architects, 
housing industry leaders, and the editors of House & Home and American Home will 
judge the entries. Awards will be made on the basis of outstanding contributions to 
better living through residential design, site planning, and construction. Winners will 
be announced at the ara convention June 14-19, 1964. Awards will be made in three 
categories: [] CUSTOM HOUSES designed specifically for an individual owner, in 
three classes according to size: a) Under 1,600 sq. ft. of living space. b) 1,600 sq. 
ft. to 2,800 sq. ft. c) Over 2,800 sq. ft. [] MERCHANT-BUILT HOUSES designed for 
a merchant builder and sold speculatively, in three classes according to sales price, 
including land: d) Under $15,000 e) $15,000 to $25,000 f) Over $25,000. 
L] GARDEN APARTMENTS (walk-up) built for rent or sale. Buildings shall not be 
over three stories in height from grade, must comprise four or more living units, 
and may be single buildings or one of a group: g) Single buildings (or townhouse 
blocks) h) Multi-building groups. 

Pertinent information shall be submitted on the registration blank below by January 
26, 1964, accompanied by a payment of $10 for each house or apartment entered. 
Any number may be entered. A separate registration blank must be submitted for 
each. Upon receipt of registration blank and fee, each entrant will be sent, for each 
house or apartment entered, an 842” x 11” binder and full instructions for prepara- 
tion. It must be completed and postmarked no later than March 22, 1964. It is 
registration slip so that you receive the correct binder for your entry. 


TS ERA EL ES E NONEM! 
This registration slip and entry fee must be submitted by January 26, 1964. Make checks payable 


to: Homes for Better Living and mail to: Homes for Better Living Awards. House & Home, Time & 
Life Building, New York 10020, N. Y. 


Enclosed is check O money order O in he amount of $10 covering the entry below. 


category: 0 CUSTOM BUILT HOUSE C] MERCHANT-BUILT HOUSE [C] GARDEN APARTMENT 


location 

owner address 
architect address 
builder address 
submitted by address 
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U.S. uses ‘scenic easement’ to halt apartment building 


The federal government has just reached 
across the Potomac River into fashionable 
Fairfax County, Va., to throw the planned 
$17 million apartment development of 
Merrywood into confusion. 

The move reflects the rising power of 
open space preservationists as a market 
force builders must heed more and morc. 
And it also points up the diffuseness of 
U.S. land policy which builders must fol- 
low—if they can find out what it is at all. 

Consider what happened at Merrywood. 

Within 72 hours of the mid-November 
morning when Builder Sheldon Magazine 
first set his crews to work clearing the 
site, the Interior Dept. asked a federal 
court to grant a scenic easement over the 
rustic 46-acre site. 

Within 24 hours a federal judge legal- 
ized the easement and officials began post- 
ing signs at the property. 

That afternoon a messenger from In- 
terior's offices delivered copies of the order 
to the site to show the workmen, in person. 
The easement 1) barred multi-family units, 
2) limited any construction to one-family 
residences not more than 40' high, 3) pro- 
hibited owners from cutting any trees 8" 
in diameter or 30' tall without Interior's 
written permission, and 4) restricted plots 
to at least one-acre size. 


What is it? To Developer Magazine, 
the scenic easement came as a new and 
unexpected device in the long war over 
Merrywood in particular and over preserv- 
ing open space in general. 

Interior spokesmen say Merrywood is 
the first case where they have used a 
1963 law giving Interior Secretary Stewart 
Udall—who lives near Merrywood—the 
power to buy “interests” in land “adjacent” 
to federal property in an urban area. Scen- 


LABOR 


ic easements have been bought around 
Mt. Vernon and Gettysburg, to protect 
these national shrines. And Merrywood, 
attorneys contended, is near, but not con- 
tiguous to, the George Washington Park- 
way and Civil War Fort Marcy. 

Magazine was quick to contest both the 
condemnation of the easement and the 
amount—$500,000—which Interior had 
deposited in court as its estimate of value. 
Two days later, he asked a federal court 
to halt government interference with his 
building. He argued that 1) the scenic 
easement law does not apply to his prop- 
erty because it does not directly border 
federal land, and 2) Interior discriminated 
against him because it did not get ease- 
ments on other land along the parkway. 
(Interior says nearby property owners will 
donate scenic easements.) 


Why here? The reasons Udall moved first 
against the bitterly-contested apartment 
project—and thereby made it a guinea pig 
case in the continuing fight over urban 
open space—are complex but fathomable. 
Merrywood belonged to Hugh D. Auchin- 
closs (stepfather to Jacqueline Kennedy; 
the estate was her girlhood home). The 
neighborhood includes Attorney General 
Robert Kennedy and General Counsel 
Samuel Neel of the Mortgage Bankers 
Assn. one of the supporters of the protest 
movement by residents. 

When Hugh Auchincloss announced 21 
months ago he was selling Merrywood, for 
apartments, the neighborhood rose in pro- 
test and has carried a legal fight all the 
way to the Virginia Supreme Court. 

Too, chairman William Walton, of the 
National Fine Arts Commission recently 
wrote Udall urging him to use his author- 
ity to take the land. 


Washington Star 


NP ai» bs ‹ 
ELEVENTH HOUR federal move halts work on 
high rise project by condemning scenic rights, 


Whatever the outcome of the Merry- 
wood easement fight, Interior’s use of the 
easement device to halt apartment con- 
struction has larger significance. For In- 
terior attorneys say the department will 
not hesitate to use it in other areas where 
they feel national parks or shrines are 
threatened by builders. And Stewart Udall 
—kinetic and keen—is a vociferous con- 
servationist seeking to arouse public ire 
against urban ugliness. 


Pittsburgh’s revolutionary labor contract spreads 


Two Pittsburgh builders have added their 
names to contracts following the pace- 
setting labor pact signed a year ago for 
East Hills Park. A third may soon follow. 

Latest builders to sign up are Town 
House Developers and Matthews & Arrent, 
both starting privately financed urban re- 
newal projects in Allegheny County under 
the new labor agreement. Town House 
Developers has started a major county 
renewal project in Rankin, a suburban 
borough, in association with U.S. Steel 
Homes. Their Palisades Plaza will eventual- 
ly grow to 109 U.S. Steel-designed row 
houses. Eighteen models are under con- 
struction. “The labor contract,” says Presi- 
dent George McShane of Town House, 
“has been instrumental in getting this 
development going.” 
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What makes the contract so desirable 
is the concession that union members 
would: 1) work Saturdays to make up for 
rained out days with no overtime, 2) work 
at wages 10.5% below commercial rates 
but still above non-union wages, 3) let 
work continue during jurisdictional dis- 
putes, 4) let builders choose tools, 
methods, and pre-assembled units, and 5) 
let builders recruit non-union labor if a 
three-day search fails to turn up qualified 
union members. With these changes, 
Builder Roland Catarinella has already in- 
creased productivity 5% at East Hills. 

To get such a contract, the Pittsburgh 
civic leaders who are sponsoring East Hills 
through Action-Housing Inc. negotiated 
with Pittsburgh’s far-sighted Building 
Trades Council chief, Anthony Furlan. 


Furlan talked leaders of his craft unions 
into going along with the contract because 
it gives the BTC a chance to organize the 
area’s largely non-union housing industry. 

The new builders see it offering other 
advantages. Edward J. Ryan, Realtor 
handling rentals for M&A's 578-garden 
apartment project, says the cheaper labor 
costs meant rents low enough to let him 
get 80% occupancy in the first 205 units, 
even at a slow rental season. 

Furlan's assistant, Angelo Carboni, 
commenting on the new contract's influ- 
ence, says: "The unions are happy because 
this contract is putting men to work who 
otherwise would be unemployed. The con- 
tract represents a sacrifice on our part, but 
it helps the contractor. It proves competi- 
tive housing can be built with union labor." 
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We're proud to lead the 
m ortga age insura се: field | 


Р = < ali 


f | 
Leadership Factor • MANAGEMENT CAPABILITIES AND EXPERIENCE 


APPRAISALS INSURANCE LAW LENDERS HOUSING UNDERWRITING 
Kenneth E. Sarles Paul J. Rogan Max H. Karl Henry A. Bubb C. W. Smith Arthur A. Lenroot, Jr. 
Vice-President Executive Vice-President President and Treasurer Chairman of the Board Senior Vice-President Vice-President 


The Practical Result • MGIC ANTICIPATES YOUR NEEDS 


In the 1964 housing market builders, lenders and and waiting when the problems come up. In its top 
realtors need the lift that mortgage guaranty insur- management team and in its mortgage insurance 
ance gives sales. They also need a company behind product, MGIC has set the pace since it pioneered 
that mortgage insurance that anticipates develop- the modern concept of this valuable insurance back 
ments...a company that has the answers all ready in 1957. Write for full details. 


Mortgage Guaranty Insurance Corporation 
600 Marine Plaza * Milwaukee, Wisconsin 53202 * Dial 414-272-8060 
THE NATION'S LARGEST PRIVATE GUARANTOR OF MORTGAGES 
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MORTGAGE MONEY 


S&Ls fight jitters over unsound loans; 
a few lenders quit the mortgage field 


The s&L industry, biggest single supplier of mortgage money for housing, is enter- 
ing a new year running scared. 

It is already wearing a black eye for widely publicized sins in Illinois, Wisconsin, 
and California (see col. 3). And beneath these public disclosures runs an under- 
tone of rumor and whisper of even wilder proportions. The fear is that some of this 
could be taken as fact and that, just as in the case of a stock market reacting to 
scraps of spotty information, a panic could result for Ше s&Ls. 

As S&L men make their periodic contacts with corporation treasurers and invest- 
ment advisers they now run into the constant question: “Are you making any bad 
loans? We can't tell anything from your balance sheets." Startled by the query, the 
larger and more conservative companies are producing statistics at computer speed 
to prove their own soundness. Comparisons are circulating to show reserve, delin- 
quency and expense ratios, and fee income among the 5415 seeking large deposits 
from Eastern investors. 

Reports one: "I have gotten seven-figure checks from three of the largest U.s. 
corporations in the last three months. The investment decision-makers are beginning 
to distinguish between companies. This is the mark of an industry coming of age." 

But the decision makers are also distinguishing between industries. New York's 
$2-billion State Employees Retirement Fund, which had broadened mortgage invest- 
ment only this year, says it is steering away from the mortgage market. Explains 
State Controller Arthur Levitt, its sole trustee: “I was unable to get safe mortgages." 


He plans to press for like action by the $1-billion State Teachers Retirement 
Fund, of which he is a trustee. 


Industry begs HLBB: stop talking and act 


S&L leaders are not afraid of indictment or exposure for the tiny percentage of 
malefactors. S&L Commissioner Frederick E. Balderston of California emphasizes 
that the overwhelming bulk of his 205 state-chartered associations are strong. “There 
are problems," Balderston admits, *but there is definitely no crisis." 

Despite this, new deposits flowing into California from the East are easing. 

S&L men themselves want the bad apples plucked from the barrel. Their plea is 
for Chairman Joseph M. McMurray of the Home Loan Bank Board, the govern- 
ment's top regulatory agency for S&Ls, to stop advertising association troubles in 
speeches and start correcting them by judicious application of the considerable 
powers they say he holds. His public statements about high foreclosures are hurting 
them unnecessarily, they maintain. 

But a cleanup drive by McMurray's agency broke open the Illinois scandal. He 
plans three new rules aimed primarily at the West Coast 5415. (NEWs, Dec.) and 
the first of these, requiring associations to amortize fee income over seven years 
to limit funds available for paying dividends on savings, goes into effect Jan. 1. 
S&L men are urging McMurray to hold off on a second plan to force fast-growing 
S&Ls to make extra deposits in their reserves. 


The FHA-VA market is steady and the supply of mortgages holds up 


The market is moving sideways. That's the capsule description by President 
Robert M. Morgan of the Boston Five Cents Savings Bank, head of the big Massa- 
chusetts Purchasing Group of savings banks. It is borne out by House & HoME's 
monthly survey of 18 key cities. FHA reports prices on its 30-year minimum-down 
new home mortgages have held at 98.2 for the sixth month, although the average 
dipped 0.1 on higher discounts in three zones—the Northeast (99.6), North Central 
and Southwest (both 98.1). 

"The yield is steady at 5.08," says Senior Vice President Frank W. Cortwright 
of Bankers Mortgage Co. of California, *and supply is good." 

Yields will hold firm for months, predicts Research Director Saul Klaman of the 
National Association of Mutual Savings Banks. Sounder appraisals, tighter contract 
terms, and safer credit risks will all come before yields go up. His forecast: 

"The long downward slide has halted but we are probably in for some side- 
wise movement in the near future." 

House & HoME's mortgage men are unanimous on one point. Lyndon Johnson's 
accession to the Presidency will have no adverse effect on the mortgage market. 
He's too well known as a sound friend of business. 
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New indictments heat up 
S&L scandals in Illinois 


A federal grand jury in Chicago has just 
indicted the present and former heads of 
the Central Statés Mortgage Co. for mis- 
applying $1,012,147 in federally insured 
funds of the defunct Tinley Park sa. It is 
the latest development in a Cook County 
S&L scandal that threatens to get worse 
before it gets better. 

Former President Kenneth H. Katschke 
is accused of using the money to make 
false loans to President Paul E. Pickle. 
Pickle is charged with abetting the scheme. 


Loan to himself. The indictment also 
accuses Katschke of making, as trustee for 
a land trust, purported construction loans 
totaling $350,000 to a bank and then con- 
verting to his own use a Tinley Park check 
that had been made payable to Central 
States for the same amount. Assistant U.S. 
Attorney Robert S. Atkins says Katschke 
used the money to buy control of the $30- 
million Chatham Bank in Chicago, now in 
receivership. 

Illinois troubles began when the $19- 
million Hillsdale s&t, unable to meet divi- 
dends, gave up and merged into Oak Park 
Federal last spring (News, May). The 
state seized and is liquidating Tinley Park 
(assets: $24 million) and the Beverly 
S&L (assets: $30 million). The $8.5-mil- 
lion Concord s&L, with several officers un- 
der indictment for conspiracy to defraud, 
is in operating custody (News, Nov.). 


Resignation under fire. Disclosure of 
shady 541. practices provoked widespread 
criticism of Chris J. Stolfa as supervisor 
of the sat division of the Illinois Dept. 
of Financial Institutions. He resigned last 
month after admitting that a company he 
headed had sold $5,746 worth of liquor to 
the Beverly sat. A Chicago Daily News 
series on the s&L failures emphasized that 
the crackdown was begun by Chairman 
Joseph P. McMurray's Federal Home 
Loan Bank Board. At one point Stolfa's 
aides were publicly clashing with HLBB ex- 
aminers. 

Mortgage delinquencies at Hillside and 
Tinley Park were reported to range up to 
48%. The Federal Savings & Loan Insur- 
ance Corp. has bought $60 million in loans 
from the three largest 5415, and some in- 
siders estimate that the agency will put 
$250 million into mortgages before the 
mess is cleaned up. Should any California 
institutions require any such drastic relief 
(see below), over 50% of the FsLIC’s $1 
billion in assets could be tied up in non- 
liquid paper (though it presumably could 
raise cash by re-selling acquired loans). 


Gang connections? Two considerations 
worry HLBB in the Chicago scandal. One 
is conflict of interest. The Daily News 
found round robin loans and deals among 
officers of the three big 5415 that collapsed. 

The second concern is that mobsters 
have infiltrated the business through straw- 
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You can use a BOSTITCH^ 


Calwire brand 


pneumatic stapler or nailer 


just about everywhere 


And wherever you do, 


you'll speed work and 


save on in-place costs 


IN ROOFING: 

BOSTITCH Calwire brand 
staplers can cut 

nailing time as much 

as 80% . . . reduce costs 
and manpower hours... 
reduce worker fatigue 
and increase safety 

over hand methods. 


IN LATH WORK: 
Using BOSTITCH 
Calwire brand staplers, 
contractors report 
significant time savings, 
excellent control over 
finished work, in-place 
costs far lower than 


that for former hand method. 


IN SUBFLOORING: 
BOSTITCH Calwire brand 
nailers speed up subfloor 
nailing jobs four 

to five times. Even 
inexperienced operators 


produce uniformly neat jobs. 


BOSTITCH 


These are only a few 
examples of the wide range 
of uses for BOSTITCH 
Calwire brand pneumatic 
staplers and nailers. 

Even more important to you, 
BOSTITCH tools deliver 

the time- and money-saving 
advantages so essential 

in today's competitive 

profit squeeze. Call your 
BOSTITCH representative. 
He's listed under 
“BOSTITCH” in most phone 
books. Or write direct. 

521 Briggs Drive, 

East Greenwich, R. |. 
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buyers. One s&v's $6-million loan on two 
motels operated by a Chicago underworld 
figure went sour this year when the motels 
went into receivership. 


Trouble elsewhere. Illinois is not alone. 
Gov. John W. Reynolds of Wisconsin 
asked and got the resignation of s&L Com- 
missioner Roman J. Winkowski after dis- 
closures that he had realized a substantial 
profit on purchase and sale of stock in 
Mortgage Guaranty Insurance Corp. of 
Milwaukee in 1960. The нівв and the 
Senate committee investigating the Bobby 
Baker scandal (News, Dec.) are looking 
into the operations of мос for possible 
conflicts of interest among S&L executives 
interested in mortgage insurers. 


San Francisco civic leader 
and S&L official indicted 


The Sacramento County (Calif.) grand 
jury has just indicted two s&t officials, 
including one of San Francisco's civic lead- 
ers, on charges of making and receiving 
illegal loans. 

Executive Vice President Jefferson A. 
Beaver of Trans-Bay Federal sax, which 
he founded to specialize in loans to Negro 
homebuyers, and former President Carl 
K. Shaw of General 841. in Sacramento 
were named on similar charges. 

The jury contends that Beaver made a 
$28,316 profit from a surplus created when 
Shaw's s&L gave Beaver an illegally large 
mortgage on four Berkeley apartment 
houses. It said Beaver put up no money 
but that General sax’s mortgage, $152,000 
over the legal limit, left him with extra 
cash even after the deal was closed. 


Reciprocal help. District Attorney John 
M. Price says Beaver's Trans-Bay did even 
better by Shaw. It lent $900,000, he says, 
or $396,000 more than state law allows, 
to a family corporation headed by Shaw 
to build 88 apartments costing $710,000. 

The two loans were made in August, 
and Shaw resigned unexpectedly from 
General 541. a month later. 

The jury said Shaw and Beaver con- 
spired to violate California's s&L laws 
three ways: 


* To lend in excess of the legal limit, 
now 75% of true value on apartments. 

* To make reciprocal loans which be- 
came illegal indirect loans by an associa- 
tion to its officers. 


* To give a gratuity for a loan, the 
gratuity being the loan extended to Shaw 
so he would lend to Beaver. 


Denial. Beaver said outside the jury 
chamber: "It's a ridiculous interpretation 
of the state law and when it comes to 
court, ГП be cleared completely.” He told 
the jury his $80-million Trans-Bay is hav- 
ing trouble with other loans, with about 
10% in delinquency. 

Beaver had been president of the San 
Francisco Housing Authority and was 
the first Negro to head a public agency 
in the city. 
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MORTGAGE MARKET QUOTATIONS 


(Sale by originating mortgagee who retains servicing.) As reported to HOUSE & HOME the week ending Dec. 6, 1963. 


Conventional Construction Loans” FHA FHA FHA 
Loans* 207 220 203" 
Comm. Interest -|- fees 
banks, Savings Banks, Ins Firm Min. Down 
Insurance | banks, Cos. & Savings banks, Firm Commitment. 35 year 
City Cos. 5&15 Mtg. Cos. S&Ls Commitment | 35 years Immed 
Atlanta 512-6 53а-6Ъ 6+2 6+2 a a 972-98 
Boston local ЕД Буда 5453 5453 а а а 
out-of-st. = = = = a a 972-98 
Chicago 55021 55341 5Va-534-Fl-lV» | 534-6-F1Va-2 99-раг 99-раг 97-98 
Cleveland Eu 512—6 6+1 $31 99-par 99-parb 9732-9872 
Dallas 502—554 6 641 6+1 99-100 a 98-9920 
Denver 512-6 502-602 6112-2 6--1w.-2 99 a a 
Detroit 54-542 544-5 64-0 6+0 99X-par 991;-par 9712-98 
Honolulu 5Xa-6Va — 6-7 6+1-2 64-1-2 а а 97 
Houston 5уз-6 5V2—5Va 6+1 61 98-99 ggva 98 
Los Angeles 5V2-6 53/49—6.6 6+1¥2 6-6.6-+ 142-2 99-9914 99-991/ 98 
Miami 5V2-534 ^ 5Ме-6 534-6--Va-1 534—6--0-1 a a Tja 
Newark 512-53. 5Va-6 6+1 6+1 99-par 99-9915 981/0 
New York 5уз-6 5уа-6т 5у4-6 53a—6^ 993A-par par par 
Okla. City 512-6 534—6Va 6-F1-2" 6+1-2 a a 9742-982" 
Philadelphia 5-534 514-6 5¥a+1 534-1 9912 par 99 
San Fran. S5¥2-6" 5¥a-6¥2 534-6--1-1V2 6-6.6-3-1V2-2V2 | 99-9912 99M4-99Y4 9812 
St. Louis 51a—6 512-614 5¥a-6¥a + 1-2 п-в +122 [а а а 
Wash. D.C. 5Va-534 —— 542-554 534-1 64-1 par pare 99 
FHA 5145 (Sec 203) (b) МА 5145 
New Construction 
New Construction Only Existing? Only 
FNMA | Minimum Down* 10% or more down Min Down FNMA | No down 
Scdry | 30 year 30 year 25 year Sedry 30 year 
City Mkts” | Immed Fut Immed Fut Immed Mktew Immed Fut 
Atlanta 973a 97у1-98Ма 97V2-98V» 98/20 98b 97va-9By. | 979^ — 97Va-9BVa 9732-983 
Boston local 9814 par-101 par-101 par-101 par-101 рағ-101 ЗВУд — par-101 par-101 
out-of-st. - 9 91-98 a a 971-98 LU 914-98 — 
Chicago Ga 981-99 9811-9911 99-par 98%2-99%2 99-100 97Уа 9812—99 98-99 
Cleveland 97Y4 9812-99 98-9812 99-99/2 9812—99 98-9812 97V. — 97—982 974a 
Dallas 9754 98-992 9742-982 98-992 98-992 972-99 97a  98-99/a 97%2-98/2 
Denver 9634 98-99 972-982 98-99 97-99 98-99 9634 9712-99 9712—9812 
Detroit 9634 98V. a 99-9995; a A 963a 980/2 a 
Honolulu 9634 972 972 98 97a 97-97уа 9634 | 974/2 97 
Houston 974 98-99 98-9849 — 99 Ta С 98V 9714 98-99 98-99 
Los Angeles 963a 98 97% ghe 982 9812 963. 98 97% 
Міаті 97 9715-98 а 99b a 98 97V 9792-98 a 
Newark “97% 99-par 99 par 39 par 9734 99 99 
New York 98a par par par par par 98a par par 
Okla. City 9634 98-99 98-99 98-99 a 9742—99 9634 9742-99 972-9812" 
Philadelphia 9734 par par par par 99уа 97V. 9918 991/20 
San Fran. 9634 982 98-9812 99 98V2 98-98y2k 9634 983/2 98-981 
St. Louis 97V 97-99 97-99 97V.-99 97299 97-99 9744 95-99 95-99 
Wash. D.C. 973% 98y:-99 99 99 99 9812-99 9734 98/2 9812-99 


*3*& down of first $15,000; 10% of next $5,000; 25% of balance. 


Sources: Atlanta, Robert Tharpe, pres, Tharpe & Brooks, 
Inc.; Boston, Robert M. Morgan, pres., Boston Five Cents 
Savings Bank; Chicago, Robert Pease, pres, Draper & 
Kramer лс; Cleveland, David O'Neill, vice pres, Jay Е. 
Zook Inc.; Dallas, Aubrey M. Costa, pres., Southern Trust 
& Mortgage Co.; Denver, Allen Bradley, asst. vice pres., 
Mortgage Investments Co.; Detroit, Sherwin Vine, vice pres., 
Citizens Mortgage Corp.; Honolulu, Howard Stephenson, vice 
pres., Bank of Hawaii; Houston, Everett Mattson, vice pres., 
T. J. Bettes Co.; Los Angeles, Christian M. Gebhardt, vice 
pres., Colwell, Co.; Miami, Lon Worth Crow, Jr., pres., Lon 
Worth Co. Newark, William W. Curran, Franklin Capital 
Corp.; New York, John Halperin, pres., J. Halperin & Co.; 
Oklahoma City, M. Е. Haight, first vice pres, American 
Mortgage & Investment Co.; Philadelphia, Robert S, Irving, 
vice pres., First Pennsylvania Banking & Trust Co.; St. Louis, 
Sidney L. Aubrey, vice pres. Mercantile Mortgage Co.; San 
Francisco, Frank W. Cortwright, sr. vice pres., Bankers Mort- 
gage Co. of Calif.; Washington, D.C., James C. Latta, sr. 
vice pres., Frederick W. Berens, Inc. 


NEW YORK WHOLESALE MORTGAGE MARKET 


FHA, VA 52/45 
Immediates: 97-98 Futures: 97-98 


Note: prices are net to originating mortgage broker (not nec- 
essarily net to builder) and usually include concessions made 
by servicing agencies. 


NET SAVINGS DEPOSIT CHANGES 


(in millions of dollars) 


Фо change 
from Year to % change 
Oct. “63 Осі, “62 date from 1962 
$ 288 54.6 2,666 8 
870 47 8,501 22.4 
Commercial Banks* 2,800 180 13,100 (-1.5) 


a— National Association of Mutual Savings Banks. "—United 
States Savings & Loan League projections. *—Federal Re- 
serve Board. 


Footnotes: a—no activity. b—limited activity. c—for local 
portfolios, d—on spot basis. f—98 for loans over $20,000. 
h—limited 6%. j—some 5¥%2 and 5% available. k—for 
25 or 30 years, |—in isolated circumstances on choice loans. 
m—no fee if permanent loans included, р--Ма point differ- 
ential has generally disappeared. r—depending on Фо of 
loan. s—no fees to 1%. v—limited 5/4. w—interest charged 
to borrower. x—FNMA pays Ме point more for loans with 
10% or more down. y—plus 1% stock purchase figured at 
sale for 75e on the $1. z—on houses not over 30 years 
old of average quality in a good neighborhood. 


* Immediate covers loans for delivery up to 3 months, future 
covers loans for delivery in 3 to 12 months. 


* Quotations refer to prices in metropolitan areas, discounts 
may run slightly higher in surrounding towns or rural zones. 


* Quotations refer to houses of typical average local quality 
with respect to design, location and construction. 


FHA, МА 5¥ spot loans (On homes of varying age 
and condition) 


Immediates: 961/2-971/2 


Prices cover out-of-state loans, reported the week ending Dec. 
6 by Thomas P. Coogan, president, Housing Securities Inc. 


CONVENTIONAL LOANS (combined averages) 


August September October 
New Homes ... 5.82 5.81 5,82 
Existing Homes 5.93 5.94 5.93 


(interest charged by various lenders, new homes) 
5.95 5.92 


5815 n. 5.95 
Life Ins. Cos. - 5.51 5.51 5.51 
Mortgage Companies .. 5.71 5.72 5,73 
Commercial 5.58 5.62 5.62 
Mut. Sav. 5.60 


Source: Federal Home Loan Bank Board. 


5.56 5.58 
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HOUSING STOCKS 


Housing companies shift operations to keep profitable 


More evidence of the changing nature of 
the housing industry: 

CrawrorD Corp. has decided to get 
out of the home manufacturing business. 
Chairman W. Hamilton Crawford says the 
Baton Rouge-based company is putting its 
140,000 sq. ft. manufacturing plant in 
Gloster, Miss., up for sale. 

Crawford instead will expand its already 
large land development and mortgage 
banking operations. In the past two years 
Crawford has built in an Atlanta renewal 
project and started work on the $100 mil- 
lion Crofton community outside Washing- 
ton, D.C. Its Crawford Home Loan Corp. 
plans to expand its $100 million mortgage 
portfolio, provided until now by dealers 
for its manufactured homes. Crawford 
earned $2,338 on $7,228,000 sales in 
1962. 

"Although we feel the future of home 
manufacturing is bright, Crawford Corp. 
has found there is a greater profit poten- 
tial in the development of well planned 
communities," says Crawford. 

While Crawford is entering land devel- 
opment, UNITED IMPROVEMENT & INVEST- 
ING Conr. of New York City is gradually 
leaving that field. It plans to concentrate 
on mortgage banking subsidiaries already 
servicing $175 million. лан lost $415,000 
in 1962 on $7.5 million gross income. 

The product mix of the shell home com- 
panies which survived the shakeout of two 
years ago (News, Dec.) is now so heavily 
weighted toward livable homes (as op- 
posed to unfinished shells) sold pre-cut to 
individual buyers that this category is 
being reclassified in House & Home's 
stock table as shell and pre-cut homes. 

The rush for national and regional stock 
exchange listing following the Securities 
& Exchange Commission report proposing 
new reporting rules for smaller, unlisted 
companies (News, May) is continuing. 
EICHLER Homes has gone on the Pacific 
Coast Exchange and NATIONAL HOMES is 
now traded on the Midwest Exchange. But 
the American Stock Exchange has just 
toughened listing requirements for new- 
comers, saying they must have net worth 
"substantially in excess" of the old $1 mil- 
lion minimum. Amex also suggests that 
stocks selling below $2 a share effect re- 
verse splits to boost prices. Three housing 
companies would be affected: WEBB & 
Knapp, First NATL. REALTY, HOLLY CORP. 

The bill carrying out sEC's proposals 
has passed the Senate but is stalled in the 
House interstate and foreign commerce 
committee. 

House & Home's index of housing 
stocks fell 3.9% between mid-November 
and mid-December with six categories 
showing declines. Biggest losers were land 
development companies, off 12.25% with 
Macco falling 714 to 534. Building com- 
panies were biggest gainers. At the same 
time, the Dow-Jones Industrial average 
rose 1% and National Quotation Bureau's 
average for unlisted companies fell 1%. 
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Here are House & Номе? averages of selected 
stocks in each housing group: 


Ос. 2 Nov.6 Dec.5 


Bulding ае анонс. 1629 6.09 6.31 
Land development...... 5.23 5,88 5.16 
SLB син ое аон ОШОО. A930) 1008 


HOUSING'S STOCK PRICES 

October 2 November 6 December 3 
Company Bid Ask Bid Ask Bid Ask 
BUILDING 


*Adler-Bullt Inc. 25e 35¢ '/ Ve Ve Vo 


"Capital Bid. Inds. 2.20 2:4 2.20 f 1.95 2.05 
Cons. Bldg. (Cand. 9 9% 9» 10% 107% 
*Dev. Corp. Amer..... 11/2 1 1% 1 11 
Dover Const. - - ave Aa 49 4 4 
Edwards Eng. ~. - SMe 3% 4/8 2974 3% 
Edwards Inds. - % Va Ye Yo 3А 
Eichler Homes .---- B Byak тай 8% 
First Natl. Заки 3 3 
*Frouge ------- = 6 6% 3% 4% 5 53A 
General Builders. 27% 2% 2: 
Hawaiian Рас. Ind. -- 2% 27s 5ye 5% 5v» 6 
Kavanagh-Smith - 4% да j Зу 3% 
Kaufman & Broad? 3034 27 34 
Louls Lesser Е... 9 ву 
Levitth .. Фа 5% 4349 47/8 
Lusk... 2 230 2/в 2Ya 17e 294 
Pacific Cst. А 10 1% 10 
U.S. Home & Dev... 1% 2 DA 14 194 2 
Del E. Webbe.. . 1094 9% 9ув 
Webb & Knapp"..---. Va 9/10 We 
S&Ls 
American Fin, ------ 1734 18 16¥2 1734 1594 love 
Brentwood ~ - 12% 13% e 12 ри 12 
lif, Fin.e . 8% ^ 
Ped Fin. - 1544 16% 15V» 16% 16 17% 
Equitable S&L - - 33¥e 33% 29Y. 32/2 29a 30М4 
- 213/4 19% 2154 1830 19% 
- 481% Aba 
- замд 35% 
First Fin. West .... 12/8 12% 10/3 11 Фад 9% 
First Lincoln Fi - 1714 18% 15V» 163A 15% 1718 
First Surety ~. - 1894 193» 16o 1714 17Мв 187s 
First Western Fi 221a 24^ 18% 197%) 18% 20/6 
Gibraltar Fin.* 267/в 24% 23% 
Great Western Fin.’ 18Va 1748 174 
Mawthorne Fin. „ 10% 11 да 10 9ya 10 
Lytton Fin. - 39% 41Ya 3114 33V4 3278 34% 
Midwestern Fin.5. - 595 5 534 
San Diego Imp. . 1214 1% 10% 
Trans-Cst. Inv. .. . 1534 17 14V» 157» 1494 16 
ii 1634 15%. 14% 
та; о 2) mies та 6 7 634 T% 
United Fin. of Calif.«- 25% 24 235% 
Wesco Fin, memu - 42% 39% 3934 
MORTGAGE BANKING = 
Advance --.---- . 8% 9 8 BY. 738 в 
“Associated Mtg, Cos... 8 Bye 8a 849 8 83% 
Charter «u - та Vo 29€ 27а 234 272 
Colwell - 18% 19 1814 19 17 18 
*FNMA .. . 84 87 0734 9034 83V 87 
MGIC .. - 31yo 3170 2634 2734 26Ма 274 
Palomar... - 5% 5% 5 Sa 4a 5Мв 
Stockton, [7 1004 131 10 10310 10% 
United Imp. & Inv,» 3v 3 
Wallace Invests, 634 та 5YX4 6a 5¥2 63а 
REALTY INVESTMENT 
*Brookridge Dev. 2038 f Ms M» the 38 


Disc Inc. 334 4a 3Ys Ia 2% 31A 
Gt. Amer. 
Merman & Appl 
Income Props. 
*Kaymarq. Cons. .. 


Kratter® nenna 


7 10 8% 


Mortgage banking. 1091 10.18 
Realty investment. 6.19 5.74 
REITS ~ oi: 11.25 10.62 
Prefabrication 6.92 5.90 521 
Shell Homes........... 8.58 8.80 8.88 
AVERAGE s... 1019 9.76 — 9.38 


October 2 November 6 December 3 
Company Bid Ask Bid Ask Bid Ask 
SHELL AND PRE-CUT" HOMES 
Albee Homes ------- 53/8 
Modern Homes Const. 47/6 
*Morris Homes Corp. -. e 
Nationwide 1% 1% 1 па Ys 1% 
U.S, Finance „16368 734 6X4 7yo 6Va 7 
Jim Walter дама 25 
‘Western Shell е Мо Va /во Va '/i& a 


REAL ESTATE INVESTMENT TRUSTS 


*American Rity. Trust. 97% 10V. 934 10%» 93а 1014 
Contl. Mtg, Inv. 14% 157% 15% 16% 14% 15% 
First Mtg, Inv. 15Vs 16Y4 15% 16% 14⁄2 1534 
First МИ... 9Ya 9% We Ma 9 Pa 

7 Ta 698 67a 594 OVa 


8% Qa a 978 9 97^ 


PREFABRICATION 
Admiral Homes ...... 
Great Lakes Homes.. 
Harnischfeger> .. 
Hilco Homes 
Inland Homes? „. 
Madway Mainline. 
Natl. Homes А... 
Richmond Homes 
Seaboard Homes . 
Steel Crest Home: 
Swift Homes 


LAND DEVELOPMENT 


lv 1% Ye 1% 1% 1% 

8v; 894 7% ВМв 5 6 
161/29 16% 1614 

ve тво 1A % 1 

BVad Ba — BY4 


8 
12V» 12у 14 
зм 


Ba 4 4% 
150 5e 156 
TW 6 [27 
2Ys 3⁄4 213. 3 2% 38 


All-State Props.b 3% ЕД 234 
*American Land 1v le 1v 1% 1% 1% 
Amer. Rity, & Pet. 3 2% 2% 


Arvida 
Atlantic Imp. 
Canaveral Іп," 


Christiana 0, Corp. 5% 5a 53» 

Cons, Dev. - Та 24 a 2^1 1ve 
Coral Ridge 10а 1% Ve "N/b 1v. 
Cousins Props. .. 914 9Ya 1034 1114 10% 1198 
Crawford? _ за 4 Da Зу 2% Зу 
Deltona Со 12% 12% 1134 

Fla. Palm-Aire 2 24 3% 4a 1% 2Vs 
Forest City Ent. Sys 5/29 5 5 

Garden Land 6Y. 734 598 594 6X 7 
Gen. Devel.b .. 5 5% 5v. 

Gulf American’ 4% 5 Aa 

Holly Corp,b .. 1 1 Ya 
Horizon Land .. 5 58 4 Фа 399 4% 
Laguna Niguel 12Va 13¥e 14% 1534 14 16 


Lake Arrowhead ba 65% Ta 75а 6 Фу 


Массо Rity. 7 TV» 124 1278 5Y4 64 
Major. Rity. во Ve 56 156 1Ль Mie 
So, Rity. & Ul 234 27d 2a l^ 2 
Sunset Int, Рев... 6 6Ув 6 


a—stock newly added to table. b—closing price (ASE). c— 
closina price (NYSE), d—not traded on date quoted. *—no 
bids. f—no offer. «—closing price (MSE), "—2-1 stock split 
on Sept. 23. J—no quoted market. “—closing price (РСЅЕ), 
™—no value, "—former Land Development Co. Still included 
in land development average. P—former prefabrication co. 
still included in prefabrication average. "—formerly Shell 
Homes. 

Sources: New York Hanseatic Corp., Gairdner & Co., Ameri- 
can Stock Exchange, New York Stock Exchange, Midwest Stock 
Exchange, Pacific Coast Stock Exchange. 

Listings Include only companies which derive a major part of 
their income from housing activity and whose stocks are either 
listed or actively traded. 


Mensh Inv. & Dev. 12V» 13V» 1344 14 13 14 

Presidential Rity.» 9 8% 7% 

Rity. Equities . 639 698 буа 64 6% 

SEC SUMMARY 

New Issues registered Proceeds — Offering 
to price of 

Date Company company securities 

Dec, 2 American Realty Trust......... $1,455,300 $11 


4—offered for subscription by holders of outstanding shares at 
tate of one new share for each four shares held of record on 
Nov, 27, 1963. 


New issues filed for registration 


Proceeds — Offering 

to price of 

Date Company company securities 
Nov.20 First Mortgage Investors..$15,000,000* $3005 
Nov. 22 Kingsboro Mortgage Corp... 1,992,000° 12 


Nov. 29 Wisconsin Real Estate Fund 1,074,200 d 
*—10,000,000 senior debentures and 5,000,000 convertible 
subordinated debentures to be offered in 50,000 units—$200 


of senior debentures and $100 principal amount of convertible 
subordinated debentures. *— maximum per unit. с--70,238 
shares being offered by company, 95,762 by six selling share- 
holders. “—34,400 shares offered to shareholders at $10.25 
per share, 65,600 shares at $11 per share. 


PROFITS AND LOSSES 


до до 
Fiscal 1963 change 1963 change 
year revenues from net — from 
Company. ends (000) '62 (000) '62 
Advance Mtg. Co....Apr. 30 $ 2,524» 13,8 $321 3.9 
Arvida Corp. .. 4,390 48.5 (-379) - 
Horizon. Land 7,785  (-23) 4 (-71) 


16,613* 13 604 55 
12.3 654 21 
Realty Equities 475 62.6 110 17 


а—51х months report. 


HOUSE & HOME 


If you're involved in the building 
business, it's inevitable that you'll 
be working with products made of 
rigid vinyls, in whole or in part. If 
you are also interested in quality, 
you want assurance that the prod- 
uct represents the best in materials, 
workmanship and performance. 
О That is why we have established 
an identification program for prod- 


WHETHER IT'S 
STUCK ON 


THIS 
NEW EMBLEM 


MEANS 
TOP QUALITY 


ucts that properly use rigid Geon 
vinyl. Thisemblem is your assurance 
that the manufacturer makes a 
high-quality product of proven per- 
formance, using Geon vinyl, “The 
Material Difference in Building". 
His guarantee covering workman- 
ship and performance, coupled with 
his usage of quality materials, is 
your assurance of many years of 


service. O Soon manufacturers will 
be using this new emblem. Look for 
it on building products using rigid 
vinyl. For additional information 
about this exciting new building ma- 
terial, write B.F.Goodrich Chemical 
Company, Dept. EH.1, 3135 Euclid 
Ave., Cleveland, O. 


44115. In Canada: cmm 
Kitchener, Ontario. 


B.EGoodrich Chemical 
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a division of The B.F.Goodnch Company 
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LENNOX 


FON 
HGT 


HOUSE OF GOOD TASTE 
NEW YORK WORLD'S FAIR 


Blooms in the 
New York 
World's Fair 
House of 
Good Taste 


LANDMARKÜ by LENNOX. 
Air conditioning fresh as 
springtime— year 'round. 


Ши 


АЛАМ РИ РИА ЧИН 


Nature's Freshness. Clean, 
crisp, gently moving, cool or 
warm, dry or moisturized. 


Selected for the freshest 
concept in home design: The 
Contemporary House, by Jack 
Pickens Coble. 

8,000,000 World's Fair visi- 


АМА ИМАМ RN 
TR ИМАМ РАМ НИ 


АМА NLT 


Mh 


SS Е 
------ tors will see the LaANDMARK by 
а —À —Á 
---- LENNOX. 
I = | m 
-<---- | How about visitors to your 


display homes? Does your air 


conditioning and heating equip- 
ment help you sell? 

Lennox does! It is the first 
name in comfort. 

Write for information on 
LENNox air conditioning and 
heating. 

Lennox Industries, Inc., 336 
S. 12th Ave., Marshalltown, la. 


LENNUX 


AIR CONDITIONING * HEATING 


VIELE 
TR ILU NI 
NAY I TAIL ITM ТИ 


34 HOUSE & HOME 


Enough of this playing around. 


We mean business. 


Homebuilding business. And for alert advertisers, business right 
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now is great. Starts are beyond forecasts and still climbing. A great market—fat and getting 
fatter—a gold mine for level-headed manufacturers who know how to sell to it. Who know 
what they're doing. Who know that most housebuilding and related non-residential light 
construction today is done by a builder team—smart, successful, management-minded 
men who don't fool around with hammers and saws. They're builders, architects, lenders, 
realty men, appraisers, distributors, dealers. They're your market, and they can make or 
break your product's sale. Another thing: they read HOUSE & HOME—more of them by far 
than read any other magazine in the field. That makes HOUSE & HOME offer your primary 
marketing opportunity in the rich housing industry. HOUSE & HOME-first in circulation, 
first in advertising, first in service to the industry. Playing around? You bet your life 


we're not. We mean business. 


Good business—for products displayed and sold in House & Home 


Management magazine of the housing industry 
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In this Chicago 14 unit apartment, the owners are 
well pleased with a heating system which pro- 
vides genuine comfort for tenants at minimum 
СИ fuel expense, 

From left to right: Mr. John J. Limperis, co-owner, ^ 
Mr. Kenneth Bauer, contractor, Mr, Benjamin 
Daidone, co-owner. 


HEATING 
COOLING 


DUO-FLO 


In primary-secondary systems equipped with Duo-Flo Con- 
trols, secondary zones are always controlled, even with high 
head pumps in the primary zone. Use of higher temperature 
drops permits sizable reduction in pump horsepower. Mate- 
rial saved includes 2 Flo-Control Valves, 2 shut-off valves, 
2 or 3 tees and 6 nipples. 


SYSTEM SAVES MONEY FOR OWNERS 
... ASSURES COMFORT FOR TENANTS 


Multi-family dwellings are normally hard to heat 
with economy and at the same time provide com- 
fort for all tenants. In such buildings, the Duo-Flo 
system, a method of primary-secondary pumping 
developed by B&G engineers, solves many prob- 
lems encountered in establishing automatic tem- 
perature control. 


The B&G Duo-Flo System permits simplified zone control 
of various building areas to assure proper compensation for the 
effects of sunshine, wind and occupancy needs. Not only does 
it improve comfort conditions, but prevents the fuel waste of 
overheating and can reduce circulating pump horsepower. 


As practical evidence of Duo-Flo System value, Kenneth E. 
Bauer, Vice President of Atomatic, Inc., Chicago contractors, 
says— 

“In the past few years, I have installed several of your 
Duo-F lo Primary-Secondary Systems. In my opinionthere is no 
better way to zone a hydronic system than with pumps. It may 
cost the building owner a little more initially, but in the long 
run he saves money and is assured of comfortable tenants. 


® 


""The low rate of service problems with B&G pumps is well 
known and the new B&G Duo-Flo Control obviously makes it 
easier to provide pumped zone control." 


For complete information on B&G Duo-Flo Control, write 
toITT Bell& Gossett Inc.,a subsidiary of International Telephone 
and Telegraph Corporation, Morton Grove, Illinois, Dept. HW10. 


ITT BELL & GOSSETT INC. 


HOUSE & HOME 


North Carolinian to head Realtors 


The new president of the Na- 
tional Association of Real Estate 
Boards, Edward Emerson Men- 
denhall Jr., is a down to earth 
man who describes himself as 
"operator of a typical small town 
real estate office." 

Mendenhall, 54, will succeed 
Daniel F. Sheehan of St. Louis 
in mid-January as leader of the 
74,000-member association after 
serving 13 of the last 14 years 
on the policy-making МАВЕВ ex- 
ecutive committee, 

He joined МАВЕВ in 1934 as 
an individual before a local real 
estate board was formed in his 
home town, High Point, N. C. 
(population 62,063), and later 
went on to head both the local 
board and the state association. 

Greensboro-born, he  gradu- 
ated in personnel management 
from the University of North 
Carolina in 1930—just in time 
for the Depression. The only job 
he could get was with the federal 
government — as maintenance 
worker for the Gulford battle- 


CALIFORNIA'S MAY 
Imitation doesn't always flatter 


Cliff May—California 
builder of the year 


Builder Cliff May, long admired 
for his luxurious yet tasteful 
ranch homes, has been honored 
as builder of the year by the 
California Building Contractors 
Association. May was cited for 
“his singular contribution toward 
raising the standards of housing 
and the great credit and renown 
he has brought to the construc- 
tion industry." 

Hundreds of homes bearing 
the stamp of May design have 


_ been built throughout the U.S., 


Europe, and Central America. 
Some of these homes perhaps 
follow the May design too close- 
ly—and when he received no 
credit for their inspiration, he 
pioneered a fight against plagia- 
rists of architectural ideas that 
set important precedents for the 
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ground national military park. 

On Valentine's Day 1931, his 
brother-in-law, Blake Тһотр- 
son, asked him to take over his 
one-man real estate office in 
High Point while he joined a 
mortgage company to manage 
its mounting volume of fore- 
closed homes. Real estate was 
then in deep doldrums, but he 
recalls the agency had a few 
rental accounts that "paid the 
office rent and room and board." 

"It must have been 12 or 18 
months before I made my first 
commission," he recalls, "I sold 
a $300 lot and got a $25 com- 
mission—when I had only ex- 
pected $15." 

From then on Mendoahall's 
fortunes picked up. When the 
Home Owners Loan Corp. 
started operating in 1934, he was 
able to sell many foreclosed 
homes back to their original 
owners by working with mort- 
gage companies that would take 
HOLC bonds, "Then we began 
to make some money—maybe a 


housing industry. In 1955, for 
example, he won settlement (of 
undisclosed amount) from a Los 
Angeles architect who made only 
"insignificant" changes in ranch 
homes that were copied from 
May plans. 


Perry Prentice wins 
lumbermen’s award 


Vice President Perry 1. Prentice 
of Time Inc., former editor and 
publisher and now editorial ad- 
viser to House & Home, has just 
won the Building Journalism 
Award of the National Lumber 
Manufacturers Assn. 

The award was one of six 
made by the trade association 
for service to the lumber indus- 
try. An independent agency chose 
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Walter Daran 


NAREB'S MENDENHALL 
For a small-town man, the top 


couple of hundred dollars a 


month," he recalls. One result: 
Mendenhall married a High 
Point girl, Ann Robbins, and 


hired his first employee. 

Since then this agency, now 
named Mendenhall-Moore, has 
expanded until today it numbers 
14 employees, sells about $2 mil- 
lion in real estate yearly, and 
adds to its income by managing 
property, selling insurance, and 
doing a little appraising and 
homebuilding. 

He builds in partnership with 
local builders, and usually aver- 


winners. Said Executive Vice 
President Mortimer Doyle: 

“Perry Prentice has for many 
years been the driving force be- 
hind House & Home and Авсн!- 
TECTURAL FORUM magazines and 
the building interests of TIME, 
Lire, Forrune and all other 
Luce publications. 

“Had the Building Journalism 
Award (founded last year) exist- 
ed over the past 20 years, there 
is no question that Perry Pren- 
tice would have been the recipi- 
ent many times. But in the 
current year he has made so sig- 
nificant a contribution to the 
furtherance of public and direct 
user understanding of the poten- 
tialities of lumber as a contem- 
porary construction material of 
the highest order, that even this 
expression of recognition scarcely 
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OPINIONS & INSIGHTS 


> una Commissioner William L. 
Slayton: "The chips are down 
for rehabilitation. If urban re- 
newal is to succeed, rehabilita- 
tion must succeed." 


> Supreme Court Judge Michael 
A. Musmanno of Pennsylvania, 
dissenting in a zoning case: 
Communities must start "loos- 
ening the zoning straitjacket. 
A noisy, dust-laden restless 
community does not become a 
residential, tree-shaded, quiet 


арра 


haven through the instrumen- 
tality of a zoning ordinance." 


> Real Estate Consultant James 
Downs, asked if election years 
hurt the real estate business: 
"Look at recent years and you 
have your answer: 1948 was a 
good year; 1952 was a strong 
year; and 1956 was a fine real 
estate year. 1960 was weak but 
it gained strength in mid-year. 
I think election years are strong 
more often than they are weak." 


ages 10 to 12 homes yearly, 
picking price brackets that sup- 
plement his own listings. Right 
now he is building in the $16,000 
to $20,000 class. 

Over the years he has worked 
wth many government agencies 
—HOLC, RFC, VA, FHA—but still 
admits "the ways of federal gov- 
ernment are a mystery to me." 

He has become connected with 
other High Point financial insti- 
tutions, and serves as director of 
High Point Bank & Trust Co. 
and non-operating president of 
Perpetual sax, (assets $20 mil- 
lion) first North Carolina 841. to 
use private mortgage insurance. 

He has taken time to be active 
in renovating High Point, and 
headed the New South Furni- 
ture Exposition Corp. which 
cleared a slum block near down- 
town and built a new exposition 
hall for High Points thriving 
furniture industry, along with a 
motel and restaurant. He is also 
president of the Downtown De- 
velopment Corp., pushing reno- 
vation of downtown store fronts, 
Of both projects he says proud- 
ly: "It's all local money—there's 
not a cent of federal funds.” 


reflects our appreciation, 

"The House & Home Round- 
table on the engineered use of 
wood (H&H, June) has stimu- 
lated more discussion, awareness, 
and understanding of our prod- 
ucts by manufacturers, archi- 
tects, builders, and consumers 
than any other single article in 
recent years." 


Plumbing ware makers 
find loss, sue aide 


Plumbing Fixtures Manufacturers 
Assn. has suddenly discovered 
that it doesnt have as much 
money as it thought it had. A 
substantial discrepancy in its fi- 
nancial accounts was brought to 
light in a recent audit, The short- 
age occurred while William B. 
Kramer, 38, was executive sec- 
retary of the association (Jan. 
1955 to Aug. 1963). 

PFMA insists that association 
operations will not be seriously 
affected by the loss, mainly be- 
cause much of the missing money 
was covered by bond. However, 
the association has hired a lawyer 
to protect its interests, and has 
filed a suit against Kramer, seek- 
ing to attach his assets. In addi- 
tion, the association has opened 
its files to the Internal Revenue 
Service. Meanwhile, Stanley S. 
Backner, 62, formerly vice presi- 
dent with Universal-Rundle has 
taken over as executive vice presi- 
dent. 

PEOPLE continued on p. 40 
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on all FORREST 
— latin 


save 1496 to 4196 while giving your customers the 
most durable wood flooring on the market today! 


FORREST WOOD FLOORING won't chip, 
splinter, split or delaminate. Highly dent- 
resistant — NOT DAMAGED BY SPIKE HEELS! 


CHECK THESE PREFINISHED FORREST WOOD FLOORING ADVANTAGES: 


W LOW, LOW COST...1496 to 4196 less than the 
installed cost of other wood flooring. в NO FINISH- 
ING COSTS m MIRROR BRIGHT PURE VINYL PRE- 
FINISH ...Two coats of clear, non-yellowing Vinyl 
applied at the factory, heat-cured and polished to 
mirror bright finish. в FAST INSTALLATION . . . 
Forrest Wood Block goes down fast in mastic. For- 
rest Wood Strip is nailed with standard flooring nails 


d 
| 


or automatic nailer. Tongue and groove edges for 
perfect fit, в BEAUTIFUL... Has elegant cork-like 
appearance, but is harder than oak or maple. 
W BROAD APPLICATION . . . Ideal in homes, apart- 
ments, schools, gyms, multi-purpose rooms, roller 
rinks, churches, motels. I FORREST WOOD FLOOR- 
ING MEETS FHA REQUIREMENTS в PROTECTED 
BY HEAVY CORRUGATED CARTONS. 


| Е FORREST INDUSTRIES, Inc. * Р.о. вох 178. DILLARD, OREGON 


New Forrest Mirror Bright Prefinish on Forrest Strip Flooring creates enduring beauty at very low cost. 


-——— 
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Bill Fenton-Fort Lauderdale News 


ТВ OTHER 
ША 


ANGRY PICKET 
4 Council decided to take a look 


ANGRY BUILDER 
"We can't let them destroy us" 


Builder fends off attack by town 


Most builders are familiar with 
the howl of the irate homebuyer 
who discovers a chipped sink. 
But few builders have had their 
name hooted all over town be- 
cause they failed to make do on 
a service contract. 

This nightmare has befallen 
Florida Builder Alvin Sherman. 
His Development Corp, of 
America in Miramar became the 
angry target of two small daily 
newspapers which charged him 
with violating the building code. 
After one buyer picketed Mira- 
mar's city council with a crude 
sign (see photo), the city hired 
Architect James Dodds to check 
the complaints. 

Sherman came fighting back. 
He filed a $200,000 damage suit 
for interfering with pca house 
sales against the loudest of his 
newspaper hecklers, who was 


ASSOCIATIONS: Mark Town- 
send has been elected president 
of the National Lumber Manu- 
facturers Assn. Operator of a 
large sawmill and panel fabri- 
cating plant, Townsend Lumber 
Со, Stuttgart, Ark., Townsend 
is a veteran of association work. 
He is a past president of both 
the National Hardwood Lumber 
Assn. and Southern Hardwood 
Producers. 

The Gypsum Association has 
elected Andrew J. Watt presi- 
dent. Watt has been vice presi- 
dent-marketing for U.S. Gypsum 
Co. since February 1962. He 
joined the company in 1938 as 
a sales correspondent. In May 
1962 he was elected to 0868 
board of directors. 

R. H. Bickerstaff, partner in 
the Bickerstaff Clay Products 
Co. Columbus, Ga., has been 
named president of the Struc- 
tural Clay Products Institute. 
Bickerstaff was a leader in the 
just-completed consolidation of 
scPr and its research arm, the 
Structural Clay Products Re- 
search Foundation, Geneva, Ш., 
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also a picketer. Then he filed a 
$100,000 slander suit against a 
family that, he charged, solicited 
complaints, "We can cope with 
complaints but we can't permit 
rabble rousers to destroy our 
reputation," he said. 

Upshot: Most of the fuss 
seems to have been stirred up by 
three or four families who went 
to the newspapers and city hall 
with their complaints—90% of 
which, says Sherman, were un- 
justified. One: grass died six 
months after the family moved 
in. Sherman admits there was 
some cause for some complaints 
(e.g. blisters in cement swimming 
pools); he's tending to those. He 
has also revised form letters he 
uses to deal with complaints to 
personalize the message. And the 
architect found no code viola- 
tions, calming the homeowners. 


BUILDERS: Dr. James Gillies, 
UcLA's nationally-famous profes- 
sor of real estate and urban land 
economics whose studies on sec- 
ond mortgages helped trigger the 
collapse of California's Ten Per- 
centers (News, Mar. '61), has 
joined the board of S. V. Hun- 
saker & Sons, home developers 
of Irwindale, Calif. He is also 
on the board of Brentwood Fi- 
nancial Corp. Hunsaker made 
its first public offering (News, 
Aug.) when the Hunsaker family 
gave up 19% control. The com- 
pany is using the $1,240,000 net 
proceeds primarily to finance 
homebuyers’ second mortgages. 


DIED: Curtis M. Robbins, 72, 
twelve-year member of the Cali- 
fornia Real Estate Commission 
and a real estate man since 1920, 
Nov. 2, in San Francisco; Chris 
R. Jones, 73, past president of 
the California Real Estate Assn., 
Nov. 7 in Sacramento; Clyde 
Wilkinson, 48, vice president of 
marketing for American Radi- 
ator & Standard Corp., Nov. 27 
in Huntington, N.Y. 


Builder-mortgage 
broker indicted 


A federal grand jury in Miami 
has indicted Walter J. Cowart, 
builder of 3,500 homes in Jack- 
sonville and lifetime national 
director of NAHB, and four others 
on charges of making false state- 
ments in applying for FHA in- 
surance. 

Indictments of builders on 
such charges are rare because 
mortgage men usually fill out 
application forms. But Cowart 
came a cropper because he oper- 
ates Cowart Investment, a 
subsidiary mortgage banking 
company. 

Also indicated were J. Edgar 
Cowart and Allen L. Cowart of 
Cowart Homes Inc. Vice Presi- 
dent Norman C. Kleussner of 
Cowart Investment, and former 
Cowart Sales Manager Thomas 
C. Dean. 

The 48-соџпі indictment 
charges the defendants falsified 
deposit-receipt forms forwarded 
to FHA and stated falsely that 
buyers had no unpaid debts. 
Alleged result: Ten buyers il- 
legally qualified for FHA insur- 
ance between June 1959 and 1961. 


FHA'S FERGUSON 
He put va into home loans 


Former FHA head 
Abner Ferguson dies 


Abner H. Ferguson, 82, the FHA 
commissioner who was largely 
responsible for putting the Veter- 
ans Administration in the paral- 
lel business of  guaranteeing 
home loans, died Nov. 29 in 
Washington. 

An attorney, Ferguson joined 
FHA in 1934 and became com- 
missioner in 1942. When Cong- 
ress began debating the va home- 
loan program near the end of 
World War II, Ferguson argued 
that processing should be 
handled by va instead of FHA. 

"I don't want the job of 
foreclosing on veterans," said he. 
Congress then set up the second 
home-loan processing agency. 
Ferguson resigned in 1945 and 
practiced law, retiring in 1955. 


PHA'S SLUSSER 
Frowned on the "cold war" 


Slusser dies; was PHA 
boss for Eisenhower 


Charles E. Slusser had perhaps 
the most frustrating job in Wash- 
ington: public housing commis- 
sioner for a President who in- 
sisted that there was some other 
(and cheaper) way of helping 
poor families get better housing. 
But despite the lack of full- 
fledged support, Slusser put to- 
gether a commanding record: 
He added 160,000 public hous- 
ing units and served six and a 
half years as head of pHa (1953 
to 1959), No one has served 
longer. 

Slusser came to Washington 
from Akron, where he was for 
nine and a half years Republi- 
can mayor in a Democratic 
stronghold. He had supported 
public housing in Akron, but 
frowned on what he called the 
"cold war" between public hous- 
ing and private enterprise. "Co- 
existence," he believed, was not 
only possible but desirable. 

Slusser was no undeviating ad- 
vocate of public housing. In four 
months in 1953, he traveled 
30,000 miles hunting down mis- 
management. With a genius for 
reversing Parkinson's Law, he 
cut PHA employment by 6746 
before he resigned in 1959. His 
penchant for reducing excesses 
was so relentless he inevitably 
angered public housers. 

While PHA head, Slusser re- 
duced the agency's Treasury bor- 
rowings from $640 million to 
$24 million. He helped steer 
public housing away from mono- 
lithic projects with two notable 
firsts: 1) a development de- 
signed especially for the aged, 
and 2) scattered site develop- 
ment of single and duplex public 
units mixed in with other homes 
in Cedartown, Ga. 

Slusser resigned in December 
1959 and returned to Akron and 
to his real estate business (which 
he had been forced to quit in a 
conflict - of - interest controversy 
the year before). Two years 
ago, he moved to Saratoga, Fla., 
where he died Dec. 3, at the 
age of 66. 
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Technology . . . геѕеагсһ . 


After technology, what? 


H&H: Just read the November issue from 
cover to cover, as I am prone to do. As I 
put it aside, the surge of creation welled in 
my breast, I submit it without a cringe: 
Oh give us that plastic that lasts fifteen 
years, 
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ILLUSTRATE! 


. . gremlins 


And prefab a fireplace with precast veneers, 

Laminate plywood, punch windows and 
doors, 

Fabricate trusses, mechanical cores, 

Now, put 'em together—you know what 
you've got? 

A self-contained, moduled-up, breed-pen— 
that’s what! 


T. Duncan Srew 


builder 
Corona Del Mar, Е 


iif. 


Research in housing 


H&H: Kudos on your most provocative article 
on technology in the homebuilding industry 
[Technology's promise & performance, Nov.] 
Curtin R. SyKoma, vice president 
Lifetime Homes 
Old Saybrook, Conn. 


H&H: I don't think I've ever seen that much 
information about housing research let alone 
seen it in one place. 

You correctly pointed up a problem that 
we have got to face: It is not the traditional 
suppliers who are conducting the important 
research, by and large, but the outsiders who 
want a piece of this lucrative market, We 
have no right to assume that we own this 


else can provide the builder with a substitute 
material that does a better job than the origi- 
nal. Homeowners are only interested in how 
well the house goes together and how well 
the house, as an entity, does its job. 
GEORGE CHEEK, manager 
public relations department 
Douglas Fir Plywood Assn. 


H&H: factual, informative, and very 
much to the point. 
MARTIN L, BARTLING JR., vice president 
U.S. Gypsum 
Chicago 


Gremlins in the warranty 


H&H: A bit of chastisement for a goof in the 
story (MARKETING ROUNDUP, AUG.) on the 
ten-year warranty now in effect on all homes 
built by Downey Bros. (bros, brothers) of 
Houston, Your story reads Downey Brosm 
and quotes Mr, Brosm . . . It is gratifying to 
know that others are also bugged by the 
gremlins which hide out in typewriters. 

Tep Nanons, general manager 

Coastal Advertising Agency 

Houston 


е Gremlin-beset House & HOME apologies to 


son, Jr.; nt Treasurer, W. G. Davis, Evan S. Ingels, 
Richard B. tough, 


market. We will probably lose it if someone Builder D. (for Doyle) F. W. Downey.—Epb. 


BEAT SURFACE CRACKS — TROWEL WITH THOMPSON'S 


Every time you pour concrete, here's a smart 
“finishing touch'' that makes for satisfied 
customers . . . eliminates costly patching 

and repair call-backs. Simply trowel-in 
Thompson's Water Seal on your final 
troweling. Results: a crack-free, spall-free 
surface that's waterproof and dustproof; 
much greater strength and wear resistance. 
(Non-treated concrete measured 260% more 


abrasion loss than concrete treated with 
Thompson's in certified laboratory tests.) 


ЕЗ 


Thompson's Water Seal 
2, . seals, waterproofs, 
cures, Saves you time 
and labor. Does not 
contain silicones. 
Write for brochure and 
certified test data. 


THOMPSON'S. WATER SEAL 
Е. А. Thompson Co., Inc. 


Merchandise Mart, San Francisco 


hago 


e our catalog in Sweet's 
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TAKE THE GUESSWOR 


More and more, the guarantee of a reasonable profit for a 
builder depends on thoughtful planning of his project . . . plan- 
ning that must often be done as much as a year in advance. A 
simple error in judgment in the selection of a house design or 
in establishing pricing or financing can be disastrous. This is 
why certain large successful builders today spend thousands 
of dollars to obtain accurate market analyses to help them in 
their planning. 


Now, for the first time, builders of all sizes can get this kind of 
valuable planning help as a service from Barrett. This service, 
called CONSULTRON, is a customized marketing program 
tailored to your project by William R. Smolkin, nationally rec- 
ognized building consultant. For years, Bill Smolkin has 
gathered first-hand knowledge and experience in all phases of 
the building trade. This data has been programmed into a 
computer which, when fed the answers to a few basic ques- 
tions about your project, will supply a detailed, multi-page 
marketing program for your project. 


What kind of advance information can you expect to get from 
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WITH 


CO 


CONSULTRON that will help you plan your project more prof- 
itably? Here is a partial sample: 

е an optimum price range for your new homes 

a practical budget and plan for sales and merchandising 
a detailed program for financing your project 

profitable design standards for new homes in your locality 
a complete guide for advertising your project most 
effectively 

е expected profits on your total project before taxes 


With the help of CONSULTRON before you build, you can keep 
your operation on a firm business basis from start to profitable 
finish. To obtain this unique service just mail the coupon, or 
have your Barrett dealer put you in touch with a Barrett repre- 
sentative. Whichever way you choose, do it now! 
BARRETT...EXCITING NEW BUILDING MATERIALS FROM 
CHEMISTRY. In addition to unique marketing services, such as 
CONSULTRON, Barrett also offers a complete line of quality 
building products. These are backed by the research and 
development programs of Allied Chemical Corporation, one 
of the world's largest producers of chemicals. 
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UT OF BUILDING... 


ULTRON 


Now Barrett and William В. Smolkin join forces to offer builders a unique 


new service—one that can help you establish optimum price ranges, 
the most profitable design standards, and practical sales, financing, and 


advertising plans for your next project. 


BARRE ТТ | » 


BUILDING MATERIALS hemical | 


MAIL THIS COUPON TODAY! 


Barrett Division, Allied Chemical Corporation 
40 Rector Street, New York 6, New York 

1 am interested in obtaining the comprehensive 
CONSULTRON marketing program offered to 
builders by Barrett. 


Name 


Address 


Zone State 


* CONSULTRON is a service mark of Allied Chemical Corporation 
BARRETT is а registered Trademark of Allied Chemical Corporation 
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WHICH TYPE PICKUP DO YOU NEED? 


Chevrolet now makes four different types, each with its own 
distinct advantages. Whichever one you buy, it’s going to 
prove out a lot more truck than your money bought last time! 


THE FLEETSIDE 
Based on sales, this is the best 
liked pickup in the world. The 
outstanding feature of this model 
is its large body that extends clear 
out over the wheels. You can buy 
the Fleetside with either a 614- or 
8-foot body and either 115-inch or 
127-inch wheelbase. It is usually 
voted the best riding truck be- 
cause it has coil springs at all four 
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wheels and independent front sus- 
pension. The cab and body lower 
side panels have double-wall con- 
struction. The standard engine is 
our 230-cu-in. Six. If you need 
more power than that you can get 
a 292 Six or a 283 V8 at extra 
cost; also 4-wheel drive. Chevrolet 
Fleetside—best for all-around use. 


THE STEPSIDE 


If you’d rather have flat interior 
body walls and convenient side 
steps between the cab and the rear 
fenders, you should ask to see the 
Chevrolet Stepside. It comes in 
the same two sizes as the Fleetside, 
plus one bigger size—a 9-foot body 
on a 133-inch wheelbase. This big 


model has a heavier frame, four- 
speed transmission, and leaf- 
spring rear suspension for maxi- 
mum payloads. It has the same 
standard engine and options as the 
Fleetside model. Chevrolet Step- 
side—easy to load, more sizes. 


THE RAMPSIDE 
Nobody else makes a pickup ex- 
actly like this one. It’s the only 
pickup with a ramp at the side. 
Elephants have trod the ramp 
without breaking it. It is 4 feet 
wide and so is the piano hinge that 
holds it to the body. Two spring- 
loaded latches keep the ramp tight 
when it’s up. The ramp makes 
loading easy because it’s only a 
16-inch rise. Also there is a con- 
ventional tailgate at the rear. The 
body and frame-floor assembly are 


very rigid because they are welded 
together. A 95-hp aluminum air- 
cooled engine in the rear never 
needs water or antifreeze. A 110- 
hp engine is available at extra 
cost. It’s a fine riding truck be- 
cause it has independent coil 
spring suspension front and rear. 
Corvair 95 Rampside—easiest to 
load and unload. 
EL CAMINO 

El Camino explains itself when 
you look at it. We wanted to offer 
people a vehicle that could not 


only work hard but look like a 
million dollars doing it. The result, 
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we believe, is the best looking 
pickup in the world . . . the only 
one with that mark of distinction 
— Body by Fisher. You ean order 
it plain or fancy: bucket seats, air 
conditioning, 4-speed trans- 
mission, 220-hp V8 engine are 
some of the extra-cost options. 
El Camino—the 1964 knockout! 

See your type of pickup at your 
Chevy dealer's. . . . Chevrolet 
Division of General Motors, 
Detroit, Michigan. 


QUALITY TRUCKS COST LESS MEZ 


#5 


umph! 


who's given home lighting 
the dimming range and 


economy that I have?” 


“HUNT 
ELECTRONICS 


Pi there was a lot to be said for the Kero- 
sene Lamp. It was romantic; it was economical . . . 
two benefits electricity has never been able to fully 
exploit . . . until now. Hunt Dimming Controls use 
the old Kerosene Lamp concept to bring out a new 
dimension in mood and effect, plus all the economy 
possible from modern Home Lighting. 

Hunt Dimmers provide the desired amount of 
light, from Dark to Full Bright in either Incandescent 
or Fluorescent models and are fully guaranteed. 

In controlling mood and effect, Hunt Dimmers also 
control power and economy . . . and prolong lamp 
life. (Incandescent bulb life is increased over 1,000% 


when burned at 75% of maximum rated wattage.) 
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If you’re interested in both lighting economy and 
flexibility as two extras in Home Design, take a 
tip from из... the two-way switch is Out. Hunt 


Dimming Controls are In. 


For complete information and specificational data 
on the Entire Hunt Line of Dim- 
ming Controls, contact your local 
Electrical Distributor or write the 
people who bring you the Brightest 


Ideas in Dimming. 


UN ELECTRONICS 


COMPANY 
2617 ANDJON DRIVE / DALLAS, TEXAS 75220 
SEE OUR CATALOG IN SWEETS 


HOUSE & HOME 


That's 


right, the weg ER 


Lady ...§ I always install Broan! 


As an electrical contractor, I know 
what’s going on inside your kitchen 
: built-ins, And I know Broan's got 
ж E Y other hoods beat by a mile. 


x Take this Dual Blower range hood 

Im putting in for you. See those 
` seams? Heliarc welded and hand 
polished. See that smooth finish? See 
the shape of the thing? Designed to 
pull in kitchen odors with extra effi- 
ciency. Pretty good looking, too, if 
you ask me. And a perfect match with 
the rest of your appliances — I know 
you ladies always go for the big choice 
of colors with Broan. 


But I'm no interior decorator. All I 
know is, Broan hoods have a pair of 
"squirrel cage" blowers inside that do 
the job better than any I've seen. 
They're certified by HVI, too — 
HVT's the Home Ventilating Institute 
that tests the power of blowers like 
these at the engineering labs of Texas 
A&M —and that's good enough for me! 


And frankly, Lady, putting ina Broan 
saves me a lot of headaches, Easy to 
install. Practically no service calls. 
Fast delivery on special orders. And 
happier customers — that's a fact. 
Funny, I've been installing Broan 
range hoods, exhaust fans and bath- 
room heaters for over 30 years now. 
But some people are just finding out 
about 'em. I see lots of contractors, 
builders and distributors switching to 
Broan, more dealers beginning to 
stock Broan products. 


You take a look around, too, Lady. 
Bet you're not the first on your block 


7 with a Broan! 
а м 


| Kitchen Range . 
Hoods by 


pe 
BROAN 


BROAN MANUFACTURNG CO. 

HARTFORD, WISCONSIN На 
Manufactured in Canada Бу 
Superior Electrics Ltd., Pembroke, | 


There's a pint of trouble in Да Й every foot of green lumber 


| 
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Weyerhaeuser evaporates trouble before you build 


Water in lumber can be the No. 1 cause of construction 
A house built with unseasoned lumber is satu- 
rated with water. More than 500 gallons of it. 

Often this results in expensive call-backs due to cracks 
in w and ceilings, nail poppi 
sticky doors and windows. Kiln-drie 

: problems. And new Weye 
ried Lumber performs even bett 


Engineered Dry Lumber sely manufactured to 


"t sizes with a new 15 per cent average moisture content 

imum) alts in slightly smaller 

é for boards), with ab- 
in strength and stiffn 

ineered Lumber on your next 

in-place savings you get from 

For more information, s ser dealer or 


write us at Box B-20, Tacoma, 


Weyerhaeuser 


Engineered Dry Lumber 
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An open letter to the new President of the United States: 


Housing's biggest need: cutting its high-cost 


T T T T T 
HOW CONSTRUCTION COSTS HAVE OUTSTRIPPED) 
OTHER KINOS OF POSTWAR PRICE INFLATION 


1 | 
BUILDING TRADES UNIONS HOURLY WAGES” ди 
agg RESI 0 ри 
RESIDENTIAL. CONSTRUCTION созт: 


Out-of-control costs 


In the last 37 years, the cost of residential 
construction has nearly tripled, That is a 50% 
faster rise than wholesale prices, a 60% faster 
rise than consumer prices. 

The biggest ingredient, as every builder 
knows, is labor costs. Building trades wages 
have soared 261%. Materials prices are up 
only 15296. Land, which isn't counted in con- 
struction costs, has suffered the worst price 
inflation of all; 30046 in the postwar years, 
according to one estimate. 

These out-of-control cost increases are 
housing s worst problem. Some can be con- 
trolled by tax revision; some require sweep- 
ing changes in local attitudes and regulations 
(e.g. zoning and codes). Unless the job is 
begun, private housing may be in for long- 
term trouble. 


Dear Mr. President: You may suppose that all is well in the 
housing industry, with starts booming 
along at the greatest rate ever. You might well think this is one sector 
of the economy you could leave well enough alone. 

The appearance is deceptive. The fact is that the $20 billion-plus housing 
industry—5 % of gross national product—is limping along at about 60% 
of its true potential. One геазоп for this lag is the senseless and outmoded 
requirements imposed on housing by localities—requirements that inflate 
its cost needlessly. We said a mouthful about these in our last issue and 
we say more on page 80. Another reason is the federal government itself. 
The $150 billion that the federal government has committed to housing 
programs has done next to nothing to attack housing's biggest problem: 
the much-too-high cost of a good new home. On the contrary, federal *aid" 
to housing has compounded this problem (while making it more tolerable 
—temporarily). Instead of attacking costs, postwar housing programs have 
tried to soften their impact by reducing down payments and spreading out 
maturities to slice monthly payments. Now the idea is afoot that because 
new housing is too costly for some middle-income families to buy or rent, 
we should have massive new cheap money programs to create the illusion 
that high-cost housing is actually cheap. 

This is the quack medicine that helped get housing into today's high- 
cost problem, Mr. President. Cheap money means costly land and costly 
housing—costly for everybody if programs are big enough. In New York 
City, the most immediate result of the Mitchell-Lama easy financing pro- 
gram has been to inflate the price paid for the land under some Mitchell- 
Lama projects from 506 to $2 a square foot. 

Easy terms in any industry are a device to make overpricing acceptable. 
It is time the government stopped feeding housing pills that worsen its 
worst ailment. Instead, government ought to help housing attack the 
causes instead of the symptoms. Housing needs your help on items like: 

Strenuous efforts to solve the code muddle. The U.S. could help a lot, 
not by propounding a federal building code, but by giving industry 
up-to-date scientific data on technical criteria. Indeed, FHA itself needs 
much better technical guidelines than it now has, or can get, to fullfill its 
responsibility to let new and improved ways to build be used promptly. 

A land policy—federal and local—that makes sense for today. HHFAd- 
ministrator Weaver has recognized this need. Land costs too much because 
land is usually underassessed and undertaxed. This promotes slums, land 
speculation, and urban sprawl. The federal government abets this by 
letting land speculators deduct their costs from ordinary income taxes, then 
cash in their profits as capital gains. 

As you yourself once told homebuilders: “We must guard carefully 
against artificial restrictions that will limit the economic capacity of the 
industry." 

We hope you mean that, Mr. President, for the industry urgently needs 
your help to overcome many such restrictions. 
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“One of the American goals is that housing be a triumph of free enterprise.” 


“We cannot rule out public housing for special circumstances. But our primary 
goal is to expand the opportunities for private industry." 


*I am willing to do everything within my power to use the credit of the 


government to bring down the price of money." 


WHERE PRESIDENT JOHNSON 
STANDS ON HOUSING ISSUES 


From Lyndon Baines Johnson, the housing industry can expect 
both a sympathetic ear and a wide background of knowledge 
—especially in housing finance. 

President Johnson is expected to continue the housing and 
community development programs of the late President Ken- 
nedy, of course. Even the controversial ones, like FHA Sec 
221d3, and area redevelopment loans and grants. Urban re- 
newal may get a boost—despite a rising chorus of complaint 
about the way it operates. For businessmen are backing it, 
and Lyndon Johnson listens to businessmen, as a Texan would. 

Nobody foresees any quick changes in housing’s official hier- 
archy. HHFAdministrator Robert C. Weaver is too important 
to the Negro vote Johnson will need to win re-election. The 
job of deputy HHFAdministrator is open. Who—if anybody— 
fills it could be an early tip to the new Administration's tilt on 
housing. 

Gradually, look for changes in style and emphasis in housing 
policies. What kind of changes? The best guide is the record 
of the new President's words and deeds in his six years as 
majority leader of the Senate, his three as vice president, and 
the contacts he has made with housing groups and leaders. 


President Johnson's Populist heritage shapes his 
stand on federal spending and interest rates 


“For five generations, my forebears have been legislators,” 
says Johnson proudly. 

Significantly for housing, those forebears include Grand- 
father Sam Ealy Johnson, elected as a Populist. Now no more 
than a footnote in history books, Populism and its theories ap- 
pear to have shaped the ideas of Lyndon Johnson. For example, 
Johnson often spoke in the Senate of the “moneylenders” who 
control housing, reflecting Southern and Midwestern farmers’ 
distrust of Eastern financiers which gave Populism its impetus. 

The Populists, at their zenith in 1892, favored free coinage 
of silver, an idea later adopted by Democrats and seen in John- 
son’s repeated advocacy of lower interest rates—forced by the 
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financial power of the government if necessary. Examples: 

* In tight-money 1957 he plugged for using $1.4 billion 
from the National Service Life Insurance Fund to make 419 % 
loans to veterans instead of raising the va loan rate to 5%. 
Raising the rate would only force all other interest rates up- 
ward, he argued. 

* When the Eisenhower Administration hinted at raising the 
2% rate on rural electrification loans in 1957, Johnson snap- 
ped: "We will fight them with beer bottles." 

But Johnson has tempered his low-interest stand. When the 
question of boosting the va rate from 434 % to 544% came 
up in 1959, Johnson asserted: 

“I am willing . . . to do everything within my power to use 
the credit of the U.S. government to bring down the price of 
money, but I will not do it on this bill because such action 
would not provide any housing for veterans." 


Johnson has pushed housing legislation to fight 
a recession, but prefers loans to public works 


To forestall any possible sag in the U.S. economy from the 
Administration changeover, Johnson is already pressing Con- 
gress for quick enactment of President Kennedy's tax-cut bill 
(News, July et seq.). But in the past Johnson has preferred 
to boost business activity and lessen unemployment through 
government subsidized loans instead of massive public-works 
spending. 

His action in 1958 was typical: with 5.2 million persons 
unemployed, he pushed through by April the controversial 
Program Ten emergency housing bill which let FNMA buy $1 
billion of FHA and vA mortgages at par. Johnson did this because 
he estimated it would add 200,000 housing starts that year, 
even though it means yielding on another point—the va interest 
rate was boosted from 442% to 434 96. President Eisenhower 
signed the measure reluctantly because the loans constituted a 
direct drain on the Treasury. 

In the fall of that year, Johnson told NAHB directors of his 
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SAVINGS & LOAN LEADERS іп U.S. s&L 
League heard Johnson in 1959 extol thrift in- 
dustry as "monument to American confidence," 


LUMBERMEN headed by Strayer E. Pittman 
(seated, r) joined Sen. Warren Magnuson 
(standing, 1) and Rep. Julia Hansen (seated, 
1) to seek Vice President Johnson's help in 
developing new lumber markets abroad. "AII 
Гуе been hearing has been lumber, lumber, 
lumber," smiled the vice president. 


THE NEW PRESIDENT IS NO STRANGER TO HOUSING LEADERS AND TRADE 


GROUPS 


San Antonio Light 


NAHB LEADERS, 1961 President Jim Burke 
(1) and Ted Pratt of Royal Oak, Mich., chat 
with Johnson at December '61 convention. 


NAHB DIRECTORS in 1958 listened as John- 
son asserted that FNMA loans at par helped 
pull U.S. out of the 1958 recession. 


approach. “I do not believe that aside from its own payrolls and 
its direct contracts the government can ‘provide jobs.’ But the 
government can remove restrictions on free enterprise, the 
government cam assist private industry, the government can 
provide cushions against loss." Johnson noted the rate of 
housing starts increased 155,000-a-year after the bill's passage, 
and said the "bill was designed to stimulate residential con- 
struction to lead our economy out of despondency. And I am 
convinced that this objective was accomplished. 

“We are all, I believe, in agreement that this use of FNMA is 
purely an emergency function. If it were at all clear that 
private investment sources would do the job, I do not believe 
that Congress would authorize the program." 

Johnson has supported public housing as part of housing 
bills, and on one notable occasion used his formidable skill to 
stall debate on a move to cut public-housing authorizations 
from 135,000 to 45,000 units annually until he was sure he 
had enough votes on the floor to defeat the amendment. In 
1959 and 1960 Johnson thrice voted against cuts in public- 
housing authorizations. He has told homebuilders: "We do not 
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—and cannot—rule out public housing for special circum- 
stances. But our primary goal is to expand the opportunities 
for private industry." 


On civil rights, Johnson stands for firm laws 
and enforcement tempered by conciliation 


Perhaps no part of the Johnson stance is so misunderstood 
as his views on civil rights. Here is his record: In 1957 John- 
son was chiefly responsible for the compromises which won a 
bill setting up the Civil Rights Commission and empowering 
the Attorney General to seek injunctions in federal courts to 
protect voting rights for Negroes. But in 1959 Johnson worked 
out a compromise which ended an effort by Northern liberals 
to curb Southern filibusters. Days later Johnson sponsored his 
own civil rights bill setting up a federal community relations 
service to conciliate school desegregation and other racial dis- 
putes. And as Vice President, he headed the Presidential Com- 
mittee on Equal Opportunity in employment, which since last 
July has enforced the ban on job bias in federal insurance and 
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grant programs, including both renewal and FHA insurance. 

In this job, *He had five opportunities every day to hedge 
his stand, and he didn't," says one insider. 

Johnson, who thinks of himself more as a Westerner than 
a Southerner, gave this broad outline of his views in 1959: 
*Far too many of the measures that are proposed are efforts 
to punish people for the sins of their fathers. There is in many 
of the proposals an underlying tone almost of ‘blood guilt. . . . 
Punitive legislation may satisfy the soul of those who feel out- 
raged. But it aggravates—not heals—the gaping wounds. . . . 
The outward manifestations of tolerance can be enforced by 
guns, clubs, and bayonets. But understanding does not exist 
until the people themselves will it to exist. . . . We must also 
face the fact that the issue is not going to be solved by force 
— because the ultimate goal is human acceptance and that is 
never secured by force." 


Johnson has steered clear of endorsing a cabinet post 
for urban affairs and housing 


Johnson has approached big-city problems by advocating 
measures other than raising HHFA to cabinet level. In 1958 he 
told the Texas League of Municipalities that the implications 
of "the developing alliance between big government in Wash- 
ington and big government in city hall" posed “a matter of the 
most serious national importance." Then he called for a study 
commission (an idea later sidetracked) to prove the needs, 
roles, and responsibilities of each area of government so strong 
local government could be maintained as a "critical area of 
freedom." 

Last August Johnson returned to this theme before the 
American Municipal Congress: "If we list the most pressing 
domestic problems of today, the majority of them are local 
problems." Since 1950, he noted, state and local spending for 
domestic problems has risen three times faster than federal 
spending for these purposes. Local government still raises 7096 
of its own revenue locally, gets 28% from the state, and only 
2% from the federal government. “We need action today. We 
need to be doing our homework here in our own land. We are 
not economizing; we are not saving; we are not being prudent 
by delaying and putting off to tomorrow what can be done 
today. . . . The economic loss of urban transportation snarls 
exceeds the cost of mass transit solutions." 


Johnson has favored congressional control of FHA spend- 
ing but opposed legislative discount ceilings 


In 1959 the Eisenhower Administration sought to free FHA's 
authority to insure mortgages from its traditional role as a 
legislative hostage to win reluctant votes for controversial sub- 
sidy programs like public housing that might not pass Con- 
gress unless wrapped into an omnibus housing bill. 

Johnson spoke passionately—if murkily—in opposition. 
"The Administration wanted to take the lid off FHA. It wanted 
the sky to be the limit. The Administration said, ‘Let us have 
no limit.’ We have retained the ceiling on FHA. . . . This is still 
a contingent liability. We prudent fellows have to keep in mind 
all contingent liabilities." 

But Johnson has stood neutral on another FHA issue, dis- 
counts. When Sen. Hubert Humphrey (D., Minn.) proposed 
FHA commissioners and vadministrators get power to control 
discounting, Johnson dismissed the issue: “I have sufficient 
confidence in their judgment to vest that authority in them." 


HOUSING MEN JOHNSON KNOWS BEST 


To his new tasks President Johnson brings close associations 
with a number of housing men both in and out of govern- 
ment. And because Johnson leans heavily on men for advice 
and information (he gets an oral briefing each morning from 
his personal staff), these men assume special significance. 

Inside of government, Johnson has special liking for Chair- 
man ЈоѕеРН P. McMurray of the Home Loan Bank Board 
and Chairman Davin LAWRENCE of the Presidential Com- 
mittee on Equal Opportunity in Housing. Johnson administered 
the oath of office to McMurray in 1961, an act of unusual 
courtesy for a Vice President reflecting the closeness between 
the two which began in the days (1948-54) when McMurray 
was staff director of the Senate banking currency committee. 
McMurray's views on housing are now likely to carry more 
weight at the White House than they did under Kennedy. 

Former Gov. Lawrence of Pennsylvania was one of four 
special friends invited by Johnson to attend his first message 
to a joint session of Congress. While this probably reflects 
the fact that Lawrence supported Johnson in his 1960 quest 
for the Democratic Presidential nomination, Johnson un- 
doubtedly will call upon Gov. Lawrence for advice in en- 
forcing the Executive Order banning race bias ín federally- 
aided housing and other civil rights matters. 

Outside of government, Johnson has built up a close re- 
lationship with some of NaAHx's leaders and they now predict 
Johnson will be one of housing's best friends in the capital. 

Johnson's roots in Texas have given him especially close 
contacts with Texans long active in NAHB affairs—Past Presi- 
dents (1954) RicHARD Носнев of Pampa and Jim BURKE 
(1961) of San Antonio, and present Vice President-Treasurer 
LARRY BLACKMON of Fort Worth. Leading Texas mortgage 
bankers like President AumREY Costa of Southern Trust & 
Mortgage Co. in Dallas and Executive Vice President EVERETT 
Matson of Houston's T. J. Bettes are also acquaintances. 

Blackmon was national executive director of the Johnson- 
for-President clubs in 1960, and met with Johnson at a Fort 
Worth breakfast only hours before President Kennedy was 
assassinated, Johnson, he says, "is for decent housing for all 
Americans" and will continue Kennedy's approach. 

Burke, also a close acquaintance, rates Johnson "more 
familiar with housing than President Kennedy. He under- 
stands the problems and their impact on the economy." 

Johnson impressed Burke and past NAHB President (1959) 
Сакі. MITNICK, who met with Johnson over the housing legis- 
lation of that year, as stressing homeownership over large 
subsidy programs. But Burke does not expect Johnson to cut 
federal spending on renewal, subsidized middle-income housing 
under FHA Sec. 221d3, and public housing. Other Johnson 
intimates say Johnson has opposed public housing and has 
supported it only when it was packaged in an omnibus housing 
bill (but Johnson three times voted against cutting public 
housing subsidies in 1959 and 1960). 

Mitnick recalls Johnson as a no-nonsense legislator. “He 
once told us [NAHB officials who called on him in 1959], ‘Put 
your jack-knife on the table.’ He wanted to know thoroughly 
what we were driving at." 

On fiscal policy, these men identify Johnson with the 
Western tradition for low interest rates. “You'd be up against 
a real stone wall if you sent him a plan to free the rate of 
FHA and ул loans," says one. 

On housing integration, one man predicts: “He'll be just 
as strong as President Kennedy—maybe stronger. He has to 
be. It's the only thing he can do politically." 

But while these men see Johnson as pressing for firmer 
laws—and perhaps broadening the anti-bias order to cover 
conventional mortgage lenders—they look for a change in em- 
phasis in enforcement. “He would moderate the pressures 
on housing," says one. "He'll probably get as much done in 
integration, but he'll do it in a calmer way." 

They portray Johnson as feeling everyone should have 
decent housing, but not at the expense of other people. Hence 
they feel a builder facing possible bankruptcy because Negroes 
bought in his subdivision might find a sympathetic ear in the 
Administration if he could prove severe hardship. 


HOUSE & HOME 


Photos pages 65-71: H&H staff 


house. Weatherproof materials are in 


yard. Shed, right, is for plumbing fabrication, 


Factory in the field: a top builder develops a 
new key to better management and lower costs 


Physically, the building shown above is a 12,000 sq. ft. warehouse 
and fabricating shop. But to Builder Robert Schmitt of Berea, Ohio, 
it embodies a management concept that may be one of the big- 
gest steps yet taken toward industrialized homebuilding. 

Schmitt states his concept this way: "We organize and control 
the flow of materials from the time they leave a manufacturer's 
dock, through storage, fabrication, and into a finished house to 
minimize the high cost of buying and handling materials." 

Jalfco (Schmitt's corporate name for his factory-warehouse 
operation) grew out of a significant fact uncovered by Project 
TAMAP—the Time and Methods Analysis Program sponsored by 
NAHB, the Stanley Works, and Schmitt himself. TAMAP showed 
that only 19% of Schmitt's total house cost was in labor; 81% of 
cost was in materials. So Schmitt figured if major cost reductions 
were to be made, he must attack the high cost of buying and 
handling materials. 

Schmitt designed Jalfco to make cost reductions in both areas. 
His warehouse-plant is located right in his current subdivision. 
The building is demountable, and when the project is completed, 
it will be moved to another site and its slab will become two ten- 
nis courts. This new facility cuts his material costs three ways: 

1. As a warehouse with a surrounding material yard, it lets him 
buy in volume, direct, and so at lower prices. 

2. As a weatherproof fabricating plant, it lets him build trusses, 
panels, plumbing trees, and other components cheaper under cover 
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than he can build them outdoors or at the site of each house. 

3. As a central marshalling facility, it lets him put all materials 
and tools into well-organized packages for every single job that 
must be done on a house, from prefabbing wall panels to supplying 
vent hoods, lets him move them easily to sites by power equipment. 

Jalfco is still too young (it started operating five months ago) 
for Schmitt to know precisely how much it is cutting costs. "But 
we know it is saving money," he says, "and we know it's giving 
us a faster, smoother operation." Schmitt has another yardstick: 
a year and a half ago he set up a smaller version of Jalfco (two 
house shells joined together) in another subdivision, and was able 
to drop the price tag on a $30,500 house to $28,500. "We've only 
just started," he says. "Big savings are yet to come." 

While Schmitt's Jalfco operation includes dozens of cost-cutting 
ideas, it is not a panacea for all builders. Warns James Shequine, 
industrial engineer who headed up ТАМАР for Stanley: 

"No builder should make a carbon copy of Jalfco. Jalfco repre- 
sents a management system based on Schmitt's market (75 to 100 
custom houses a year), Schmitt's crews (non-union and no sub- 
contractors), and Schmitt himself. The important thing for other 
builders is to understand the management principles behind Jalfco 
and see how they apply to their own operations." 

Schmitt himself adds: "The principles can be adapted by any 
builder with a 20 to 25 houses-a-year volume." To see how he 
puts his new management concepts to work, turn the page. 
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FACTORY IN THE FIELD continued 


15/0" DOOR, 


WALLBOARD 


INSULATION is stored inside near door. 
Rolls are at left, batts at right. 


-GENERAL 


PAINT is stored close to paint shop. 
Carpeting, left, is in rolls ready to cut. 


£o" DOOR ta!" poor, 


MISC. FINISH 
MATERIAL 


PAINT 
INSULATION WALLBOARD er TRIM 
srr STORAGE 
/ DELOW—»| 


STORAGE CARPETS / 


v 


REPAIR 
ARER 


[а= SMORAGE IN OVEKHB 


EQUIPMENT. 


EQUIPMENT 
1440” X 60'-0* 


CATWALK 


PLYWOOD 
(FLATON EDGR) 


CLOSET DOORS 
& NISC 
BULK ITEM 


PAINT ROOM 
sto" x S240" 


PRE-HUNG DOOR 
ASSEMBLY 


7-0 DOOR. 


STORAGE SHED 


PAVED YARD 


WALLBOARD is stacked in 
fork life sized piles. 


MAINTENANCE SHOP has tools and 
supplies for all servicing of machinery. 


EQUIPMENT SHED protects machines 
likely to be damaged by weather. 


2X6 TRUSS LUMBER 1 


LUMBER (ог partitions and trim is in 
bins, Inventory can be judged at a glance. 


Schmitt's warehouse provides a cost-saving on-site inventory of all his materials... 


Schmitt's warehouse is laid out to cut handling costs. The 
Jalfco facility also permits the economies of volume purchasing, 
but, argues Schmitt, this is only part of its value. 

“When we first started buying in quantity," says Schmitt, “we 
quickly saw that all we were doing was having our materials 
dumped in different places. We didn't have control of them, and 
we handled them too many times after we got them. That was a 
huge waste of money." 

As the plan and pictures above show, Jalfco is laid out to 
avoid this waste. Specifically: 

Materials are stored so that inventory can be taken by eye. 
Stacks and bins are open so that Jalfco's superintendent or the 
purchasing agent can walk through the building and yard and 


tell at a glance what materials need reordering. This eyeball 
control is fast, eliminates most paperwork. (Schmitt buys most 
materials in 10-house quantities, tries to keep ten houses ahead 
at all times. For special items, and particularly advantageous 
buys, he may buy in 30- to 40-house quantities.) 

Materials are stored so they can be moved by power equipment. 
Schmitt's two forklifts are vital to Jalfco's operation, and most 
materials are banded as packages and palletized. (Schmitt takes 
his pallets on deposit from suppliers, pays extra to get good 
ones that will stand up under fast handling.) Lumber is stacked 
diagonally so forklifts can reach each pile. This planning has 
cut Schmitt's materials handling costs to the bone. “We used to 
handle a stud six times before it was in place," says Schmitt. 
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200 ot — ]— —À 


PRECUM 
PANEL 


PREFINISHED PLYWOOD is stored 
vertically, sheathing, right, flat. 


FABRICATION ARER 


TRUSS 


WEB 


Гола 


00-0" DOOR, 


PANEL 
SHORTS 
= pase = 


| 
ec 


18'0"DOOR, 


- 


RADIAL SAW 


2x4 TRUSS LUMBER 


FRAMING LUMBER is stacked outdoors according to 
length. Diagonal piles let a forklift maneuver easily. 


“Now we handle it just twice—once as a stick of wood, and once 
as part of a finished panel.” 

Materials are stored so they speed up fabrication, While most 
materials go directly from Jalfco to the building site, some— 
principally framing lumber and plywood—are first built into 
panels and trusses. Some of these items go into components as is, 
since Schmitt buys pre-cut studs and most panels are made from 
full plywood sheets. Long truss members are cut on the truss jig. 
But some pieces, like jack studs and truss web members, must be 
cut before they are stored. Schmitt stores them on dollies (right, 
above) which pick up the pieces at the saw, store them in out-of- 
the-way corners until they are rolled directly to the panel and 
truss jigs. All shorts and web members are cut to standard sizes 
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and it cuts handling to a minimum by storing materials close to where they will be used 


SHORTS AND CRIPPLES, cut from scrap 2x4s, 
are stored in a dolly according to length. 


is near door so short 


pieces can be cut as lumber is brought in. 


in dolly. 


TRUSS WEB MEMBERS are stored 
Hanging pieces are patterns for standard sizes. 


TO FABRICATION 


and put on marked shelves on the dollies, so no measuring is 
necessary. (Most of Schmitt's panel shorts are salvaged, many 
from concrete forms.) 

Jalfco also provides maintenance space for power equipment. 
Schmitt's operation relies on power equipment (19 different earth- 
moving machines, forklifts and special-purpose trucks), so 
breakdowns would be costly. One end of Jalfco is a maintenance 
shop (opposite page) with a schedule board showing when and 
how each piece is to be serviced. Easily damaged machines are 
stored in a shed outside. 

As noted above, some of the materials stored in Jalfco are fab- 
ricated into components before leaving the building. To see how 
Schmitt's prefab operation works, turn the page. 
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TO FABRICATION 
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FACTORY IN TEE FIELD continued 


дъ Е EM ESO ган) ИНИ С: 
PANEL JIG is two lengths of channel iron fast- DOOR PANEL is assembled in jig. Nailing is BUILDING PAPER is peeled off roll and nailed to 
ened to floor, with lines marking stud spacing. easier on floor than on a table, and no time is framing. Sheathing (foreground) is brought into 
Here, corner post is set into position, wasted in walking around a table. fabrication area from warehouse as needed. 
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“RUSS ASSEMBLY 


£j ----- 


FAINT p JC PREHUNG — 
DOOR, [1 
ROOM c 


SPRAY PRIMING of windows is done in 
paint shop. Windows are hung on drying 
chains attached to ing racks above. 


DOOR HANGING JIG was built by 
Schmitt's men. A finished prehung door 
can be turned out in seven minutes. 


Schmitt's fabricating process requires few men and a minimum of costly equipment... 


Basic to Schmitt's fabricating process is flexibility. Reason: 3. Some of the labor of Schmitt's work force can be stored ир 


he builds no two houses alike. Thus he standardizes his produc- via the trusses and panels workmen make in bad weather. In 
tion systems but does not standardize the components he builds. good weather there are only two or three men in Jalfco's fabri- 
As the pictures above show, his jigs are easily adjusted to different cating crew—not enough to keep up with site work. In bad 
panel and truss sizes. And they are so simple that he was able weather framing crews who cannot work outside move into Jalfco 
to build them himself, or have them fabricated locally. and build components for houses to be completed later. 
Schmitt’s in-plant fabrication is based on three principles: This labor-storage principle influenced Schmitt's fabricating 
1. Some parts of a house (trusses, panels, doors, etc.) can be methods. For example, the truss jig is designed for a three-man 
built much more efficiently with fixed plant equipment, and can team. But as many as five men or as few as one man can also 
be moved to the site more easily as components than as pieces. build trusses with only a small drop in efficiency. One big divi- 
2. Some components can be built more cheaply than they can dend: Since Schmitt can build regardless of the weather, he does 
be bought. For example, Schmitt can build a 26’ truss for about not have to lay off men, can thus keep an experienced work 
$8—less than half what he would pay a fabricator. force together the year round. 
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PANELS are piled outside door to await forklift. 
Entire panel is sheathed; window cutouts will be 
made after panels are erected. 


TRUSSES for one house are racked on trailer (which Schmitt 
built for $275) re: to site. Boxes behind jig 


(left) hold gusset plates and special clinch nails. 


E 


WINDOWS AND DOORS are put in 
phase boxes for forklifting to site. Can- tools, nails, shelf brac 
vas cover protects them during trip. 


Packaging materials and tools is vital to Schmitt's system. 
It is by far the most important part of the Jalfco operation. The 
pictures above show how all materials, tools and components for 
a specific site job are packaged into units that can be moved from 
Jalfco to the job by forklift, truck or trailer. 

Schmitt's packaging principle has two aims: 

1. To make sure all crews have everything they need to work 
with all the time. All components, tools, and materials for a job 
are waiting at the site when Schmitt's men arrive; they don't even 
need the traditional tool boxes. And since they now wear standard 
uniforms, they could theoretically show up in the morning in their 
underwear and be ready to go to work. 


2. To keep supervisors free to supervise. Schmitt's foremen used 
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SLAB PACKAGE holds all tools for the job, includ- 
ing nail aprons. Tubing and wiring to go under 
the slab also are included. 


FOUNDATION PACKAGES hold tools and moterials for stak- 
ing out (front box) and trenching (rear box). Jalfco crew 
stocks boxes according to lists on covers. 


TRIM PACKAGE has shallow shelves in front for 


other trim hardware to finish out the house. 


All materials and tools are assembled at the warehouse into easy-to-move packages 


WHEELBARROW and pre-assembled 
corner blocks fit in compartment 
in rear of box. 


пекат green 
posten m 
Come PARS. мени 


TO SITE 


TRIM LUMBER is placed in full length 
shelves behind hardware storage. Sheet 
material is on bottom shelf. 


vent hoods, and all 


to be responsible for the ordering and delivery of all materials 
for their jobs. Now they are completely free of it, and both the 
speed and efficiency of their operations have risen. 

Two types of unitized packages are assembled in Jalfco: 

Custom packages, including panels, trusses, windows, etc., for 
specific houses, which must be made up from control schedules. 

Standard packages, covering foundations, slabs, partitions, trim, 
etc. for any house. The items and the tools are put into what 
Schmitt calls “phase boxes" (above) with more than enough 
material for most houses. When the site job is finished, the phase 
box is returned to Jalfco and restocked according to a fixed in- 
ventory list. To see how Schmirt moves these and other unitized 
packages to the site, turn the page. 


69 


——— 
TO SITE 


TO SITE 


TO SITE 


FACTORY IN THE FIELD continued 


FORKLIFT TRUCK picks up a packaged load of 
materials ready for site delivery. Wide warehouse 
doors permit passage of big loads. 


WALL PANELS are picked up at the fabri 
shop door where they were piled immediately 


after assembly. brick veneer walls. 


E^ 


SPRAY-PAINTING TRUCK is equipped with a two-cylinder compressor 
powered by the truck's engine. A scaffold top above the body makes it easy 


for painters to reach high sections of the house, 


Materials handling machines work best with packaged loads. 
The driver of a forklift, for example, does not have to run back 
and forth from the warehouse to the construction site with sepa- 
rate loads of materials. He delivers one phase box, and returns it 
to the warehouse when the job is done. In just two trips he has 
provided a construction crew with all the tools and materials 
necessary for its phase of work. 

Schmitt’s machines do more than haul materials from ware- 
house to site. They also help speed on-site construction. Here is 
how: 

1. Machines virtually put materials into a work crew's hands. 
Pallets of block, for example, are trucked around the foundation 
and unloaded block by block at the places where they will be laid. 
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ting MASON'S TRAILER holds all tools, horses, and 
scaffolding needed for chimneys, fireplaces, and 


From his factory to his sites, all Schmitt's materials move on wheels... 


Ре 


HEATING TILES piled on а fenced pallet are taken from 
the outdoor storage area. Tiles are delivered to Schmitt on 
pallets to cut out intermediate handling. 


PLUMBING TRUCK has pipe racks outside, bins 
for fittings, tools, and a complete workbench 
inside the box body. 


PARTITION BOX is forklifted back to Jalfco for restocking. 
Some lumber is left over because box was deliberately over- 


stocked to be sure field crews did not run short. 


And roof sheathing is both delivered to the house site and lifted 
up to the sheathing crew by a high-lift fork truck. 

2. Machines are used as self-contained workshops. A plumbing 
truck, for example, carries all pipe, fittings, and tools needed for 
roughing in. Since Schmitt's plumbers work on just one house at 
a time, the mobile workshop can stay there until the job is done. 
And Schmitt has a special truck for exterior spray painting. It has 
a built-in compressor that is run by a power takeoff and a top 
rack that serves as a scaffold for painting cornices and gable ends. 

3. Machines hold material and tools for ready on-site use. For 
example, trusses and gable ends are delivered in a special trailer 
which feeds them to framing crews in the order in which they are 
set. A smaller trailer carries tools and scaffolding used by masons. 
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necessary to install heating ducts. 


ceti 


the house through which they will be carried and erected. 


MORTAR PACKAGE includes an open box for sand, a closed box for 
cement bags, and a concrete mixer. Boxes are carried by a forklift 
truck, and the mixer is towed behind the truck. 


4. Machines are even used to get rid of building refuse. Dis- 
carded dump truck bodies, bought for $20 apiece, are placed at 
each building site to consolidate all scrap. Flammable material 
is burned, and when the container is filled, it is forklifted away 
and dumped. Nearest municipal dump is several miles away, so 
to save time Schmitt dug his own refuse pit on the site. It will 
be filled in when the project is finished. 

Finally, to tie his whole operation together, Schmitt has a 
communications system between his factory and his building sites. 
Field telephones are tied to the subdivision's permanent under- 
ground wiring system. This lets field supervisors coordinate their 
work closely with the factory operations and get materials delivered 
precisely when they are needed. 
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TILE PALLETS, spotted around the foundations, reduce walking done 
by slab crews, Phase box, center, holds all of the tools and materials 


FRAMING COMPONENTS, including trusses, left, and wall panels, 
right, are piled next to the slab. Trusses are placed near the end of 


and are placed close to the points of use to save time and motion at the building site 


FIELD TELEPHONES are installed at strategic points around 
the site so field supervisors can easily contact the warehouse. 
Phones are connected to the site's underground circuits. 


SITE REFUSE is collected and burned in old 
dump truck bodies (rop), then thrown into an 
on-site pit (bottom), which will be filled in. 


FROM FOUNDATION TO FINISHED HOUSE Schmitt is now building on site 
faster, more efficiently, and at lower cost because of his factory in the field. 


answer; 


Building entrepreneurs are learning that housing is 
no longer a one-man show and that they need a whole 
group of professionally-trained people to perform the 
many highly specialized housing jobs. How can build- 
ers get maximum return from the professionals they 
so badly need? Here is one successful builder's 


BUILDER 
Matt M, Jetton 


ARCHITECT 
Mark Hampton, МА 


President, Sunstate Builders Inc. 


Housing professionals pay off best 


Builder Matt M. Jetton (above, left) who 
makes that statement, can back it up with 
a remarkable sales records in one of the 
sickest U.S, housing markets, Tampa. 

Jetton, president of Sunstate Builders 
Inc. (75-houses-a-year), used the distin- 
guished team of professionals standing at 
the table with him on his most recent 
promotion house (cover and p. 74). The 
payoff: The house won a top design award 
for the architect, a top merchandising 
award for the builder; it helped sell 3 
houses averaging $29,000 while it was 
being promoted and immediately after- 
wards; it produced a wealth of local pub- 
licity for the subdivision where it was 
built; and, as important as anything else, 
it sold the first week it was offered for 
sale—right after the promotion. 

Jetton’s use of talented professionals on 
the promotion house was not a one-shot 
effort. His Carollwood subdivision, 
which won a top land-planning award in 
1962, is a full-blown product of profes- 
sional teamwork: It was planned by a 


s 
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professional land planner and involved 
the work of a score of architects, land- 
scape architects, and 
(see p. 76). Jetton has his own realty firm 
which handles all his new sales and resales. 
Like many builders, he works closely with 
his mortgage lender—First Federal s&r. of 
Tampa. Says First Federal's executive vice 
president, Joseph W. Dalton: “We're so 
convinced that Jetton's concepts are sound 
that we've invested more than $7 million 
in mortgages at Carrollwood. It can't lose." 

Jetton and his professional team exem- 
plify a powerful trend in housing: 


interior designers 


More and more builders are using more 
and more professionals. Examples abound: 
* Last year big Builder William J. Levitt, 
who had handled most design and planning 
problems within his own organization, re- 
tained noted Architects George Nemeny, 
George Nelson, Donald Lethbridge, and 
Carl Koch as consultants for his ever- 
widening operation, which now includes 
Long Island (p. 49), New Jersey, Maryland, 


Florida, Puerto Rico, and Paris, France. 
* Rochester, N.Y. Builders Caldwell & 
Cook, eager to retain design leadership 
in their market, have just retained prize- 
winning Architect John Anderson—a move 


urged by their marketing consultant, 
Stanley Edge. 
* Builder Ross Cortese, developer of 


Rossmoor and Leisure World, California's 
most successful retirement community, has 
engaged Collins & Kronstadt, architects, 
engineers, and planners, to plan a new 
community in the Washington D.C., area 
and design a variety of houses for it. 

е The most attractive and successful 
urban renewal efforts in the U.S.—Wash- 
ington's River Park and San Francisco's 
Diamond Heights and Western Addition— 
are prime examples of teamwork by profes- 
sionals and farseeing entrepreneurs who 
retained them. 

е Developers of satellite cities, now 
abuilding from California to Florida, from 
Michigan to Texas, are using the best pro- 
fessionals they can retain: Howard Ahman- 
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LAND PLANNER 
Ernest L. Greene 
Brockway, Weber & Brockway 


INTERIOR DESIGNER 
Robert John Dean 
Paul T. Ward Inc. 


LANDSCAPE ARCHITECT 
Jack O. Holmes 


ARTIST 
Harrison Covington 
1964 Guggenheim Fellow 


when they work together as a team 


son of Los Angeles’ Home Federal sat 
hired Land Planner and Architect William 
Pereira (see p. 86) to plan three tracts 
totaling 10,000 acres in California; Balti- 
more Mortgage Banker James W. Rouse 
hired away William E. Finley, director of 
the National Capital Commission, to plan 
a satellite city for 100,000 residents be- 
tween Washington and Baltimore; T. Jack 
Foster & Sons retained Land Planners 
Ruth & Krushkhov and Landscape Archi- 
tects Royston, Hanomoto, Mayes & Beck 
for $500 million Foster City, Calif 
The list is almost endless. Publisher Paul 
Hornsleth of House & Garden phrases 
the trend aptly when he says, "America 
is on a design jag." 
Says Builder Jetton: “My whole future 
in building is based on the increasing use 
of professionals. Only with them can I 
compete." He recently provided 
space in his own headquarters building for 
Architect Eugene R. Smith and Interior 
Designer Edwina Black because "I need 
professionals closer to my customers." 


office 
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Jetton offers this advice on coordinating 
the work of professionals and making the 
most of their talents: 

"The building entrepreneur—the man 
who holds the check book—must lead the 
team.” How does Jetton lead? He follows 
three hard-and-fast rules: 

1. He makes sure all his professionals 
realize they are working in a competitive 
market: "They must be taught to design 
and plan within a price range and at a 
profit to the builder. An architect with no 
previous experience in merchant building 
takes about six months to learn how to 
design a house that can be built at a profit. 
Too often his initial detailing, for example, 
costs twice as much as standard detailing. 
So in the beginning he must lean on the 
builder to be sure his designs are both 
workable and economical. But eventually 
he designs a better, more salable house." 

2. He spells out his objectives for each 
professional: Does he want a mass-built 
house or an individually designed one? 
Does he want to be right with the market 


or a little ahead of it? Does he need a 
a house to sell quickly or a promotion 
house to draw traffic? 

3. He gets all his professionals together 
at the outset and stresses the importance of 
working as a team: “An interior designer 
can do little about furnishing a room with 
badly-placed windows unless he can make 
his point to the architect at the start. A 
landscape architect can't provide a better 
planting scheme or suggest modifications 
to help marry a house to its land unless 
he gets in at the beginning. No one profes- 
sional has all the answers, but he can give 
better answers when he hears other pro- 
fessional opinions." 

Sums up Jetton: "Professionals, working 
together for a builder, produce far more 
than a better end product. They save his 
time—the most valuable time in his or- 
ganization. And they even help him tap 
new markets, Every 
following that will come out to see what 


professional has a 


he has done. I'm convinced that profes- 
sionals don't cost—they pay." 


To see how they pay, turn the page 
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How professional teamwork 
paid off in a prizewinning 
promotion house 


The house shown above (and on the 
cover) is the first to capture the two top 
awards in the Portland Cement Assn.'s 
Horizon Homes program. One of 72 Hori- 
zon Homes built this year, it was the 
national award winner for both design 
and merchandising. And unlike many 
promotion houses, this one sold fast—in 
less than a week after its promotion. 

In planning the house, Builder Jetton 
had one objective: to project an image 
of his company as a design leader. 

"I wanted a house that represented the 
tops in design," he says, "something people 
could appreciate even if they didn't want 
to buy it so they would come to us when 
they wanted an individual house built." 
So Jetton formed a task force of five 
prominent men (shown on p. 73)—an 
architect, a land planner, a landscape 
architect, an interior designer, and even 
an abstract painter. Then he promoted 
the product of their joint effort with the 
help of his ad agency, Carlson & Co. 
of Indianapolis. 

The payoff: a million dollars in sales 
during and just after the promotion. 

The cost: $23,100 for the house, $3,000 
for the architect’s fee, $6,400 for the lot, 
only $8 for land planning (one lot's share 
of the $6,400 subdivision planning fee). 
$3,200 for lanscaping (including the land- 
scape architect's fee), $7,200 for interiors 
(including the interior designer's com- 
mission), and $400 for a painting. 

The house—which sold for $37,800 
with land—was designed principally of 
concrete in various forms—block for 
walls and columns, brick for facings, pre- 
cast concrete for channel beams and roof 
slabs, poured concrete and terrazzo for 
floors. Predominant forms are inverted 
channel beams supporting roof slabs and 
carrying air-conditioning ducts and wiring. 
Lowered ceilings—under the channels— 
are in the baths, storage rooms, and al- 
coves. Precast slabs spanning the beams 
form the ceilings in all major rooms ex- 
cept the kitchen, which has a dropped 
luminous ceiling. 

Says Architect Mark Hampton: “There 
are infinite variations possible within this 
concept.” 

Says Jetton: “There is infinite potential 
from using professionals in housing.” 
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: Black-Baker 


LIVING ROOM with walls of white concrete brick in stack bond was fur- 
nished and decorated by Robert John Dean, am of Paul T. Ward Inc. The 
painting commissioned for the house, is by Artist Harrison Covington. 


T. att 


FAMILY ROOM, also decorated by Interior Designer Dean, has a free- 
standing bookcase of aluminum standards, prefinished hardboard, and wood- 
grain laminated plastic matching counters and cabinets in kitchen (below). 


d — SPP RE 


KITCHEN was the cooperative work of Designer Dear tect Mark 
Hampton. Sink is out of sight behind laminated-plast ounter which 
Screens a lower utility counter from the family room. Ceiling is luminous. 
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Photos: Black-Baker 


T-SHAPED PLAN centers on the kitchen. Family and living rooms are to 
each side, carport and master bedroom at front and rear. Children's rooms 
are off the family room. Doors and windows are beneath roof channels. 
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TERRACE is off the living room, which opens onto it from under a deep 


overhang formed by one of four inverted channel beams supporting the 
Landscape Architect: Jack O. Holmes 


concrete roof slabs. 
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SEATING AREA of master bedroom was furnished by Designer Dean. 
Low ceiling of closet area and entry to room, right, was created by inverted 


channel beams which house the air conditioning ducts (note register). 


continued 
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How professional teamwork 
paid off in steady sales 
in a top-rated subdivision 


Builder Matt Jetton's Carrollwood com- 
munity (above and right) was named "the 
best residential subdivision for 1962" by 
LIFE and the National Association of 
Home Builders. 

Sales results bear out these accolades. 
Since opening Carrollwood in 1959, Jet- 
ton has sold $8 million worth of houses 
priced from $17,500 to $70,000. His 
community has been featured locally in 
newspapers and nationally in LIFE, 
Parents, and Living for Young Home- 
makers. And other builders have flocked 
to Tampa to see how he does it. 

The answer: professional effort—firmly 
but tactfully coordinated by Jetton. It all 
started when he called in Brockway, 
Weber & Brockway to plan the lakefront 
site. Says Jetton: “Ernest L. Greene [of 
BW&B] had an excellent approach. Before 
he came up with a plan, he made sure 
he understood all my objectives. He asked 
what lot sizes I wanted, what price houses 
I planned to build, what recreation was 
needed. Then he made his suggestions." 
Greene laid out winding streets and took 
maximum advantage of the lakefront. 

Early in the planning, Jetton met with 
his enthusiastic mortgage lender (see p. 
72). He now gets 80% construction 
loans combined with final mortgages, pays 
534 % interest plus a 112% fee. 

Carrollwood's houses—four models are 
Better Homes & Gardens Idea Homes— 
reflect the design skills of more than a 
score of professionals. The roll includes 
13 architects (all АТА members) —plus 
talented Designer Betty Wild O'Neal, 
Jetton's design chief for y 
designers (10 are Arp members), among 
them topnotch professionals like Melanie 
Kahane and Edwina Black, and several 
landscape architects. 

Jetton meshes the work of professionals 
with his own ideas. He insists on sidewalks 
on every street (except along lakefront 
sites) because "they are the sinews that 
knit together a neighborhood." He land- 
scapes lavishly, demands design variety. 
No two houses are alike. Customers tour 
models as samples of what Jetton builds, 
then are introduced to an architect who 
designs to fit their needs. An interior de- 
signer is brought in after the architect 
has turned out a preliminary plan. 


ears—13 interior 
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Sandy Gandy 


LAKEFRONT HOUSES at Carrollwood are individually designed. House on 
the left was a Better Homes & Gardens promotion model by Architect Donald 
H. Honn. House at right is by Designer Betty Wild O'Neal. 


CONTEMPORARY HOUSE, designed by Architect Dean Rowe, has concrete 
block in stacked bond, little glass facing the street. About 1076 of Carroll- 
wood's homes are contemporary; the rest lean heavily to traditional. 


LANDSCAPED ENTRY COURT, designed by Landscape Architect Richard 


Davis, greets visitors entering this house, can also be seen from interior 
through glass walls screened from the street. 
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LUXURIOUS DRESSING ROOM adjoining a master bathroom was decorated 
and furnished by Interior Designer Nancy Warren, who selected colors, 
fabrics, and furniture to create a warm atmosphere, 
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SWEEPING DRIVEWAYS and big trees set off houses, which were sited 
along curved streets by Land Planners Brockway, Weber & Brockway. These 
houses are typical of most seen in Jetton's community. 


: A ie UE m 
COLORFUL BOYS' BEDROOM was decorated by Interior Designer Marice 
Bisson, who used plaid bedspreads, double chest of drawers, and eye-catching 
wallpaper panels. Big closet has plenty of storage for two children. 


continued 
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A panel of experts tell how 
to use professionals better 
—and how much they cost 


“The days of picking your favorite scape- 
goat in housing are gone. You now recog- 
nize each other as economic and profes- 
sional necessities.” 

With these words, House & Garden 
Publisher Poul Hornsleth (above) he'ped 
keynote a joint business-professional semi- 
nar, held late last year in Tampa, on the 
economics of professional teamwork in 
housing. The meeting was co-sponsored by 
the University of Florida, the University 
of South Florida, and House & HoMr.* 
It brought together a panel of experts 
(right) who told 272 business and pro- 
fessional men (almost 40% of them were 
building entrepreneurs, 60% were lenders, 


appraisers, real estate men, interior de- 
signers, landscape architects, and archi- 
tects) how they might better work together. 
"The final authority on what makes a 
better house is actually a committee of 
two experts—known as husband and wife," 
said Publisher Hornsleth. He scored build- 
ers who let draftsmen "splice together a 
composite house" based on mass surveys 
of consumer attitudes and preferences. 
Homebuilders can "benefit greatly" 
from intelligent market analysis, said 
Hornsleth. But the marketing expert can't 
create a better house all by himself. 
Neither, for that matter, can the architect. 
. Landscape architects should do more 
than wince when they pass a raw new sub- 


division devoid of all planting. Their serv- 
ices are much needed. . . . Mortgage lend- 
ers should, as a matter of sound business 
practice, see housing needs in the context 
of today's profoundly changing living pat- 
terns. . . . The American family is entitled 
to the kind of house that can be created 
by an industry that sees the full scope of 
its opportunity. There is incentive enough 
and profit enough for all of you." 

Panelists who followed Hornsleth set 
down some of the ground rules, mapped 
strategy, and weighed the costs of co- 
operative effort. Excerpts from their 
temarks are at right. 


"Participating sponsors: Home Builders Associa- 
tion of npa, Florida West Coast chapters of 
the American Institute of Architects, American 
Institute of Interior Designers, Society of Real 
Estate Appraisers and Producers Council; Florida 
Savings & Loan League, Mortgage Bankers Asso- 
ciation of South Florida, Tampa Board of К. 
tors. 
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ARCHITECT 
T. LENDRUM, AIA 
f Architecture 


of Florida 


WHAT A PRO MUST KNOW: “To work with—not for—a builder, I must 
know his complete operation—his land and how he develops it, what his 
market analysis calls for, how he buys his materials, his relations with his 
subcontractors, the tools he uses, his construction system, and his sales 
policy. Although the man who controls the money can legitimately establish 
final policy, he can get better cooperation if he lets every man on his team 
say 'no' once in awhile. Then the entrepreneur will end up with a group 
working together and a total product—contrary to mathematics—that is 
greater than the sum of its parts." 


Lionel Murphy 


MORTGAGE BANKER 
BROWN R. WHATLEY 


Former President 
Mortgage Bankers Assn. 


Boca Raton, Fla. 


THE PAST PUTS THE PRESENT IN FOCUS: "The emphasis that is now 
being put on better planning and design is recognition of our past mistakes 
and our lack of understanding of the function of good plans and designs 
at à time when there was such a pent-up demand for housing. Even some 
of the best of the past looks pretty bad now. . .. I'm sure ЕНА would agree 
that the big factors in the loss of equities, abandonment, and foreclosures 
аге bad design and construction. . . . А good mortgag like the builder 
and other members of the housing team, wants to see a better job done 
for the soundness of his investment. Both [builder and mortgagee] know 
they need professional help to get a better job.” 


INTERIOR DESIGNER 


JAMES MERRICK SMITH, FAID 
Coconut Grove, Fla. 


BRING THE PROS IN AT THE BEGINNING: “The interior designer can 
take the shell of a building produced with architectural and engineering 
guidance and mold it into usable space that complements both the structure 
and the user's way of life, Some say the interior designer is а quasi-profes- 
sional because he acts like a merchandising contractor [getting his fee from 
the sale of materials] and cannot function as a consultant planner. But too 
often the interior designer is brought in when a rigid format has been 
established, so his work must be subjugated. If he is a member of the 
team at the outset, he can do much to stretch construction dollars. The 
need for him is even greater in merchant-built housing, where buyers are 
unknown, than in custom or commercial work." " 
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LAND PLANNER 


EUGENE R. MARTINI, FASLA 
President 

Martini and Associates 
Atlanta 


WHAT A PRO CAN DO AND WHAT HE CHARGES: “A good land planner 
can help a builder avoid the purchase of unproductive land, develop the 
optimum number of buildable parcels, keep development costs down by 
avoiding excess grading and drainage. He not only helps the builder develop 
readily marketable house sites but 
reliability with the local planning agencies. What does he charge? We charge 
from $2 to $10 an acre for master planning, up to $50 per house for plot 
plans, Some charge more, some charge less. You can even get much of 
your planning done free by a government agency, but you only get what 
you pay for." 


also helps him develop a reputation for 


MANUFACTURER 


JOHN EELS 
Director 

Architectural Services Dept. 
U.S. Plywood Corp. 

New York City 


DESIGN IS EVERYONE'S BUSINESS: “We long ago learned that the way 
to get a position on the housing team was through design. Design is no 
longer good for business; design is the business, The manufacturer has 
learned certain basic truths. First, his products must fit housing architec- 
turally; he cannot sell dimensional products any more; the product must 
fit the entire housing concept. Second, the product must fit house ei 
nomically; we must add value without adding cost. Third, we must not cuss 
the builder, but find out what we can do to serve him. It's as simple 
that, and anything theoreti 
won't hold water." 


MORTGAGE LENDER 


E. ALBERT PALLOT 
President 

Biscayne Federal S & L Assn. 
Miami 


A FUSION OF EXPERTS IS NEEDED: "When housing growth began to 
slacken in Florida, and there were hundreds of unsold homes, we deter- 
mined to set up an architectural advisory board to check on the housing 
we financed. We got five outstanding Miami architects to scrve because we 
told them this was a community problem—not a problem peculiar to us. 
Now we insist that builders come to us with architect-drawn plans. The 
board looks over the plans and shows how land planning could be im- 
proved for better viewing, how to make apartments soundproof, why closet 
space should be increased, why balconies should be expanded. The service 
is provided free. The results are amazing. We need a fusion of experts to 
produce better housing." 
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BUILDER-DEVELOPER 
EMIL HANSLIN 

Emil Hanslin Associates 
Developers of New Seabury 
Cape Cod 


HOW AN ENTREPRENEUR WORKS WITH PROS: "In marketing houses 
today, talent is the key, The master key is the ability to exploit talent wisely 
and well. Treat talent as it should be treated. Pay for it: we pay the 
recommended 6% ata fee plus 3% for supervision plus $75 royalties for 
prototype houses that can fit different design and family conditions. Respect 
it: learn to appreciate architecture, interior design, and landscaping—and 
how they bear on a house. Expose the pros to their peers: we seat several 


architects together, and we've been spared many real goofs by getting an 
interior designer early in the game. Those of us in business ten years from 
now will have learned best how to exploit the talents around из.” 


APPRAISER 


PERCY E. WAGNER, MAI 
Senior Vice President 

St. Paul Federal S & L Assn. 
Chicago 


e bus 
are dealing chiefly with people, not bricks and mortar. So an appraiser's job 
is to analyze how a building, a subdivision, or a community is created to 
satisfy the needs and desires of people, some still unborn, Our analysis 


ness you 


includes not only the economic life of an individual building but the eco- 
nomic life of the surrounding neighborhood—created by 
planning, with good or bad architecture, and with good or bad interior 
design. We must see if obsolescence is projected into the new building—not 
so much because of physical deterioration as by the attitude of people 
toward the thing that was created.” 


ood ог bad 


REALTOR 
CHARLES K. CHEEZEM 
President 


Charles K. Cheezem Inc. 
St. Petersburg 


A 
A TEAM MAKES HOUSING AN INDUSTRY: “The biggest single factor in 
the emergence of housing as an industry is the team concept. Years ago, 
when we had all the business we could handle, we didn't take the time to 
offer our services, explain them, or say what we could do for a fee. Today 
we must. Builders could make an ideal swap with Realtors by exchanging 
what they know about selling new houses for the Realtors' help in selling 
trade-ins. Manufacturers must learn more about the builder at the grass roots 
level: what new products he needs to cut costs, how to help him sell, what 
longer warranties can mean to him. Architects should visit builders and 
sell their services. Realtors should contact builders about selling some of 
the houses they build in scattered locations." 
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Who's to blame 


for the 
building code mess? 


In an earlier time, when transportation was rudimentary and construction, like 
almost everything else in American business and industrial life was a largely local 
affair, building codes took the legal shape they retain today: locally controlled. 

This legal heritage is, of course, reinforced by the U.S. Constitution, which re- 
serves to the states powers not granted the federal government. Most states (New 
York is the conspicuous exception) have left building codes wholly to their local 
governments. The diversity of building regulations thus spawned— some 5,000 local 
codes across the U.S.—has become today's code mess. We are not here concerned 
with wasteful provisions in codes. It is more than 40 years since Herbert Hoover, 
then Secretary of Commerce, told Congress that waste written into local codes was 
adding a needless 10% or 20% to the cost of new housing. It is still so. But this 
waste is far overshadowed by the wasteful cost of diverse codes. For this diversity 
denies the building industry the giant cost savings of standardized production. 

At the top of the heap of code regulation lie the voluminous pages of the four 
model codes: the Uniform Building Code, sponsored by the International Conference 
of Building Officials; the Basic Code, sponsored by the Building Officials Conference 
of America; the Southern Standard Building Code of the Southern Building Code 
Congress; and the National Board of Fire Underwriters’ code. 

These model codes give the illusion of uniformity where little exists. An NAHB 
survey of 900 cities with more than 10,000 population showed that while over 7096 
of them based their codes on a model code, almost all had modified the models to 
their liking. 

Since the Twenties, the story of building codes has been one of effort after effort 
to wrest standardization from this costly chaos. The federal government tried in the 
Twenties, and came closer than anybody else has since. As regional code-writing 
bodies, with voting control in the hands of local building inspectors, came into being 
through the Thirties, Forties, and Fifties, at least a dozen attempts were started to 
standardize their separate building codes in keeping with the rapid industrialization 
of housing. AII have failed. 

What lies behind this repeated pattern of failure to unify technical provisions that 
could save U.S. homebuyers and renters hundreds of millions of dollars a year if 
translated into industrial efficiency? Quarrelsome factions and petty jealousies have 
played a big part. But almost everybody is to blame for today's building code mess— 
industry, building officials, the public. Manufacturers have helped promote confusion 
as they vie for code favoritism to help sell particular materials. Building officials have 
maintained disunity via competitive proprietary regional codes. The public has watched 
in largely silent apathy. 

As Winston Churchill has said, it is not the men who are evil; it is the law or, in 
this case, the lack of law or a voluntary substitute for law—a technical performance 
standard to which, in the words of George Washington, “the wise and honest can 
repair." 


How we got into the mess is the subject of the following article, written for HOUSE 
& HoME by one of the nation's top code men. It is the first of a series. 
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Why we don't have code uniformity—even though 
industrial logic and most experts agree we need it 


Thousands of cities in the United States operate under one 
or another of the four basic building codes. But there is little 
or no uniformity, even between any two cities using the same 
code. Confusion is piled on confusion by a multiplicity of code 
revisions even in the strongholds of the code groups. And the 
code groups compete continually to enlarge their strongholds 
and drive out rival codes. 

Can today's code chaos give way to code uniformity? The 
answer is No, not until dedicated public interest takes the 
leadership and follows through. Why public interest? Because 
both code people and industry have demonstrated clearly that 
they cannot (and often don't want to) achieve uniformity. The 
roots of the code mess they planted go back to the beginning 
of the century. 


The first national code, by fire underwriters, 
limited its focus, and failed to sweep the field 


From 1905 to 1927 only one building code was proffered to 
the U.S. for nationwide adoption. It was sponsored by the 
National Board of Fire Underwriters. Its main objective was 
then, and is now, the reduction of insurance claims and losses. 
Through the years it has made fire prevention a science. NBFU 
and its affiliated National Fire Protection Association have 
kept the nation supplied with standards for such items as 
sprinkler systems, flammable liquids, fire doors, and protection 
of openings. But many code experts contend NBFU has also 
imbued the term fireproof with a false security. As Maurice 
Webster, writing in the Atlantic Monthly in 1946, said: “Fire- 
proof is a very reassuring term when you don't know what it 
means .. . Had you been on the 19th floor of the LaSalle 
Hotel on the night of its great fire last June (1946), you could 
have taken comfort in knowing that the fire could rage up to 
a temperature of 2,000F. over a period of four hours before 


ABOUT THE AUTHOR 

Few in the nation have watched the bat- 
tle for code reform and unification at 
close range longer than Harold Fred- 
crick Tom Colling. 

Colling, code consultant and head of 
American Building Code Publications in 
Pasadena, Calif., was for 23 years (1938- 
61) the chief staff executive of the larg- 


est of the model codc groups, the 
International Conference of Building 
Officials. 


London-born, Colling came to the U.S. 
in 1908, fought with the лев in World 
War I. After many years in title insur- 
ance work, he joined 1cmo (then known 
as the Pacific Coast Building Officials 
Conference) in 1933, as did his wife, 
who was сво publications chief for 
years and who co-authored this article. 
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By Hal Colling 


any danger of failure in the supporting columns. That no one 
could have survived such an ordeal is beside the point.” 

NBFU had virtually a clean sweep of the standard code field 
until 1927, when the lumber industry organized to fight NBFU 
restrictions against use of wood, and brought out its own code 
covering recommended uses of wood in structures. The same 
year Pacific Coast Building Officials Conference (later 1cBo) 
brought out its first edition of the Uniform Building Code. 

Since the underwriters had the first proprietary code and 
more funds than other groups, they might have established a 
building code laboratory to develop basic codes and standards. 
But NBFU, fearful of jeopardizing its own priorities by such 
an approach to the code problem, refused to draw in other 
code groups. Some were welcome to sit in but had no power. 
So this early opportunity for uniformity went by the boards. 

Even today, the underwriters exert strong influence over 
codes across the U.S. For, as at least one code group has 
formally complained, fire underwriters sometimes threaten to 
impose higher fire-insurance rates on cities whose building 
codes do not conform to NBFU standards, Yct experts disagree 
over the validity of some NBFU standards. 1cBo, for example, 
has challenged deficiency points assessed against cities NBFU 
thinks have inadequate fire-alarm circuits. With universal phone 
systems, alarms are needless, ICBO argues. 


Herbert Hoover, as Commerce Secretary, 
started to write a national code but failed 


Right after World War I, the postwar depression stimulated 
studies that might turn up ways to beef up the building 
industry. The 1920 Senate committee on reconstruction and 
production reported that "the building codes of this country 
have not developed upon scientific data but rather on com- 
promise; they are not uniform in practice and in many 
instances involve an additional cost of construction without 
assuring more useful or more durable buildings." 

Herbert Hoover, then Secretary of Commerce, appointed a 
building code committee of seven nationally known architects 
and engineers to draw up definite requirements and recom- 
mendations that could be used by any commumity in pre- 
paring local codes. The committee worked closely with the 
National Bureau of Standards until 1933 when its work was 
turned over to ASA which thereupon formed with NBs the 
Building Code Correlating Committee. 

Neither Commerce nor Asa developed a national building 
code. They might have in the '20s (when no building officials 
group had yet written a code). The original committee plan, 
subject to the same pulling and hauling that has beset other 
eflorts, became a series of eight reports suggesting elements 
of codes which localities could adopt. Many did so, and the 
work of Hoover's experts was adopted as the basis for the 
1927 PcBoc code. 
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CODE MESS continued 


Producers of materials, fighting for a bigger share 
of the market, have abetted disunity 


It is no wonder that building codes have become a battleground 
for the makers of materials that supply the $60 billion construc- 
tion industry. For it is the nation's largest—accounting for 
1046 of the nation's total output of goods and services. And 
provisions of building codes—even obscure and technical ones 
—can make a crucial difference in sales—and profits. So the 
pressures of competition have historically led building materials 
manufacturers to seek the broadest code acceptance for their 
products that they can manage. Sometimes, they have sought 
and won a coveted edge for one material at the expense of 
another. 

Such efforts seem the essence of free enterprise, at least on 
the surface. In building codes, the trouble is that the industry 
lobbies have come to dominate their regulators, the building 
officials. When industry lobbies become so strong that they 
serve to prevent new materials from winning code acceptance, 
while pushing through approvals for their own materials, code 
groups should review their methods. But they haven't. In fact, 
some code bodies tacitly accept the premise that industry 
should control the code. 

The result so far of a generation of battles over codes by 
materials interests has been 1) gradual acceptance of new 
materials and methods like light steel, plastics, and fire-re- 
tardant-treated wood, 2) a proliferation of code diversity and 
complexity with all its countless costs to buyers of building. 

Battle lines are usually drawn between combustibles and 
noncombustibles. How Balkan these internecine skirmishes can 
become is illustrated by what happened after publication in 
January 1957 of suggested revisions to PcBoc’s Uniform Build- 


ing Code to permit use of plastics. The impending move made 
two warring factions of the lumber industry—heavy timber 
and fire-retardant treated wood—close ranks and join steel 
in fighting the common enemy, plastics. (Until that time 
each of the lumber factions claimed the other was too com- 
bustible to be used in certain noncombustible ways.) In 
spite of close cooperation among various industry lobbies, 
plastics did gain a toehold in the usc in 1957. Lumber has 
since used its new unity to gain noncombustible acceptance 
in three of the proprietary codes and a toehold in a fourth. 
But lumber had to battle gypsum and steel all the way to do it. 

When New York's State Building Code Commission was 
created by Gov. Thomas E. Dewey in April 1949, industry 
lobbies of almost every stripe made common cause against it. 
Clearly they would not be able to influence a state code com- 
mission easily. Their attitude was summed up in this letter by 
B. L. Wood, code consultant to the American Iron & Steel 
Institute, to the New York Sun, May 2, 1949. 

“The state law, in effect, voids all local building codes and 
local regulations," wrote Wood [incorrectly], “and substitutes 
for them state regulations as yet unwritten . . . Unless a city 
can take local legislative action to abrogate the state building 
requirements within 30 days of their publication, it auto- 
matically surrenders its privileges to the state . . . What as- 
surance do we have that the [state] regulation will not repeat 
inadvertently the errors which appear in [New York's 300 
or more] municipal codes, or introduce still more serious 
errors?" 

The first slice of the New York code—covering one- and 
two-family dwellings—was promulgated in the fall of 1951. 
In-fighting became intense and it wasn't until 1956 that the 
rest of it was completed and put to use. 


Building officials, left to cope with the chaos, have remained divided 


There are two reasons: 1) There are almost as many different 
viewpoints and interests among building officials as in industry; 
2) Industry lobbies, nudging and beguiling underpaid officials, 
keep differences between officials at a fever pitch. Agencies 
established years ago to draw code groups and officials to- 
gether have foundered on the lack of strong leadership among 
officials. 

Efforts by code men themselves to unify codes go back 
more than 50 years. In 1912, F. W. Fitzpatrick, executive 
officer of New York's International Society of State and 
Municipal Building Commissioners and Inspectors (the first 
director of a building officials’ organization) proposed national 
uniformity in building codes. He suggested his code as a basis 


for agreement, but promptly ran afoul of what he called "power 
wielded autocratically" by the insurance business. His experi- 
ence foreshadowed what has happened again and again. In 
1915, the Fitzpatrick organization went into oblivion. 


1922: Pacific Coast group starts 
a new pattern of private regional codes 


Following the example set by Herbert Hoover's work for better 
codes (see p. 81), Pacific Coast building officials formed 
their own conference, PcBoc, in 1922. The eight standard 
reports of the Hoover effort became the starting point for its 
Uniform Building Code. In 1925, the conference hired J. 


U. S. CHAMBER OF COMMERCE'S EFFORTS TO PROMOTE CODE UNITY PRODUCE MUCH TALK, LITTLE RESULT 


In 1944, the U.S. Chamber of Commerce 
set up a Construction Industrial Advisory 
Council under leadership of the late F. 
Stuart Fitzpatrick, its manager of construc- 
tion and civic development. ciac aimed at 
solving the building-code problem. Some 
235 persons attended its first meeting in 
1945, giving rise to new hopes for unifica- 
tion. But little developed. 

In time, САС turned to writing a booklet, 
Building Codes and Construction Progress, 


and tapped B. L. Wood, code consultant of 
the American Iron & Steel Institute, as 
author, with a review committee of other 
trade group leaders. In 1951, as a condition 
of using PCBOC's name on the booklet as a 
sponsor, PCBOC's President Arthur G. Hoefer 
asked for revisions. Among other things, he 
asserted: “Co-operation between building 
officials’ organizations cannot be had as long 
as industry fosters the 'competitive spirit" 
thus encouraging jurisdictional and organiza- 


tional rivalry." And he complained that 
model code groups were unequally repre- 
sented on the Joint Committee on Unifica- 
tion of Building Codes (which the chamber 
later propped up with $20,000). Revisions 
were not made, and relationships deteriorated. 

On paper at least, ciac lives on. Only last 
spring, it issued another manifesto asserting 
that the remedy for today's code chaos is 
wider adoption of one of the four proprie- 
tary codes because it "promotes uniformity." 


D 
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Everett Mackie, chief building inspector of Long Beach, as 
its first fulltime manager. Mackie guided publication of the 
first Uniform Building Code in 1927. In 1929 he was hired 
by the National Lumber Manufacturers Association to repre- 
sent it on the west coast while he rented office space from 
PCBOC. Under pressure from other industry members, Mackie 
left PcBoc offices after producing its 1930 code. Both that 
edition and the 1933 edition were considered pro-lumber by 
other industry lobbies, but lumber dominated western building 
and UBC's authors felt no particular concern. 

I took over publication of the code in 1937 and suggested 
that pcsoc form a study committee with all industries repre- 
sented. Some ground was gained but lumber industry pressure 
was enough to keep most of the coveted edge wood had in 
1930; light steel was kept out of the 1937 code. But by 1940 
we opened up the code to light steel and glass block. 


1939: Rival code group considers, then 
rejects use of Pacific Coast Code 


By 1939, the Pacific Coast group's Uniform Building Code 
had penetrated the east of the United States: There were no 
less than 50 adoptions of the ugc in 18 eastern states. Still 
with the objective of a national uniform code in mind, the 
west coast group under President L. Harold (Pete) Anderson 
(now a vice president of Pacific Gas & Electric Co.) offered 
its code to the Building Officials Conference of America, to 
be maintained jointly by the two groups through a Uniform 
Building Code Association. 

BOCA, which had been formed in 1915 but had no code of 
its own, at first reacted favorably to the proposal. In a matter 
of days, Boca changed its attitude, turned thumbs down on the 
proposal. Why? According to Boca’s late president, Louis 
Clousing, ВОСА board members listened to a 24-hour barrage 
of bull session comment from industry representatives. Samples: 
“Why don't you have your own code?" “You are the national 
organization. Tell them to stay in their own backyard." 

To PcBoc members, the same interests said: “Why do you 
want to cooperate with BocA? They have nothing. You have 
a code—and research. Why share it with Boca?” 


1944: a second try at code uniformity 
is rejected by one of two rivals 


By 1944, the Uniform Building Code had been adopted by 60 
major cities in the East, Midwest, and South. PCBOC again 
sounded out BocA anent cooperation, noting in a resolution 
that the two groups "have identical aims." In an initial reply, 
BOCA's president, the late Walker S. Lee, said that the matter 
was being referred to Boca’s executive board. We took this 
to be encouraging and promptly set about organizing a Uni- 
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form Building Code Association which could handle joint 
work. But Lee's final letter reporting the action of his board 
was a strongly worded reiteration that Boca was the parent 
organization and the west coast group was exceeding its 
prerogative in assuming equality as a national organization. 
(Boca had been formed in 1915, PcBoc іп 1922; but at this 
time BOCA had no code.) 


1945: a first effort at one code under ASA 
meets defeat at the hands of industry 


The West Coast code group next approached the American 
Standards Association in 1945 with a plan for code uniformity. 
ASA would compile and publish industry construction standards 
for adoption by reference (i.e. without local amendment). 

Building-code requirements would be set by PcBoc's Uni- 
form Building Code (then the only building official code in the 
U.S.)—but it would refer to AsA standards throughout. 

I presented this plan Feb. 8 and 9, 1945 to asa and the 
National Bureau of Standards' Building Code Correlating Com- 
mittee. But ASA action hinges on a consensus of participating 
industries. NFBU, plus representatives of the American Iron & 
Steel Institute, the National Lumber Manufacturers Assn., 
and the Gypsum Assn., dissented. So no action was taken. 


1946: a three-way try for one code, 
including the south, again fizzles out 


In 1946, the first edition of the Southern Standard Building 
Code was published and I was invited to a meeting in New 
Orleans to lead a discussion on cooperation between the 
southern group and the west coast group. The climate seemed 
good: the Southern Building Code Congress had been formed 
in September 1940 and had used the west coast's code as a 
basis for its own code, published in 1945. In 1946 there were 
only 40 municipal members in sBcc. The discussions between 
the southern group and west coast representatives settled on 
the possibility of a joint meeting of the two groups sometime 
in the near future, a meeting to which Boca would be invited. 
Before more action was taken sBcc leaders yielded to the sug- 
gestion that the South should pursue code progress alone. 
Shortly after that, an item appeared in a southern lumber 
journal asking for strong backing by industry groups for “com- 
petitive codes" so no one code group could take over. 


1948: Officials form a coordinating council 
for everything but code unification 


The Housing Act of 1948 triggered another effort at coordina- 
tion. The federal government, for the first time since Herbert 
Hoover had been Secretary of Commerce, took interest in code 
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standardization Title III of the 1948 law charged the housing 
agency to “undertake technical research and studies to develop 
and promote acceptance and application of improved and 
standardized building codes and regulations and methods for 
more uniform administration thereof, and standardized dimen- 
sions and methods for the assembly of homebuilding materials 
and equipment."* In 1948, Leonard G. Haeger, who later 
became technical chief of the National Association of Home 
Builders, was named director of a new HHFA division of stand- 
ardized codes charged with carrying out the Congressional 
mandate. 

This had the effect of prodding Boca into new arrange- 
ments with PcBoc to forestall a federal building code. At the 
time, BOCA had yet to publish a building code while pcBoc’s 
was accepted by several hundred cities. 

PcBOC's С. E. (Gil) Morris, superintendent of buildings 
and general manager of the Department of Building and Safety 
in Los Angeles, a member of PcBOC's executive board, repre- 
sented the west coast group in exploratory talks with BOCA. 

The plan that the rcBoc headquarters staff wanted Morris 
to present would: 1) set up the American Society of Building 
Officials as the coordinating council; 2) alternate the presi- 
dency among participating groups—(the southern group might 
join them), 3) promote welfare and prestige of building offi- 
cials; 4) present a united front to industry; 5) encourage uni- 
formity in building codes; 6) provide a publishing facility to 
serve both, or all three groups. 

Morris's chief contribution was to eliminate point five—uni- 
fication of building codes. The plan without point five was 
ratified by BOCA and PcBoc in 1948. I was convinced that the 
one thing that could make AsBo work—uniformity—had been 
eliminated. Time records the result. ASBO was born with no 
teeth and after eight years of talk it died in 1956. Accomplish- 
ment: zero. 


1950: with industry-financing, BOCA 
promulgates a new model code 


The first edition of Boca’s Basic Building Code appeared in 
1950 (an abridged version of it for small towns was printed 
in 1948). The drafting job was heavily financed by industry. 
Through Boca's Building Officials Foundation, industry poured 
$135,000 into Boca between 1945 and 1951 (Forum, June 
2919; 

At BOCA's 1951 convention, President Joseph Wolff, husky 
ex-homebuilder who headed Detroit's building department, 
suggested that BOCA and PCBOC set up a joint organization to 


*The language of statute is still on the books, although it has been a dead 
letter since Congress choked off appropriations for this mira research pro- 
gram in 1954, But—significantly—it does give HHFA a legal basis for 
reopening the subject if its administrator chooses. 
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approve new building materials, which would save manufac- 
turers the expense of winning two approvals. From the conven- 
tion floors, PcBoc's Gil Morris replied: “I don't see why not. 
Let's try." Nothing came of the idea, however. And industry 
contributions to Bor gradually dwindled. 


1950's: a joint committee tries to devise 
a uniform code, but fails despite HHFA help 


In February 1949, the Fire Underwriters—who had been left 
out of AsBo—started their own move for code uniformity with 
the founding of the Joint Committee on Unification of Building 
Codes (now called the Joint Committee on Building Codes). 
They invited interested code groups to join in taking over the 
unification function which asso failed to write into its aims. 

Right from the start things got snarled. Most code groups 
joined because they couldn't very well ignore unification when 
the government was threatening to do something about it if 
they didn't, and they couldn't ignore a powerful group like the 
Fire Underwriters. But they didn't like it. In December 1951, 
PcBoc President Arthur G. Hoefer wrote his executive board 
that лѕво not JCBO, should and could handle unification. The 
late Albert H. Baum, 1951 president of Boca, was named head 
of JcBo and at first Boca had four members seated, while 
PcBOc only had one. The presence of HHFA and the insurance 
interests on JCBO didn't make either code group happy. Its 
composition didn't make the Southern Building Code Congress 
happy, either. At a Washington code conference in early 1952, 
SBCC's executive director, the late Marion Clement, observed: 
“We haven't committed ourselves to it because we figured we'd 
stand to lose more than we'll gain. The committee is stacked 
against us." One result: The committee dropped "unificaion" 
from its name (H&H, June '52). 

By 1953, the JcBC reported it had written drafts of code 
sections on definitions, types of construction, design loads, use 
and occupancy classifications, and requirements for steel con- 
struction. But untackled were some of building codes' most 
controversial items: fire-resistance ratings, height and area 
limits, wood and masonry construction. That year, the U.S. 
Chamber of Commerce propped up усвс work with a $10,000- 
a-year grant for two years, mainly to cover travel expenses 
of representatives of the regional code groups to its meetings. 

This was high tide for scBc’s effort. By the end of 1961, it 
had met 37 times; but despite its drafts of elements of a code, 
no suggested revisions to create uniformity had been submitted 
to ICBO. In his final report to Boca last year, Chairman Baum 
lamented: “The most unfortunate circumstance concerning 
JCBC is that it holds only two meetings per year. This makes 
for slow progress . . . The joint committee would be a powerful 
force in combating efforts toward a federal code, but the com- 
mittee would have to meet oftener and be better financed." 
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1958: A new coordinating council forms 
but without plans to strive for code unity 


By this time, ASBO was dead, усвс was moribund. Boca’s AI 
Baum proposed to the 1958 meeting of 1cBo (it changed its 
name from РСВОС in 1956) that a National Coordinating Coun- 
cil of Building Officials Organizations be created to boost the 
welfare of the building official. Nancyboo, as the мссвоо came 
to be known, was a program without a platform. It had no 
provision for code unification, and Baum's plans for it were in 
constant revision from 1958 to 1963, mostly to court the 
Southern Building Code Congress. sBcc has since 1946 resisted 
any attempts to lure it to a joint organization. Southern refused 
to join ASBO or усвс. Nancyboo got звсс by stipulating that 
none of the members would institute code promotion in juris- 
dictions which had already adopted one of the model codes. 
But the code groups don't live by Nancyboo's treaty: They are 
still battling in the other groups' strongholds. 

In sum, building officials have tried and failed to achieve 
code unity. Building officials' ability to perform their code 
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HOW THE MODEL CODES SPAWNED TODAY'S CODE MUDDLE 


function efficiently and in proportion to the power and responsi- 
bility they hold has yet to be proved. The conflicting interests 
of other elements of the building industry disqualify other 
private arbiters. Building officials are left as a group with a 
possibility for dispassionate judgment. But building officials for 
15 years have let the opportunity for leadership elude their 
grasp. Instead, they have let themselves be divided and manipu- 
lated. 

In truth, under pressures of work, the demands of vested 
interests and the lack of money, most building officials have 
little motivation to work for sensible codes or code unification. 
The proprietary code groups face a constant struggle to find 
enough money to kcep the codes up to date with new standards 
and better products. The biggest group, in one recent count, 
had just over $300,000 a year gross income. Another had only 
$77,000 a year and another only $50,000. So only one of them 
had as much to spend, in keeping up-to-date, as New York 
State's code with its $275,000 yearly budget. 

Clearly housing and the public must look elsewhere for a 
solution to the code problem. 


L-SHAPED SWIMMING POOL wraps aroun ass-walled livi yom on two sides. Entry court is between the far end of the living room and two-story wing, 
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in background, with master bedroom downstairs and study-bedroom upstairs. 
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SITE AND FLOOR PLANS show the close relationship of the house 
and lot. All rooms except kitchen, maid’s room, and second-floor 
study have sliding glass doors opening to terraces or interior patios, 


STRIKING DESIGN—AND 
THE IDEAS ARE BASIC 


This opulent house, designed by celebrated Architect 
William L. Pereira for his own family, speaks for itself. 

It belongs to no narrow school of architecture. “I 
decry the chains of idiom," says Pereira. His stunning 
composition in Philippine mahogany and glass, a blend 
of contemporary and classical, is only the third or fourth 
house—he isn't sure which—to spring from Pereira's 
creative drawing board. As befits one of the nation's 
busiest industrial architects (who is also gaining fame as 
a land planner), his treatment of the site is as dramatic 
as the house itself. And although house and lot cost 
nearly $250,000, they show design and planning princi- 
ples that can be used in much more moderately priced 
homes. For example: 

Pereira has made the most of a relatively small lot 
(17,000 sq. ft.) in Los Angeles. A 7' perimeter wall 
yields privacy. Terraces and gravel surfacing make the 
whole site an outdoor living area, and cut upkeep. The 
plan, though large (4,500 sq. ft.) is simple and well 
zoned. Many rooms serve dual purposes. 
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STRIKING DESIGN continued 
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TWO-ZONE KITCHEN is divided by a stub SUNKEN BATHTUB in the master bathroom is flanked by a vanity 
wall with countertop range. Main cooking with undercounter storage. Tub, vanity, wall at left, and dressing 
area is in the rear, eating area in foreground. table are surfaced with mosaic tile. Glass wall faces a private garden. 


Many saleable design ideas 
in the merchant-built housing 
market originate in top cus- 
tom houses. So the ideas at 
right—in Architect William 
Pereira's own home—are well 
worth study by all housing 
professionals. 


BEDROOM BUILT-INS—mahogany to match paneling and louvered BATHROOM BUILT-INS — ceiling-high 
doors—include drawers in foot of the bed, night tables flanking the closet and under-counter storage—match 
bed, and desk. This is study-bedroom atop the master bedroom suite. decor in adjacent study-bedroom, left. 


Do 


DUAL-PURPOSE BUILT INS also form a wall across the at rij is а с center with hi-fi and organ. Left door 


rear of the living room, are set in four 21" x 42" bays, leads to the dining room, right door to an inner patio with 
two of which are shown here. Bay at left is a bar; bay peaked plastic roof, visible through clerestory. 
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Knowing how to talk about acoustics 
is merely the beginning of knowing. . . 


How to sell a sound-conditioned house—easily 


Anybody who has ever tried to sell a sound-conditioned house 
wiil say it is mot an easy job. He will probably say that he had 
to go back to school and learn about selling all over again— 
learn about a very special kind of selling for putting across the 
very special sales appeal of sound conditioning. 

That’s because a builder and his salesmen are up against it 
when they can't sell what most prospects can't easily compre- 
hend and, in most cases, can't even see. Once a house is built, 
sound conditioning is the most hidden "hidden value" of all. 

Still. sound conditioning is becoming as important a new pro- 
motion idea as promoting air conditioning was ten years ago. 
And anybody who had to go back to school to learn how to sell 
sound conditioning will surely say it was worth the effort. 


Says St. Petersburg Builder Charles Cheezem: "Sound con- 
ditioning was the main promotion theme for our model in the St. 
Petersburg Parade of Homes last April. Our sound-conditioned 
house was the first one to sell, out of 16 exceptionally fine 
houses in the Parade. In one week, we sold six more houses from 
the model, more than any other builder sold. And since then, we 
have sold 106 houses from the same model—50^46 to customers 
who took part or all of our optional sound-conditioning package. 
Sound conditioning is a hot idea, but it takes technological know- 
how to build in and a lot of smart selling to put across." 
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Says Dallas Builder I. P. (Ike) Jacobs of Fox & Jacobs, first 
builder to build a sound-conditioned test house (нан, Nov. '62, 
June 63): “The test house was a structural experiment. When it 
worked, promoting the house became a selling experiment. It was 
almost as tough to train our men to sell sound conditioning as 
to learn the building technology for sound conditioning. But our 
selling experiment worked, too. More than 4,500 people came 
out to see our Quiet House the first day. There was so much 
interest we now build all our houses with sound-conditioning 
features from the Quiet House. And in three months we have 
sold 114 sound-conditioned houses." 


Says Omaha Builder N. P. Dodge: "Our sound-conditioned 
house pulled 2.500 people the first Sunday, and for three weeks 
traffic continued at a level much higher than normal. We expect 
to sell 25 sound-conditioned houses within six months. That 
doesn't sound like much, but by pioneering with sound condi- 
tioning, we have enhanced our image as builders oriented to 
new market needs. Our sound-conditioned house also exposed 
buyers to our other models, so sales have been better than nor- 
mal on all of them. But sound conditioning has to be sold in an 
entirely new way. For example. we have now learned that, except 
on Sunday, it's best to demonstrate the sound-conditioned house 
by appointment only." 
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To sell sound conditioning easily, demonstrate it authoritatively 


Thousands of prospects came to see the sound-conditioned 
houses built by Charles Cheezem, Fox & Jacobs, and N. P. Dodge 
because of promises made in the builders’ advertisements, And 
many prospects became customers because specially trained 
salesmen demonstrated that every word in the ads was true. 

For all three builders, the problem of sound-conditioning 
technology was largely solved (see p. 93). But the problem of 
proving that a house was sound-conditioned—and demonstrating 
the benefits—had to be tackled, and tackled hard. 

Item: Fox & Jacobs wanted to advertise that “noise almost 
disappears" and that "sound conditioning will some day be as 
much of a necessity as air conditioning." So Ike Jacobs sent 14 
top salesmen to a psychologist to explore what motivations would 


Jacobs for the idea) and to promise that “you and your family 
can enter a new world of peace and quiet." So he set up special 
sales meetings—three nights in a row—to explore 1) why sound 
conditioning is the most needed new concept in housing, from the 
buyers point of view, since air conditioning; 2) what salesmen 
had to know about the new technology of sound conditioning; 
3) how to demonstrate that technology in easy-to-understand 
terms. For example, when Dodge salesmen demonstrate with 
cutaway displays of sound-conditioned floor construction, they 
emphasize where and why that special construction is located 
("featured in the garage ceiling to insure quiet in all bedrooms") 
and let the technological features of the cutaway virtually speak 
for themselves. 


sell sound conditioning and to develop a sales approach that would 
find the best buyer response. (For a brief summary of these 
motivations see next page.) 

Item: Dodge also wanted to advertise that "noise almost dis- 
appears" (and he is quick to acknowledge his gratitude to Fox & 


Item: Cheezem wanted to advertise that his house was "a 
sound investment," that it was "designed for quiet, zoned living," 
and that it contained very "special sound-proofing features." 

For a glimpse of some of the ways Cheezem's salesmen prove 
those promises, see below. 


The lady never knew she could have 
what she wanted, until . , . 


-.. one of Charles Cheezem's best salesmen demon- 
strated that “yes, indeed, ma'am, your 17-year- 
old son can turn up the television all he wants 
while you and your husband tune up all the hi- 
fidelity records you want." Salesman Ralph Braden 
has already demonstrated (opposite) that the house 
has a sound-deadening acoustical ceiling of mil- 
lions of tiny bubbles. Here are a few of the many 
other demonstrations that sold Major and Mrs. 
Joseph Glass the first sound-conditioned house 
built by Charles Cheezem, sold it first in St, Peters- 
burg Parade of Homes, and helped sell 106 other 
models. Braden not only demonstrates the house 
room by room but also tries to take his prospect 
into a partly-built house to demonstrate sound 
conditioning that is hidden after construction, 


*.,, SOUND-DEADENZD DISHWASHER.” 


Clarke & Brantley Inc. 


* » . DOUBLE STUDDED, INSULATED.” 


Photos: Russell, 


RT ар, adil 
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SOUND CONDITIONING continued 


To sell sound-conditioning easily, display it dramatically... 


And displays of sound conditioning are even more dramatic when 
the salesman can either demonstrate them himself or suggest 
that prospects do so. 

Says R. E. Hancock, sales manager for N. P. Dodge: "Our 
tour of the sound-conditioned house ends in the garagc. There, 
to help salesmen avoid technical terms that most people don't 
understand, we have cutaways of sound-conditioned walls and 
floors, a display of acoustical ceilings, and other visual aids that 
let our salesmen point out the benefits of what we have built in— 
and point them out in simple, everyday language." 

Concurs E. L. Krodel, director of research for Fox & Jacobs: 
"The benefits of sound conditioning, not its technical aspects, 


clothes washer in a closet lined with sound-absorbent pegboard. 
The salesman invited one of many women to turn on the washer 
and then to shut the closet doors. "Just like a telephone booth in 
a railroad station," said the salesman, waiting for the woman to 
reopen the doors. She did just that, and exclaimed, “Goodness . . . 
that noise isn't offensive even with the doors open." The display 
was one of the most popular in the house. 

Builder Dodge has a display that compares two overhead 
garage doors—one with conventional metal rollers, the other with 
quiet nylon rollers. Says Sales Manager R. E. Hancock: "No- 
body wants to push up a garage door, so we tell them they're in 
for a surprise if they do. They generally do, of course, and if 


they don't, we do it." Dodge also shows a cutaway of his sound- 
conditioned wall construction with appropriate labels (e.g. 12” 
gypsum wall board, у” soundstop board), but his salesmen 
quickly jump over the technology to explain how this kind of 
construction will bring peace and quiet to bedrooms, baths, halls, 
kitchen, and utility room. 


sell homes . . . Sound conditioning should be synonymous with 
quality construction and should be displayed and demonstrated 
às a necessity rather than a luxury." 

Sometimes the displays can speak for themselves (see below), 
but usually they must be demonstrated. Some examples: 
In the Fox & Jacobs Quiet House, one display showed a 


Fox & Jacobs displays are based on 
what motivates Quiet House buyers 


Says Ike Jacobs: "People know that quiet is hard 
to come by even in the best-managed home. So 
we display the idea of stopping the noise at the 
source. For example, in one display [ f, cen- 
ter] we line a box with acoustical tile, leave 
another box in bare wood, then ask customers 
to drop a metal ball in each to hear the con- 
trast. Another display [right, bottom] lets them 
ring two door bells to hear the difference between 
a hollow core door and a solid door. 

"In other displays, we appeal to the buyer's 
desire to shut out noise of the outside world 
[e.g. traffic, neighbors], relax or sleep while the 
house works [e.g. quiet disposers, washers], enjoy 
tranquility in the midst of active living [e.g. con- 
ce! trolling the noise of hi-fi, parties]." 


ee the difference! 


Hear the differ 


SELLING QUIET DOORS 


bu 


SELLING QUIET DISPOSERS 


SELLING QUIET DUCTS 
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and make the sound-conditioning package easy to buy 


Even after an authoritative demonstration and display of the bene- 
fits of sound conditioning, questions from customers about extra 
costs are bound to arise. Here is how three prominent promoters 
of sound conditioning handle questions about extra costs: 


Fox & Jacobs says there is no extra cost: sound-conditioning 
is standard construction in all F&I houses ($13,000 to $35,000). 
With only slight modifications (depending on the size and design 
of the house), Fox & Jacobs now builds in the basic package of its 
original Quiet House: over-sized, slow-turning circulation fan 
in the furnace; sound-absorbent lining in return-air plenum; 
separate air-return systems for acoustically sealed rooms; low-noise- 
level grilles; sound-absorbent lining in the furnace room; acoustical 
glass fiber in furnace blower; central exhaust unit in the attic for 
venting bathrooms; quiet garbage disposer with double trapping; 
quiet dishwasher; quiet kitchen vent hood; no-slam gasketing for 
passage doors; sound-absorbing material in washer-dryer area; 
acoustical ceiling tile in the kitchen, master bath, one bedroom; 
acoustical doors, with weatherstripping, in master bedrooms and 
second bath; double-stud walls, with insulation between studs, in 
bedrooms, baths; electrical boxes and medicine cabinets never 
back-to-back; silent light switches; fiberglass heating ducts. 


N. P. Dodge makes all or any part of his sound-conditioning 
package an optional extra in any of his models ($18,500 to $24,- 
000). “We may well make some of these features standard, now 
that we know all the costs and methods involved," says Dodge. 
"But at the present we are suggesting that customers choose extras 
from a sound-conditioning package with a total cost of $994.25 
in a $22,790 house." 

The bulk of the package—$540 worth—is made up of acoustical 
tile on kitchen, bath, and bedroom-hall ceilings and !2^ sound- 


board and backerboard on garage and furnace-room ceilings and 
on one or more walls in the bedrooms, living room, kitchen, utility 
room, hallways, and stairways. 


Other items: 


l. In the heating system—large blower and trunk lines ($70), 
canvas-duct connectors on furnace ($12), individual cold-air re- 
turns in bedrooms ($35), trunk-line insulation ($45). 

2. In plumbing—quiet disposal with double trap ($65.25), 
cast-iron sink ($18), 17 air-cushion chambers ($17), two quiet 
toilets ($5), cushioned piping brackets ($15). 

3. In kitchen—roof-mounted exhaust fan with grille and hood 
and three-speed switch ($40). 


4. In garage—nylon rollers for overhead doors ($5). 


Charles Cheezem makes some of his sound conditioning standard 
and some optional at extra cost. Cheezem's houses (from $24,000 
to $40,000) now include these standard sound-conditioning fea- 
tures: sound-conditioned dishwasher, fiberglass ductwork, siphon- 
jet toilets; fiberglass partition between garage wall and house. 

Optional extras—at a total cost of about $850 in a 1,650 sq. 
ft., $24,000 house—are 1) staggered studs with woven insulation 
($205), 2) ceiling of non-hardening acoustical plaster ($100), 
fiberglass insulation of bathroom walls ($18), 4) sound-proofed 
disposal ($27), 5) carpeting throughout the house (about $500). 

Other builders will soon get help in selling sound conditioning 
from a new program sponsored by the Insulation Board Institute. 
Early this year тв will offer builders a package for building and 
selling sound-conditioned houses. The package will spell out sound- 
conditioning standards and set minimum requirements which, if 
followed by a builder, will let him use 1BI's insignia of approval. 


For more information on sound-conditioning, see these other HOUSE & HOME articles 


Quiet House taps a surorising market for 
sound conditioned homes (June '63). A re- 
port on how Fox & Jacobs, Dallas, promoted 
the first sound-conditioning test house. 


New guide for apartment builders: How to 
stop noise that bedevils the neighbors down- 
stairs (May '63). A detailed report of the first 
U. S. study of impact noise in housing, FHA's 
"Impact Noise in Multi-family Dwellings." 


The nagging problem of noise (Feb. '63). How 
to pick a wall that will reduce a particular 
type and volume of sound to an acceptable 
level in a particular apartment living area— 
and how to do it at reasonable cost. 


The Quiet House: a Round Table report on 
noise control (Nov, 62). Describes the first 
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effort by the housing industry to pinpoint the 
primary problems of sound conditioning and 
to suggest some solutions—an effort that led 
to the Fox & Jacobs test house that has 
become the national prototype of sound- 
conditioned houses. 


New noise-control system uses lightweight ma- 
terial (Apr. '61). A technological report on 
a new system of sound conditioning that elim- 
inates the need for solid masonry partitions: 
glass-fiber batts are placed back to back be- 
tween studs that have been ripped down the 
center almost their full length. 


Today's good new apartments are as noise- 
free as most single-family houses (Oct. '60). 
How to isolate apartments from street noise, 
how to cut sound transmission between apart- 


ments, how to keep hallways from being sound 
boxes, how to isolate or muffle noise from 
mechanical equipment. 


How to detail party walls to control noise 
(Oct. 159). Drawings by prominent architects 
for apartment-house sound conditioning. 


How to sell quality sound conditioning (May 
'59). The role that sound conditioning plays 
in selling the total concept of "The Quality 
House." 


How to control noise in the house (Apr. '58). 
How to block noise from the outside of a 
house, how to cut noise transmission between 
rooms, how to control noise within a room, 
and how to quiet noise sources like toilets and 
appliances. 


11 award winners 
from FHA's first 
design competition 


For many a housing professional, good design that meets all 
the MPs in FHA's book—and sells as well—may very well be 
the best of all possible housing worlds. It has been achieved, 
and the proof lies here and on the next seven pages. 

FHA, through its first design award program, has taken a 
giant step towards using its appraisal process to increase the 
valuation on well-designed housing—and to decrease it on 
poorly designed housing. 

The awards show, for the first time, formal FHA awareness 
of the importance of good housing design. The awards also 
promote what FHA considers to be good design principles and 
finally begin to carry out the Housing Act goal of encouraging 
higher housing standards at no increase in housing costs. Three 
categories of housing were considered: 1) single-family houses, 
2) multi-family housing, and 3) housing for the elderly and 
nursing homes. 

Response to the program was immediate and strong: 320 
submissions were received, of which 28 (including the 11 on 
the following pages) were selected for awards by three blue- 
ribbon juries. All winners were FHA-processed prior to con- 
struction but not necessarily FHA-insured. The juries: 


Single-family houses: 
Francis D. Lethbridge, АТА 
Robert M. O'Donnell, land planner 
James T. Lendrum, ata, dean 
School of Architecture, University of Florida 
Carl T. Mitnick, past president, NAHB 
Edith Brazwell Evans, housing consultant 


Multi-family housing: 
Norman J. Schlossman, FAIA 
Thomas P. Coogan, past president, NAHB 
Arthur Rubloff, Realtor 
Harold Наш, AIA 
Paul R. Williams, FAIA 
Carl Feiss, FAIA 


Housing for the elderly and nursing homes: 
George E. Kassabaum, AIA 
Leonard С. Haeger, ara, housing research consultant 
William H. Scheick, АТА, executive director, AIA 
Ralph Rapson, ata, dean 
School of Architecture, University of Minnesota 
Mother M. Bernadette, geriatric authority 


Sums up Assistant FHA Commissioner Richard J, Canavan: 
“We are naturally pleased with the response and with the high 
quality of most of the entries. But I'm particularly happy that 
our winners seem to be doing as good a job on the sales front 
as they did in esthetics.” 


FLOOR PLAN shows unfinished space not appar- 
ent as such from the street. Two baths separate 
adults' and children's bedrooms. 
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CAREFUL SiTING of the I a ] house saved 


most of the mature trees, T curved drive 


An expandable builder house with sheltered outdoor living allows  sidecntry carport 


Unfinished space with roughed plumbing 
adds 384 sq. ft. to this 1,316 sq. ft. house 
designed by Architect Lawrence S. Higgins 
for Seattle's Hebb and Narodick Con 
struction Co. Buyers of the Honor Award 
model can turn the area into a family room 
fourth bedroom, and laundry-ba Like 
the living room, dining room, and 1 
bedroom, the unfinished space opens to a 
9'x29' rear terrace sheltered by a 7'-deep 
roof—an important amenity in the showery 
Northwest. Other features of the house, 
which sells for $17,600 without land, are a 

> entry hall, good separation (by two 
SET ESS : baths) of the parents’ and children's bed- 


doors opening onto terrace v dent room rooms, and careful siting that preserves the 
to eliminate cro 


REAR TERRACE is mostly 
becue facilities t into 


ıt for 
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FHA WINNERS continued 


CURVING STREETS and cul de sacs in the 540- 
unit project limit views of similar houses and help 


+ | avoid а monotonous barracks look. 


Military housing with all the appeals of a good built-for-sale subdivision 


: 


DUPLEX PLAN puts bedrooms at opposite ends of 
house for privacy. Redwood fences enclose patios. 
Storage units hide service yards from street, 


BEDROOM WING in duplex is partly screened 
from street by spur wall. Exteriors of all houses 
blend stucco, lava brick, and redwood siding. 


Photos: U.S, Air Forue 


This Honor Award project near Sacra- 
mento's McClellan Air Force Base shows 
what can happen when top architects are 
turned loose on Capehart housing. 

The three and four-bedroom duplexes 
and detached homes (rentals: $105 to 
$170) were designed by Architects Jones 
& Emmons, who also won an Honor 
Award for an Eichler Homes model (op- 
posite). Skillfully sited on curved streets 


(land plan, above), the houses offer 1,300 
sq. ft. to 1,800 sq. ft. of living space (floor 
plan, left) plus private porches and patios, 
air conditioning, master ту antennae, and 
a ful line of appliances (including 
washer and dryers). Cooperation by the 
architects, builder (Sun Gold Inc.), and 
military authorities held the average cost 
to $16,300 per unit—$200 under the stat- 
utory ceiling. 


P 
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PLAN orients active-living areas to a deck and view 
beyond. Studio doubles as added entertainment 
area, Canopy shelters a 24^ entry walk. 


UNUSUAL ROOF, framed with 2x8s, resulted from 
client's request for distinctive design. Broad deck 
was built around existing trees, 


A modestly priced house gains distinction from a dramatically shaped roof 


|аттгом | pant 
| 


| А | : 
jo, 9 ap 20FT 
PLAN shows how the atrium separates major 


areas of house. Both bathrooms have two doors; 
one door in children's bath opens to side yard. 
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Inside, as well as out, the roof system 
of this Merit Award house catches the 
eye because large skylights and glass 
gable ends flood the interior with light. 
The 1,728 sq. ft. house, built for 
$22,700, also capitalizes on its site—atop 
a 60' bluff on an island in Puget Sound. 
A deck jutting out from the living room 
overlooks the water and a view of Mt. 


Well-zoned builder house 
wraps around an atrium 


Enclosed by the house on all four sides, 
the atrium is the key to the floor plan. 
Here is why: 1) It provides a completely 
private outdoor living area; 2) it separ- 
ates the children's area (three bedrooms 
and family room) from the parents' area 
(master bedroom and study); 3) it sep- 


arates the entry hall from the living 
room; and 4) to visitors entering the 


house, it offers a surprise often lacking 
in built-for-sale homes. A step gabled 
roof over the carport and entry is re- 
peated over the living room. The adjacent 


dining area has а space-defining flat 
ceiling. 

The Honor Award house, near San 
Rafael, Calif., was designed for Eichler 


Homes by Architects Jones & Emmons. 
It has 2,353 sq. ft. of living space, is a 
fast seller at $30,500. 


FRONT ENTRY, scen here from carport, is flanked 
by opaque glass panels giving privacy to the 
atrium and the living room beyond. 


Photos: Ernest Braun 


Tin ie | 


o os. 


Rainier and the Tacoma Narrows Bridge. 

Many architects and builders hesitate 
to put unusual custom houses through 
FHA's rules and procedures, even if costs 
come in below the agency's $25,000 mort- 
gage limit. But Architects Harris, Reed 
& Wilson, who designed this house, found 
no problems: “FHA didn't ask for a single 
Change. Everything went smoothly." 
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On a narrow site, apartments face a landscaped court 


The peace and privacy of the oasis pic- 
tured above gives no hint that it is only a 
few feet from a major traffic artery. Archi- 
tect Fred Marburg put parking on the 
perimeter of this Merit Award project in 
Santa Clara, Calif. and faced each unit in- 
ward to a long, narrow garden court. 
Varied setbacks give privacy to the cov- 
ered patios and balconies, and patios are 


MATURE TREES—carefully saved—new 
ings, and masonry walls screen pri 
from other houses, Most units face courtyards. 


plant- 
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te terraces 


also partly hidden by careful plantings and 
wood screens. Sound transmission was cut 
by floating floors (a layer of soft fibrous 
material between subfloors and 
concrete-block walls, and staggered-stud, 
insulated walls. Rentals range from $105 
to $145 monthly, and there has been a con- 
tinual waiting list for vacancies. Builder: 
Oscar Liebert. 


joists), 


mostly uncover 


PARKING AREA, 
costs, is isolated at side of site. 
seaping helped attract tenants. 


ed to reduce—> 
ensive land- 


Tony Rose 


SWEEP OF GREEN is seen from cach apartment 
through glass walls and doors. Patios are tucked 
under balconies sheltered by deep overhangs. 


т LANDSCAPED PRY 


[FUT 1. 


AIN TRAFFIC ARTERY 


SITE PLAN shows nearness of main road, Pro- 
ject abuts single-family area immediately to the 
rear and separated from it by a high wood fence. 


Urban-renewal townhouses— 
well screened for privacy 


And because this 80-unit townhouse pro- 
ject in Washington, D. C. is next to a nine- 
story apartment, private outdoor living was 
the key problem for Architect Chloethiel 
Smith. Her solution? Place the houses so 
that a minimum of balconies and terraces 
face the high-rise building. Results? 10046 
rentals (at $200 to $280) and an FHA 
Honor Award. 

To avoid the monotony of many red- 
brick rental projects, Architect Smith varied 
the balconies and fenestration for different 
orientations and specified painted brick 
walls in six light colors. Landscape Archi- 
tect Dan Kiley laid out open-space planting 
to screen houses from each other. All units 
are air conditioned. Builder: HRH Construc- 
tion Corp. 
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Covered walks do a dual job in this retirement project 


They provide shaded routes from apart- 
ments to community buildings—a thought- 
ful amenity on the desert site in Phoenix— 
and carry distribution lines of central heat- 
ing and cooling systems. 

The church-sponsored project—an Hon- 
or Award winner—was designed by Archi- 
tects Allan & Olsson to encourage a mix- 
ture of social and economic backgrounds. 


So it offers a wide range of rentals ($102 
to $146) and sizes (from efficiency units 
to two-bedroom, two-bath units). Com- 
munity buildings house a dining room, 
chapel, and health and recreation facilities. 
No roads cross the site because parking is 
kept to the borders. Ramps eliminate all 
steps (all buildings are one story). Builder: 
The Edward Gray Corp. 


A large nursing home divided into four small villages 


Together with small-scale design, skillful 
usc of a sloping site, and a location sur- 
rounded by single-family subdivisions, the 
villages provide an active, informal en- 
vironment yet retain the privacy and 
seclusion older persons want. 

This Honor Award home in Grand 
Rapids is 100% occupied by 158 resi- 
dents (at $200 each per month). Its 
four villages and infirmary are arranged 
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around a dining, recreation, and service 
core. Each village is made up of four 
8-room groups clustered around a modest 
recreation area. Architects Wold & Bowers 
blended the buildings with nearby houses 
by using a low (one-story) silhouette with 
brick, stone, and wood construction, and 
adapted them to the slope by setting them 
on plateaus at two levels. Builder: George 
Datema & Sons. 


VIEW OF CHAPEL from administration building 
shows covered walks that protect residents from 
desert sun. Apartments are in the background, 


SITE PLAN puts apartments around intimate 
courts, communal facilities in center of project. 
Each apartment has its own parking area. 


OVERALL VIEW shows how buildings nestle 
into two levels of the gently sloping hillside site, 
giving views to a maximum number of rooms. 


SITE PLAN puts four cross-shaped villages 
around community facilities and infirmary wing 
—all connected by enclosed walkways. 
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FHA WINNERS continued 


PLOT PLAN shows both existing building (right) 
and future building (center). Swimming pool is 
at the rear of the grounds for privacy. 


STREET FACADE (right) has balconies opening 
off the end apartments. Mature trees on the site 
were saved where possible. 


Reinforced-concrete building blends into an existing neighborhood 


The two-acre site of this high-rise apart- 
ment is within a half-mile of downtown 
Jackson, Mich., in an established residential 
area of large 40-year-old houses and promi- 
nent churches. So a facing of precast ag- 
gregate panels, a small exterior scale, and 
a fieldstone carport enclosure and boundary 
walls were used to tie in the new building's 
scale and appearance with the architecture 


of the surrounding neighborhood. 

This Honor Award winner, designed by 
Architects King & Lewis for the Bentler 
Construction Co., is the first of two build- 
ings planned for the site. The ground floor 
is open except for lobbies and storage 
rooms. End apartments have sliding glass 
doors opening onto balconies. Rental range: 
$115 to $295. 


High-density apartments 
flank a sweeping commons 


To get the density required for economic 
use of a redeveloped urban location, Archi- 
tect I. M. Pei placed these exposed-concrete 
apartment buildings at either side of the 
site and left a large, well-organized open 
area in the center. The spacious feeling is 
accentuated by raising the apartment floors 
one story on concrete piers, and leaving 
the ground level mainly open. The Honor 
Award project was developed for Builders 
Webb & Knapp to vary the usual middle- 
income apartment design and yet keep costs 
competitive (rentals: $40 to $50 per room). 
The site is part of Washington's Southwest 
Redevelopment area near the award-win- 
ning townhouses on p. 98. 


Baltazar Korab 


George Cserna 


VIEW ACROSS GREEN shows simplicity of the 
buildings’ structural framework and large glass 
window walls overlooking the open space. 


SITE PLAN (right) places all parking at the 
perimeter of the 128-unit buildings at either side 
of the level four-block plot. 


SITE PLAN faces high building away from lower 
units to give a view of the Charles River and pro- 
vide maximum privacy for both buildings. 


IN REAR, low-rise building has stairs up to two- 
story-unit balconies. Walls enclose terraces of 
smaller apartments at ground level. 


Mixture of high and low-rise buildings yields urban density plus open space 


A combination of a single nine-story build- stop elevator-and-corridor arrangement so 
ing and 14 townhouse-type apartments that most apartments have two, and some- 
permitted a density of 40 families per acre times three, levels. Two penthouse apart- 
and yet left plenty of open space in this ments fill the top floor. 

Honor Award project on a two-acre river- The low-rise buildings have common 
side site in a Cambridge, Mass. urban- entries serving four apartments. One-bed- 
renewal area. Architects Harris & Freeman room and garden units are on the ground 
faced the 66-unit, high-rise building (below level, beneath two-story, two-bedroom 


right) south to the river and used a skip- townhouses. Builder: First Realty Co. 


Photos: Jim 


IN FRONT, the low-rise entries and gardens are 
screened from street by high fences stained red- 
brown to harmonize with brick facades. 


LIV 
FLOOR PLAN (left) shows the arrangement of two 
KY = sin” types of units in the low-rise building. All plumb- 
[s] lc ing is stacked for economy. 
© 
BR DIN BALCONIES (right) at front of high-rise building 
a overlook the river. Extra height (12’) of sixth 
= = floor results where half-levels stop. 
ат ЕГ Ф Дъното. звггт. 
PATIO iN o 5 30 25FT 
aiet 
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Emil Weiss 


Bill Blackfield, NAHB's new president, 
has built $250 million worth of houses 


Bill (just that; not William) Blackfield is 
easily described—given enough time and 
space to explain him. 

He is the son of poor immigrants, an 
ex-football star, has two college degrees, 
is an aviator, an industrial designer, a 
mortgage banker, a housing construction 
expert, a top merchandiser, a millionaire. 
He is highly verbal (with a quaint fond- 
ness for proverbs), highly energetic (a six- 
footer, weighing 190 up to his 208 diet- 
ing level), and highly convinced that 
homeownership is crucial to our American 
democratic system. 

Of all 40,000 members of the National 
Association of Home Builders, none is 
more enthusiastic about NAHB than its new 
(and 23rd) president. 

Blackfield’s enthusiasm is understand- 
able: at 49, he has made his mint of 
money building 21,000+ houses — more 
units than any other NAHB president—and 
‘he feels that much of his success is based 
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on what he learned from 17 years’ mem- 
bership in the organization. 

Says Blackfield: "I've got a lot out of 
NAHB, and I think I have an obligation to 
plow some of it back into the association 
to help other builders. This is a great 
establishment. Our headquarters has the 
finest housing brains in the country. NAHB 
offers tremendous services to its mem- 
bers—if they will only use them." 

Blackfield has devoted much time—and 
no little money—to association work the 
past nine years. He was president of his 
local chapter in the San Francisco Bay 
area, has been a regional and national 
officer for seven years, and has served on 
nearly every NAHB committee. He will 
devote nearly full time to NAHB this year. 

"Im a damn good businessman," he 
says, "and Im going to run NAHB in 
business-like fashion." 

Whether this is braggadocio or plain 
sense can be judged by Bill's background. 


Blackfield's parents emigrated 
from Rumania to California 


Former Prince Carol of Rumania de- 
serves some thanks from the U.S. home- 
building industry for encouraging Bill's 
father to quit Rumania. Says Bill: 

"For centuries my family were boot- 
makers to the royal family, and my father 
was in Carol's regiment. But just about 
every other day my father, just a teen- 
ager, would desert to visit my mother, 
and finally Carol told him he might just 
as well desert for good—and get out be- 
fore Europe flared into a terrible war 
which Carol could see coming. Our fam- 
ily name was Schwartzfeldt, which means 
Blackfield in English." 

David and Mina Blackfield settled in 
Stockton, Calif., where Bill was born in 
1914. He went to Stockton schools, then 
to College of the Pacific (where he played 
football under Coach Amos Alonzo Stagg) 
and later to the University of California 
in Berkeley. 

"All immigrants, from any country, 
want their sons to be doctors or lawyers," 
Bill says, “but I wanted to be an engineer. 
My parents equated this with my wanting 
to be a ditch-digger." 

He got his engineering degree—and a 
law degree as well—from California. He 
never has practiced law, but he put the 
engineering to use with a heavy construc- 
tion company, Bechtel Corp. He was a 
field engineer and then designer for Bech- 
tel, helped build air bases in the Pacific, 
and after Pearl Harbor had charge of 
building a wartime shipyard in Sausalito. 

Blackfield left Bechtel in 1943 to design 
modernized plants for a chain of bakeries 
in northern California. In 1944, he de- 
cided to try his hand at homebuilding. 

"The reason seems strange now,” Bill 
says, "but I had heard the saying that if 
you ever get fired after you reach 40 you 
can't get a job again. I didn't want that 
to happen to me. So I thought I would 
try to become my own boss." 


He lost money on his first house 
but was soon off and running 


Bill started out with a $300 bankroll 
and got his first custom house contract 
on D Day in 1944. Three months later 
he was $1,950 in the red because the 
buyer found a loophole in the law to duck 
out of part of the payment. 

In 1945, he found the key to selling 
new houses in Berkeley. At that time, 
builders offered to build only on a cost- 
plus basis, and Blackfield saw there was 
a real demand for fixed-price offers. He 
worked out a deal with Realtor Harman 
Bennett, who had listings on many vacant 
lots. Bill advertised firm prices for *houses 
on your lots," and this attracted prospects 
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who then asked where to get the lots. 
He sent them to Bennett. They paid cash 
for the lots, and then their lots sufficed as 
the down payments needed for FHA loans. 
Bennett got 10% fees from lot sellers and 
5% fees from Blackfield for helping make 
the sales. And in 18 months Bill had 
built 80 houses in Berkeley at $14,000 to 
$22,000. 

His next venture went sour. Says Bill: 
"I built three models, the first Га done 
speculatively. This happened in a lull in 
the market, and when they were furnished 
they just sat. Finally, I got rid of them. 
A day later, everyone was trying to buy 
one. This taught me a lesson: Don't ever 
get scared if you have a good product." 

In 1947 he had some union trouble on 
a group of four-plexes. He asked Earl 
(Flattop) Smith, a builder friend he had 
got to know, what to do, Join your local 
HBA, advised Smith (later to become 
NAHB's 1955 president). Bill did, and he's 
been in the association ever since. 


Into each builder's life, says 
Blackfield, there comes a banker 


And when he comes, he adds, welcome 
him. 

Blackfield became a tract builder simply 
because F. Edward Readey, a Bank of 
America vice president, suggested it and 
extended enough credit to let Blackfield 
acquire the land he needed. Says Bill: 
“Readey is the father of 80% of the big 
builders in the Bay area today. And Bank 
of America has grown big because it has 
helped the little businessman. The best 
thing a builder can do is make a partner 
of his banker—let him he!p as much as 
he can.” 

This first large Blackfield-built project 
was for 175 houses priced at $11,750 in 
1948. He then shifted to the $7,000 price 
class and built these by the thousands. In 
1950 he won an NAHB award for economy 
houses. 

“At that time,” he points out, “those 
$7,000 houses met every FHA standard. 
Today they would cost $13,000 to erect, 
plus land, but they wouldn't meet FHA 
requirements. Some of housing's higher 
cost is FHA's doing." 

Blackfield was among the first builders 
in northern California to demonstrate that 
you can go way out where land is cheaper 
—and still tap the mass market. Lenders 
were skeptical that anyone would com- 
mute 25 or 30 miles to San Francisco, 
but Bill proved they would. He built 
hundreds of houses in Concord in far-out 
Contra Costa County in 1949 and moved 
south into Mountain View in Santa Clara 
County in 1950. Projects ranged from 
several hundred to more than 1,000 houses 
in each community. In all, he has by now 
built some 15,000 houses in the San 
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Francisco Bay area. 

In 1950, Bill saw Hawaii's market po- 
tential during his first visit to Honolulu, 
but he soon discovered that Islanders would 
not make land available to strangers. So 
he opened an office in Honolulu in 1953, 
gradually established himself, and by 1956 
was able to start a 110-house project on 
leased land. Since then he has built 6,000 
homes in Hawaii at the rate of about 750 
a year. Two years ago he set up Realty 
Mortgage Co. and through it has chan- 
neled $20 million in loans from eastern 
banks and 5815 to many Hawaiian 
builders. 


Here are four reasons why 
Blackfield has been a success 


He is a good merchandiser. He was one 
of the first (in 1948) to use furnished 
models and color brochures on the West 
Coast. 

He has always stressed cost-cutting. He 
won awards for this in California, and 
was first in Hawaii to introduce roof 
trusses. He assembles components in shop 
on-site, uses tilt-up wall construction, 
keeps track of details on each job with 
elaborate multi-colored progress charts. 

He is a hard worker. Even today, he 
gets to the job by 6:20 a.m., checks and 
often revises the day's schedule. Week- 
ends he works on selling. Says he: "It's 
better to hear from the buyer rather than 
your salesman why a house isn't selling." 

He is a hard but fair taskmaster. “И 
a man makes a mistake in good con- 
science, l'll back him," he explains. "If 
I didn't he would be afraid to make deci- 
sions." He has a staff of 35 in Honolulu, 
with his "right arm," Executive Vice Presi- 
dent Charles R. Short, in command when 
he is away. Bill is well aware that many 


FIVE MODEL HOUSES and play arca are arranged 
around a fenced-in cul de sac at Blackfield's cur- 


rent Keapuka development of 1,800 homes on the 


NAHB presidents have suffered business 
reverses while in office; he expects no 
problems because "I've planned four years 
ahead for this." 


As NAHB chief, Blackfield's goals 
will be limited to the possible 


He knows that one year is a short time 
to accomplish major goals, so he says he 
will ignore some pets of his own in favor 
of carrying out necessarily unfinished 
business of ex-President W. Evans Bu- 
chanan and NAHB's directors. 

He will continue to support the TAMAP 
and other research studies, continue Bu- 
chanan's muddy-shoe tours with pro- 
ducers and the fledgling Conference of 
Building & Allied Organizations, an NAHB- 
sponsored effort to get housing trade 
associations together periodically to ex- 
change views and plan co-operative ef- 
forts. 

Emphasis will be put on reviving mori- 
bund local chapters. ВИ expects to put 
the other three top association elected 
officers in charge of three geographical 
areas, each with four regional associa- 
tions. And, says Bill: “We will start ask- 
ing local executive officers for advice on 
what we can do for them, rather than tell 
them what they can do for us." 

Bill married Cecilia Malik on Christ- 
mas Day, 1941. They have three children: 
Leland, 20; Pamela, 17, and Karen, 15, 
all in private schools in Honolulu. Bill 
owns a 50' power boat in which he fishes. 
He likes piloting planes, but flies little 
since giving up his own ten-seat DeHav- 
iland Dove after moving from California 
to Hawaii. 

He used to play golf but gave that up 
because it took so much time from his 
No. 1 hobby—his work, of course. 

--Ковект W. Murray JR. 


Alex Williams 


windward side of Oahu. About 700 were sold last 
year at $19,300 to $22,650. Entrance to the area is 
through a demountable sales office. 
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Others have tried it before. Now 


two builders have produced the... 


STEEL SANDWICH PANELS form curtain walls 
houses in Pennsylvania 
ain enamel out- 


steel-framed 
project. Panel 
side, galvanized inside. Cores are urethane, 


enclosing 


skins are porc 


First competitively-priced all-steel houses 


The scene above is at 
subdivision where two builders have sold 
100 steel-framed houses with porcelain- 
enameled little as 
$8.20 a square foot with land. 

The builders — brothers Gershen and 
Raymond Weiner of Coplay, Pa. (an 
Allentown suburb)—use ап 
nine tons of steel per house (vs. two tons 
of steel in a wood-framed house). Their 
houses are the first por- 
celain-enameled Lus- 
tron's ill-fated post-war venture. Lustron, 
a home manufacturer, sold about 3,200 
houses from 1947 to 1949, then went 
broke owing the Reconstruction Finance 
Corp. $37 million. Reasons for Lustron's 
failure have never been pinned down. 
But no one blames the material. 

In any case, the Weiners face neither 
pricing nor distribution problems. And 
their construction system is far ahead of 
Lustron's, which, in large part, simply 


a Pennsylvania 


curtain walls for as 


average of 


built-for-sale, 


steel models since 
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adapted steel components to conventional 
wood technology. 

At their 329-home Highlands subdivi 
the Weiners offer three models on $2,100 
improved lots: a 1,020 sq. ft. one-story with 
finished basement for $12,290; a 1,644 sq 
ft. split-entry for $13,490; and a 1,660 sq 
ft. split-level for $15,490. FHA terms: as low 
as $400 down and $70.75 a month. 

In the Weiners' structural system, six steel 
columns support the roof, which is steel 
deck on steel trusses. Walls, which carry no 


sion, 


load, are sandwich panels with porcelain- 


enameled-steel outer skins, 142” urethane 
cores, and galvanized-steel inner skins. Pan- 
el joints are exposed on the outside but taped 
and sealed with joint cement on the inside. 
Baseboard raceways carry wiring. 

The houses also have baseboard elec- 
tric heat. The wall panels’ urethane cores 
insulate well enough, so the local utility 
guarantees annual heating bills at $179, 
will refund anything over that total. 


The Weiners claim they save about 20% 
on steel trusses and bar joists by making 
them (instead of buying them) in 
their shop, a remodeled truck garage 
equipped with jig tables and welding and 
cutting tools. Panels are also shop-made. 
The builders buy enameled and galvanized 
skins, then froth urethane between them. 

It took the Weiners only two months to 
get an FHA bulletin on their system in 
February 1962. Says Ray Weiner: “We 
think we got it that fast because the 
houses are fire-resistant, termite-proof, and 
able to withstand 180 mph. winds. Later 
we were delayed by slow deliveries of ma- 
terials like enameling steel, so now we're 
just finishing houses sold a year ago.” 

When they finish their Highlands 
houses, the Weiners expect to manufacture 
steel houses for other builders. Plans call 
for a $7,500 package that will let a builder 
make a profit on a 1,000 sq. ft. house 
priced at $12,000 on an improved lot. 
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WALL SECTION shows how curtain-wall sandwich panels are simply held 
in anchoring channels at bottom and by soffit and clips at top. Big span- 
rail at top is an open-web joist that carries the roof-load—irom trusses— 
to steel tube columns at corners and in center of house (photo opposite). 


CROSS SECTION of the house shows how little space is taken up by the 
1%"-thick sandwich panels, Steel trusses and floor joists are set at 4' 
centers (joist at stairwell is broken). Steel roof deck is spot-welded to 
trusses; flooring is fastened to sleepers power-nailed to steel joists. 
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PANEL SECTION shows simple tongue-and-groove joint 


WINDOW AND DOOR SECTIONS show how aluminum windows are 
anchored to channels surrounding window and seated over panel edges, 
Windows and steel doors and bucks are placed as panels are erected 
(p. 106), so they are locked permanently into the structure. 


that locks panels 


together. No bolts, clips, or nails are used on the panels. Only item added 
in the field is caulking in the joint. Porcelain-enameled steel is 18 gage 
(about 1/16"), and inside skin is galvanized steel—taped and joint-cemented. 


ALUM. SLIDING WINDOWS 


of cond. FOOTING 


| еконт ELEVATION 


ELEVATIONS OF RANCH HOUSE show variety of panel 


LINE 


sizes used—from 


four to six sizes for each house and a total of 15 different sizes throughout 
the project. Nonstructural panels simply enclose the houses. So the builders 


dimensioned them to fit each floor plan. 


continued 
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STEEL HOUSES continued 


AND WINDOW SECTION takes three men only 42 
minutes. Window channel is caulked before the section is set in place. 


ERECTING FULL-HEIGHT WALL PANEL takes three men 32 minues. 
No steel components are too big to be manhandled on the job. 


Field labor in one of the Weiners’ new steel houses comes to only 400 man-hours 


On the first 100 houses, 24 field and shop 
workers—all on the builders’ payroll— 
have done everything from prefabricating 
components and pouring foundations to 
installing kitchen hardware. All workers 
are non-union, but their wage rates aver- 
age a respectable $2.63 an hour. 

Houses get built fast because: 

1. Some crews switch back and forth 


INE 


FINISHED HOUSES—one-story, split-entry, and 
split-level—come in five pastel shades to add 


The promise of low maintenance 
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between shop and field. When shop work 
gets ahead of field work, the five men 
who prefab steel structural components 
join the field-erection crew. And a plumber 
and one helper prefab plumbing trees in 
the shop on wet days, then install them in 
the field on dry days. 

2. The simple construction system 
speeds field labor. Six men can erect col- 


variety to streetscapes. Roofs are finished with 
hot-mopped asphalt and white marble chips. 


umns and roofs for eight houses in one 
day, and five men can close in a house 
(photos above) in two hours, 

3. Shop-built jigs and fixtures speed 
prefabrication. Six big jig tables are used 
to make steel trusses and floor joists and 
to weld plates to columns. And copper 
water-supply trees and cast-iron waste trees 
are assembled in wooden jigs. 


THIN PARTITION, the type used in all houses, 
forms kitchen wall in ranch model (plan, below). 


sells these steel houses to conservative buyers 


“Our buyers don’t take too quickly to new 
ideas,” says Gershen Weiner. “But they 
do appreciate the major practical benefits 
of our construction—virtually indestruct- 
ible houses, lifetime exterior finishes, and 
a fire insurance rate of only $23 a year. 


PLAN of ranch house gains 150 sq. ft. of living 
area from use of thin walls and partitions. 


So our merchandising pushes these bene- 
fits hard.” 

Buyers also appreciate 1) the extra 
living space gained from thin exterior 
walls (detail, p. 105) and thin partitions 
(2%” gypsum sandwich panels with wood- 
spiral cores); 2) clear-span space in base- 
ments (but with exposed joists); 3) ceil- 
ing-high steel closet doors; 4) 6" ceiling 
insulation; 5) curbs, gutters, and city 
sewage and water. 
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You sell homes faster, 
sell out apartments easier 
when you install economical 


WILSON 
brane ig > 


in Kitchens • Baths - Family Rooms 


When you examine the advantages of Wilson Electralume 
Ceilings it's easy to see why they are the preferred illuminated 
ceilings for high rise apartments, garden apartments, town- 
houses and private homes. 

Only Wilson offers a wide selection of distinctive light diffusers 
such as world famous *'Circlgrid'" non-burning vinyl louvers, 
Demicel louvers and decorative Americana diffusers in a variety 
of contemporary patterns. Only Wilson offers Lumatrax 
suspension system, designed expressly for Пей пе... апа 
Wilson's new snap-on assembly clips enable any worker to install 
Lumatrax quickly and easily. 

Wilson Electralume Ceilings are designed and priced for the 
apartment and housing industry, whether the need is for wall-to- 
wall ceilings or handsome recessed sectional ceilings. Electra- 
lume Ceilings can be adapted quickly to suit your specifications. 

To add instant sales appeal at minimum cost, install an 
attractive Electralume Ceiling in the kitchen, bath, family room, 
dressing room, foyer or hallways of the apartment or housing 
project you're now doing. 

Remember, Wilson Electralume Ceilings are the hottest new 
selling feature you can offer. Write TODAY for descriptive 
literature, prices and prompt delivery information. 

All Wilson products are fully guaranteed for 5 years. 


_ New Packaged Electralume Kits — 
. Now Wilson provides handy lighting kits, includ- 
1 “ing the: diffusers and Lumatrax complete ready 
|А to install. Kits are assembled on the floor quickly S 
| and raised into the rough opening. 


D Standard Kit Sizes: 
2x2 2x6 4х6 6х6 — —— 
Ws 10-7 A INSIT АА E sea - a 


jal sizes available to suit your specification. 


a 

CAMEL BACK TOWERS 
Phoenix, Arizona 

A recent installation where --- ————— — 


Wilson ceilings were used 
throughout. J. A. WILSON LIGHTING 
Residential Lighting Division 


Erie, Pennsylvania 
Please send literature on Wilson Electralume Ceilings 
and the name of your nearby Wilson representative. 


A 


ERIE, PENNSYLVANIA + NAME TITLE 
Specialists in Illuminated Ceilings А COMPANY. - 
\ ADDRESS .— us = = 
Representatives in all principal cities 
z SEES CE еи STATE. 
позаг Experience In:tha-Lighting Industry J | am interested in packaged Electralume Ceiling Kits. 
Size x 
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MASONES Y 22, 


E TO | | " ! | 
BETTER | | MAYES Your ПИК 
LIVING 
CONTEST 


NS 


А TT (| — | | 


homes contest headquarters 


up at your door) 


Join with Masonite in this biggest new home promotion ever. 
The Key to Better Living Contest offers three built-in features to 
bring interested prospects streaming your way. 


1. Contestants must visit your model homes for registration forms. 
You get to see and speak to every one of these potential home 
buyers. 


2. Contest registration forms are worded to make contestants 
carefully consider the features in your homes. The key comple- 
tion sentence: “Better living begins in a new home of my own 
because...” helps create a selling atmosphere for you and for the 
home-building industry. 

3. Heavy advertising on national TV and in local newspapers 
keeps bringing visitors your way...eager to win any of 750 prizes, 
including a new home. 


48 MASONITE 


shows the way! 


Masonite, X-ninety and Colorlok are registered trademarks of Masonite Corporation. 


JANUARY 1964 


У. 


3 ces РСЕ 


HOW THE CONTEST WORKS 


You build one or more model homes using 
Masonite siding and interior paneling 
(Royalcote, Marbletone, genuine Peg- 
Board). You get registration forms, litera- 
ture, signs, ad mats—a complete package 
for on-site promotion and local advertising. 

Masonite backs you with heavy tele- 
vision schedules on NBC's "Today," 
"Tonight" and "Sunday" shows as well 
as local newspaper advertising. You also 
get special displays and literature to dis- 
tribute to lending institutions and lumber 
dealers, to direct prospects to your model 
homes. 

That's not all. Masonite pays up to 
$25,000 toward purchase of a new home 
for the first-prize winner. 749 other prizes 
include player pianos, home power-tool 
workshops, and home entertainment 
centers (TV/radio/stereo hi-fi). 


MORE BENEFITS 


In addition to answering the contest com- 
pletion question, visitors to your homes 
fill out an important personal data 
form. You learn about them, their 
families, their likes and dislikes 
in home construction...a 

ready-made follow-up file. 

Your homes benefit from 
association with nationally 
advertised and accepted Masonite 
hardboards. Masonite backs its prod- 
ucts with the biggest campaign of any 
hardboard manufacturer. 

You get on-site construction savings. 
X-ninety sidings offer unmatched worka- 
bility, take any finish and are extremely 
dent-resistant. Or use new prefinished 
Colorlok to cut cost further. Of course, 
Masonite interior panels are prefinished, 
too. Just nail them up and you're done. 

There you have it—five months of 
solid selling (April 1-August 31) with 
Masonite's Key to Better Living Contest. 
The new home promotion with more ex- 
citement, publicity, and builder benefits 
than any event to date. Make plans now. 
Call your Masonite representative for com- 
plete details. Or write for free brochure 
outlining the entire program. 


Masonite Corporation, Dept. HH-1, 
Box 777, Chicago 90, Ш. 


Please send me your brochure on the Key to Better 
Living Contest. 


Name. — 


Firm. 


Address. 


City. 
Zone. State. 
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OPEN HOUSE 64 


KKK KI KK KKK 


1000 
PRIZES! 


KKKKKKKKIKK 


й ® A NATIONALLY- 
OF NEW WESTINGHOUSE- 


ADVERTISED SHOWING 


EQUIPPED HOMES 
AND APARTMENTS! 


A full-color Westinghouse spread in 
Life Magazine (out June 2)—with 
additional pages featuring homes and 
apartments of co-operating builders! 
(Keep reading!) 


YOUR MODEL HOME... 
YOUR APARTMENT... 
HEADQUARTERS FOR A 
SENSATIONAL CONTEST! 


In addition to selling Open House '64, 
the Life spectacular will promote 

a big, nationwide contest. 
Contestants pick up their entry blanks 
at your model home or apartment! 
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WHAT WESTINGHOUSE 
YOUR SALES! 


a | YOUR MODEL HOME... 
ze | YOUR APARTMENT... 
| PICTURED & DESCRIBED 
IN LIFE MAGAZINE! 


An artist's rendering of your model home 
or apartment will be used in the 

Life ad. It will be returned to you for use 
in local tie-in advertising and promotion. 
(There's more! ) 


ALL THIS— PLUS LOCAL MERCHANDISING ASSISTANCE TO EN- 
ABLE YOU TO TAKE FULL ADVANTAGE OF THE WESTINGHOUSE 
OPEN HOUSE '64 PROMOTION! CLOSING DATE FOR YOUR SPACE 
IN LIFE MAGAZINE I$ MARCH 13th! THERES NO TIME TO WASTE! 
CONTACT YOUR NEARBY WESTINGHOUSE RESIDENTIAL SALES 
MANAGER RIGHT AWAY! HE'S WAITING FOR YOUR CALL! 


You can be sure... if it's Westi nghouse W) 
WESTINGHOUSE ELECTRIC CORPORATION, PITTSBURGH 30, PA. 
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OFF-THE-FLOOR 
CLOSETS 


are fast becoming a ‘‘de- 
mand item" with the la- 
dies — with good reason. 


This type of fixture means 
the end of back-breaking, 
time-consuming cleaning 
and maintenance of bath- 
room floors. There are no 
cracks or crevices around 
base of closet into which 
dirt, moisture or cleaning 
solvents can gather. Floors 
can be designed to be 
clean, bright, beautiful 
and sanitary — and can be 
kept that way with ease! 


These are features you 
can sell — because they 
eliminate work for the 
housewife . . . every day 
for a lifetime! 


nd FEATURE* | 


Mrs. America wants 
in her New Home! 


* 


and the Ist feature 


you want to meet all 


installation requirements 


JOSAM 


RESIDENTIAL 
4 CLOSET 
CARRIERS 


OFF-THE-FLOOR CLOSETS JOSAM REZITRON CARRIERS 


have features which provide 
complete dependability and 
economy in installation. 


They fit correctly within 
standard stud center-to- 
center dimensions. Flat sur- 
face on feet provides for 
proper distribution of weight 
directly on floor making the 
closet primarily supported 
by the floor. Tested to sup- 
portin excess of 400 pounds. 


Universal adjustability 
makes it easy to install 
Rezitron Carriers to meet 
varying roughing-in require- 
ments. A wide range of 
types to suit local regula- 
tions, different methods of 
construction and all manu- 
facturers’ fixtures. For the 
complete story, write for 
Manual FR-4. 


3k The first feature that women want in new 
homes, according to surveys, is a modern 
kitchen — the second, a modern bathroom. 


JOSAM MANUFACTURING CO. 
Michigan City, Indiana 
JOSAM PRODUCTS ARE SOLO THROUGH PLUMBING SUPPLY WHOLESALERS 


BOOKS 


PATIO ROW HOUSES are envisaged by Chermayeff and Alexander as ап 
optimum arrangement of high-density living space. Each house would include 
a series of inner courts separating children from parents and family living. 


2 architects + 1 computer — new design criteria 


COMMUNITY AND Privacy. By Serge 
Chermayeff and Christopher Alex- 
ander. Doubleday & Co. Garden 
City, N. Y. 236 pp. $5.95. 

Urban disintegration and sprawl- 
ing suburbs are easy and com- 
mon targets for critical attack. 
What the living conditions of 
present-day cities and suburbs do 
to their citizens—and what they 
do to the last vestiges of natural 
surroundings—is worthy of de- 
crying. Seldom, however, do the 
detractors, however impassioned 
their cries, produce counter-sug- 
gestions that are practical or 
which make economic sense. 

Architect-teacher Serge Cher- 
mayeff and Architect-mathemati- 
cian Christopher Alexander de- 
velop a thesis in this book (after 
the analytical outrage chapters) 
that concerns itself with two sets 
of basic requirements for a 
dwelling. The first is a list of 
33 items involved in grouping 
dwelling units, These range all 
the way from “efficient parking” 
through such workaday prob- 
lems as “garbage collection” and 
“separation of children and pets 
from moving vehicles.” 

The second is a list of six 
questions about the individual 
units. These are: Is there a buf- 
fer zone at the entry? Is there 
a separate entry for the children? 
Is there a buffer-zone between 
parents’ and childrens’ private 
areas? Is there a lock to the 
parents’ area inhibiting children 
from entering? Can the living 
room be isolated from the rest 
of the house? Are outdoor spaces 
private and differentiated for the 
various users? 

With these questions in mind, 


New on the book lists 


IDEAS AND INTEGRITIEs By Buckmin- 
ister Fuller, Prentice-Hall, Engle- 
wood, N.J., 318 pp. $6.95. 

The famed designer describes 
his life, tells how his ideas 
evolved, and discusses techno- 
logical advances. 


GREAT AMERICAN MANSIONS AND 
THEIR STORIES. By Merill Folsom. 
Hastings House, New York City. 
310 pp. $10. 

A delightful collection of pic- 
tures and histories of 47 man- 
sions and castles (and with useful 


the authors examine 13 cluster 
plans and 17 good house plans 
and come to conclusions based 
on mathematical computations 
(using 18M machinery) for space 
standards essential for the happy 
growth of individual personality, 
as well as for optimum inter- 
relationships of these spaces. 
Results of the studies show, 
say the authors, that the 33 basic 
grouping factors fit into seven 
interrelated groupings. And, they 
claim, the optimum grouping plan 
is for 20 townhouses per clus- 
ter, with 3,100 sq. ft. of land per 
unit, and 14 units (51 persons) 
per acre. (Such a density—32,000 
persons per sq. mi.—is roughly 
the density of Brooklyn.) For 
à townhouse that meets the test 
of six questions for livability of 
individual units, the one shown 
above with two interior courts is 
offered as entirely satisfactory. 
This book deserves close study 
because it analyses human needs 
and makes them crystal clear. 
And it is a laudable effort by 
two architects to prick the bal- 
loon paraded by so many archi- 
tectural educators. Says Cher- 
тауей: “The biggest obstacle to 
improved design standards is the 
obsolescence of the designers 
themselves . . . In futile con- 
servatism [architectural schools] 
maintain the tradition of trying 
to transform average students 
into universal men of the highest 
order—to graduate an annual 
horde of Leonardoes. This makes 
pretentious pseudo-artists out of 
fools and inhibits our best tal- 
ent because it cannot be con- 
veniently pigeonholed in a con- 
ventional manner."—]JAN WHITE 


ideas for builders and architects 
whose prospects have upwards of 
$1 million to spend for a house). 


CANDELA: THE SHELL BUILDER. By 
Colin Faber, Reinhold Publishing 
Corp, New York City. 240 pp. 
$16.50. 

A handsome book describing 
in detail the work of Mexico's 
Felix Candela, the world's fore- 
most architect-engineer of con- 
crete thin-shell structures, Each 
chapter includes sophisticated 
mathematical analyses of how 
each thin-shell type behaves 
structurally. 


New products start on p. 125 
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ANSWER: -.. 
GM-DELCO'S NEW 
PRE-CHARGED 


UNIT THAT 
FLUSH-MOUNTS 
INTO ANY OUTSIDE 
WALL! 


A QUICK-CONNECT SPLIT SYSTEM WITH 19,000 BTUH 
CAPACITY TO AIR CONDITION A 4-5 ROOM APARTMENT 


IN-WALL INSTALLATION FREE-STANDING INSTALLATION 
The condensing unit is At ground level, the con- 
designed for easy mount- densing unit may be in- 
ing in any outside wall, stalled as close as three 


À, WHERE DO | 


under windows, wherever ara "en inches from the wall. GET MORE 
there's free space avail- The evaporator coil is f 
able. The condenser unit designed for either verti- INFORMATION? 
measures only 24” high, cal or horizontal air flow, ; 

CUTAWAY 30" wide, 16" deep. Both and may be installed in A І 

SECTION air intake and discharge палец. the plenum above a high- А га 


or low-boy furnace, or in 
a horizontal duct run. 
Refrigerant tubing is 
completely charged and 
fitted with quick-connect 
couplings to speed up in- 
stallation, reduce costs. 


outlet are on the same an 
SIDE VIEW side of unit. The cabinet = 
is thoroughly insulated. 
Service access panel is 
quickly removed to expose 
all parts for inspection 
and service, if necessary. 


Send off a quick letter to Delco 
Appliance Division, General 
Motors Corporation, Dept. 
NB-3, Rochester, N. Y. 14601 


THE NAME THAT INSPIRES RESPECT... 


Delco 3695 


CORIDITIONAIR 


ELCO APPLIANCE DIVISION . GENERAL MOTORS CORPORATION е ROCHESTER, NEW YORK 
JANUARY 1964 113 


Look at this versatile 


Whether you build ten homes, 500 homes or huge high- 
rise apartments, only the RCA WHIRLPOOL brand offers 
you such a wide selection of both gas and electric ranges. 

New eye-level models . . . set-ins, built-ins, free-standing 
ranges to fit any market, floor plan or budget. 

Builders from coast to coast tell us they like the many 
benefits of one-source ordering for a complete line of gas 
and electric appliances. It means less paper work. You 
deal with one man instead of three or four or more... 
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GAS AND ELECTRIC 
RANGES FOR '64 - 


selection...and all from one source! 


place one order, pay one invoice. You get better color 
and design coordination. 


'The RCA WHIRLPOOL brand is well known nationally, «o» 
backed by millions of advertising dollars year after year. Em = A А 1 t cece anes 
It’s recognized immediately for quality and dependability. 
Ы Contract and Builder Sales Division, Administrative Center, Benton Harbor, Michigan 
It'll take only a few minutes for your local RCA WHIRLPOOL 
dan , = - + « " Manufacturer of RCA WHIRLPOOL Automatic Washers « Wringer Washers 
distributor to tell you how this unique package plan « Dryers + Washer-Dryers « Refrigerators « Freezers • Ice Cube Makers » Ranges 
can add that extra touch of value to your homes and « Air Conditioners + Dishwashers ~ Food Waste Disposers + Dehumidifiers 
apartments . . . call him today for complete details, Uso of trodemarks fj ond RCA authorized by trademark owner Radio Corporation of America 
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"BEST HOMES FOR THE MONEY" 


USE CAST IRON WATER MAINS 


(78% of award-winning builders specify Cast Iron Pipe) 


PALATINE, ILLINOIS 


in Illinois weather." 


INCLUDED IN THIS HOUSE: built-in range and oven; nylon carpeting in living lasting quality 
room, dining room, second-floor hall and bedrooms; storm and screen windows; full base- and specify it for all 
ment; 40-gal., glass-lined hot-water heater, fireplace, patio and slate foyer. our developments." 
THE PLAN: Very easy to live with, this plan features a dead-end living room and a Wm. L. Lee, President 
separate dining room that is really separate. There's good access from side yard to the W. L. Lee & Co., Inc. 


78% of the successful builders 
publicized by American Home 
magazine specify cast iron water 
mains. They appreciate cast iron’s 
natural strength and durability. 
Qualities that help cast iron pipe 
stand up to internal pressure, ex- 
ternal loads, adverse soil condi- 
tions and temperature extremes. 
Qualities that assure dependable 
water delivery—for the life of the 
home and beyond. 

“Best homes for the money" is 
the way American Home describes 
these houses. Cast iron pipe sup- 
ports the claim— with dollar-for- 
dollar benefits unmatched by sub- 
stitute pipe materials. 


Price: $31,950 with land • Living Area: 2120 sq. ft. е Builder: W. L. Lee and Co., Inc.* • Architect: James Viger, A.I.A. 


WHAT THE JUDGES SAID: “The second-floor playroom really caught our eye. It 
could double as a nursery, den, sewing room or an old-fashioned sitting room. The facade 
is cleanly executed and in balance. The house is well built and will last many a decade *'"| use cast iron pipe 


garage and from garage to kitchen. 


ката -y 


in our water mains 
because of its 


To help you in your work, the Cast Iron Pipe Research Association 
offers the free booklet, “Tract Development . . . helpful ideas from im- 
portant magazine articles." Includes eleven articles from seven magazines 
—written by experts and chosen for their pertinence to your problems. 
Send for your copy today. 


а CAST IRON PIPE 

LSA) mue маяк OF PIPE THAT LAST? OVER 100 YEARS. 

CAST IRON PIPE RESEARCH ASSOCIATION 

Wallace T. Miller, Managing Director, 

3440-H Prudential Plaza, Chicago 1, Illinois 

Please send me the free booklet “TRACT DEVELOPMENT ... helpful 
ideas from important magazine articles.” 


NAME 
FIRM 

ADDRESS 
CITY 


— POSTION == 
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Nationally-known builders “Smoky” Grant and Wally Holladay 
discuss their U.S, Steel Homes apartment project in Fairborn, О. 
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.5. Steel Homes apartments 
go up 25% faster, 


9 


say Grant-Holladay 


“The U. S. Steel Homes steel framed panel building system is one of 
the finest and most quickly erected systems we have ever used,” say 
Grant-Holladay Builders, Fairborn, Ohio. “Our erection and closing 
time was cut by almost 25% in our Fairborn apartment project, so each 
building was occupied faster, and our financing charges were consider- 
ably reduced. Over 50 units are already occupied, and the balance is 


very nearly ready.” 


From the basic models of U. S. Steel 
Homes apartments, you can build an 
almost endless variety of combina- 
tions—and all USS Homes apart- 
ments, as well as single-family homes 
and town houses, are framed with our 
exclusive steel structural system for 
great dimensional stability. All 
models have been carefully designed 
for convenient living, minimum 
maintenance, maximum comfort. All 
components are top-quality, rigidly 
inspected through every step of the 
factory manufacturing operation. 


U. S. Steel Homes Dealers have 
more than a complete range of qual- 
ity products to sell. Advertising and 
marketing aid, help in planning 
building programs, FHA and VA 
procedures and submissions, sales 
training and sales literature are also 
available. For more information on 
how you can become a profitable 
U. S. Steel Homes Dealer, call or 
write U. S. Steel Homes, 2549 
Charlestown Road, New Albany, 
Indiana 47150. USS is a registered 
trademark. 


United States Steel Homes 
Division of 
United States Steel 
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1. Exciting New Line 


See what's in it for you! моге satespower 
for your homes—that's what. Now that Roper's famous 
4-generation quality reputation is available to builders in 
an exciting new line...plus an exclusive merchandising kit 
and incentive plan...you've got the hottest selling package 
working for you in the builder field. 

The newest, most complete line of interchangeable gas and 
electric ranges available. Now you can give prospects the 
widest choice of quality gas or electric, because Roper mod- 


Roper’s exclusive 3-point builder program— 


Roper Charms—gas or electric. Exclusive safety slide-out cook top . . . rear burners lock “off” 
when top is in. Automatic "Cook & Keep" controls. 30" and 39" width. 


Roper Custom Built-Ins—gas or electric. Vast selection 
of ovens and companion cook tops. Identical cut-outs. 


Roper Counter Built-Ins—gas or electric. Very 
economical slide-in installation. 


Roper Charm I!—the only double-oven gas range 
with eye-level broiler. 30-inch width. 


els are completely interchangeable—size for size, shape for 
shape. With all of today's most-wanted features. 

Exclusive "Build-the-Builder" Plan. The most complete, most 
usable merchandising kit ever developed for builders. Great 
traffic builder. Great help for clinching sales. 

“Millionaire Vacations" to Nassau—an exclusive Distributor- 
Builder incentive plan. Offers free Delta Jet Dream Vaca- 
tions to this island paradise. Call your Roper distributor for 
details. 
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smash hit of the NAHB show! | 


2. Build-the-Builder Kit 


3. Millionaire Vacations 


GAS AND ELECTRIC RANGES BY 


ROPER 


the showstopper! 


Four generations of America's smart homemakers have relied on ROPER • Geo. D. Roper Corporation, Kankakee, 111. 
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These Builder-Distributors 


can tell you about scene-stealing Roper! 
Call today, or contact Roper direct. 


ALABAMA 

Birmingham 

Parker Supply Co., Inc. 
ARIZONA, Phoenix 

Electrical Equipment Co. 
ARKANSAS 

North Little Rock 

555 Inc. 
CALIFORNIA, Fresno 

Sierra Sup 

Los An 

Kafton Sales Company 

Geo. D. Roper Sales Corp. 
COLORADO, Denver 

Allied Appliances, Inc. 
CONNECTICUT 

East Hartford 

Roskins Dist., Inc. 

DELAWARE, Millsboro 

Collins & Ryan, Inc. 
DIST. OF COLUMBIA 

Washington 

Builder Kitchens, Inc. 

Thomas Somerville Co. 


FLORIDA, Miami 


Geo. D. Roper Sales Corp. 


GEORGIA, Atlanta 
Geo. D. Roper Sales Corp. 
ILLINOIS, Chicago 
Geo. D. Roper Sales Corp. 
Decatur 
Kitchen Distributors 
Elgin 
The Kitchen Mart, Inc. 
Kankakee 
Home Appl. & Htg. Co. 
Rock Island 
Marlin Associates, Inc. 
INDIANA, Fort Wayne 
Broadview Lumber Co. 
Indianapolis 
Indiana Distributing Co. 
Lafayette 
Vierk Supply Company 
IOWA, Davenport 
Rock Smith Company 
Des Moines 
Geo. W; Onthank Co. 
i 


lo 

City Electric Supply 
LOUISIANA 

Baton Rouge 

Ace Appliance, Inc. 

Shreveport 

Intrasouth Dist. Co. 
MAINE, Portland 

The Boyd Corporation 
MARYLAND, Baltimore 

H. H. Rones, Inc. 

Ellicott City 

Ritchie Dist. Company. 
MASSACHUSETTS 

Cambridge 

The Boyd Corporation 
MICHIGAN, Ann Arbor 

Monson Cabinet Works 

Detroit 

Geo. D. Roper Sales Corp. 

Flint 

Advance Kitchens, Inc. 

Kalamazoo 

West Michigan Elec, Co, 

Lansing 

Hager-Fox Heating & 

Refrigeration Co. 
MINNESOTA 

Minneapolis 

Derickson Company, Inc. 
MISSISSIPPI, Jackson 

Shepperd Bldg. Sup. Co, 
MISSOURI, Kansas City 

Buell Cabinet Company 

Geo. D. Roper Sales Corp. 

St. Lovis 

Brown Supply Company 
NEBRASKA, Omaha 

Roberts Supply Company 
NEW JERSEY, Newark 

Igoe Brothers, Inc. 
NEW MEXICO 

Albuquerque 

Brown Pipe & Supply of 

Albuquerque, Inc. 

Roswell 

Elec. & Mech. Supply Co. 


NEW YORK, Albany 
Roskin Brothers 
Binghamton 
Southern Tier Division 
Gould-Farmer Co., Inc. 
Buffalo 
Geo. D. Roper Sales Corp. 
Jamestown 
Carlson Cabinet & Appl. 
Middletown 
Roskin Brothers, Inc. 
New York City 


Igoe Bros., N. Y. Corp. 
Syracu: 
Gould-Farmer Co., Inc. 


Utica 

Langdon Hughes El. Co. 
NORTH CAROLINA 

Fuquay Springs 

Varina Wholesale 

Builders Supply, Inc. 

Whiteville 

Wholesale Distr., Inc. 
OHIO, Akron 

The Slocum Co., Inc, 

Bedford Heights 

Sam Palevsky Kitch., Ino, 

Mason 

Valley Kitchens 

Toledo 

Lagrange Builders Sup, 

Willoughby 

P & M Supply Company 

Youngstown 

Dorrance Supply Co. 
OKLAHOMA 

Oklahoma City 

Paul Davis Company 
PENNSYLVANIA 

Altoona 

Radio & Motor Svc., Inc. 

Greenvi 

Bish Corporation 

Harrisburg 

Regal Products Corp. 

Kingston 

Rebennack's, Inc. 

Philadelphia 

J. K. Desmond, Inc. 

Pittsburgh 

Houston-Starr Co., Inc. 
RHODE ISLAND 

East Providence 

‘The Boyd Corporation 
TENNESSEE, Memphis 

W. L. Roberts, Inc. 
TEXAS, Abilene 

Economy Appl. & El. Co. 

Amarillo 

Bldg, & Mech. Sup. Co. 

Austin 

‘The Calcasieu Lmbr. Co. 

Dallas 

The Jarrell Company 

E! Paso 

Elec. & Mech. Sup. Co. 

Fort Worth 

Bullders Sales & Service 

Houston 

E. L. Crumpacker, Inc. 
n Antonio 

Electrical Dist. Company 

Wichita Falls 

Liddell Supply Company 
VIRGINIA, Lynchburg 

Eastern Electric Co. 

Newport News 

Electronics Services, Inc. 

Norfolk 

Hajoca Corporation 

Petersburg 

Martz Bldg. Supplies 

Roanoke 

Hajoca Corporation 
WEST VIRGINIA 

Charleston 

Миз. Sales (Save Sup.) 

Wheeling 

Scott Lumber Company 
WISCONSIN, Middleton 

Fish Building Sup., Inc. 

Milwaukee 

Wisconsin Kitchen Mart 


A few protected distributor franchises 
are still available. Contact Roper. 


Here's what makes the 
real difference in shelf hardware! 


For open wall shelving, K-V No. 80 
Standard (18° (0 1447 lengths, 1 
adjustment), K-V No. 180 Brackets 
(4 to 20* lengths). 


It's K-V's patented Spring-Lock Backplate—one tap and it can hold forever! 


Only K-V has it! Just fit the No. 180 Bracket into the slotted No. 80 Standard 
and tap it down. The patented spring action then extends the full length of the 
backplate, gripping the standard so tightly the bracket just can't come loose 
accidentally. Want to adjust the shelf? Just one light upward tap and it's out 
again. No complicated mechanism—no screws to adjust. This exclusive 
K-V feature guarantees strong, sturdy shelving that can't wobble, can't sag. 
It's easy to install —and modestly priced. There are three handsome finishes: 
Satin Anochrome, Satin Brass and Ebony. When you can't build book- 
shelves in—build them on—with K-V! Ask your K-V distributor, or write 
for our catalog today. 


For bookcase or cabinet shelving K-V 255 
Standard (24" to 144° lengths, У” adjustment). 

К-У 256 Support (%" long, 9116" wide). Nickel, KNAPE & VOGT MANUFACTURING CO. 

zinc or bronze finish. Grand Rapids, Michigan MARDWARE 


MANUFACTURERS OF A COMPLETE LINE OF QUALITY DRAWER SLIDES, SLIDING AND FOLDING DOOR HARDWARE, CLOSET AND KITCHEN FIXTURES AND HANDY HOOKS FOR PERFORATED BOARD. 
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Square now...but will the window slide a year from now? 


Construction techniques are important . .. but your choice of build- 
ing material can make or break the most careful craftsmanship! 


Pre-seasoned lumber from the Western Pine Region, for example, 
can be the difference between satisfied buyers and costly call- 
backs. Its quality gives your reputation permanent protection. 


When first sawn into lumber, any wood is saturated with natural 
moisture. As it dries, it shrinks and changes shape. If this season- 
ing takes place after construction, your reputation and your pocket- 
book are in danger... from sticking windows and squeaky floors 
... from cracked walls and nails popping through plaster. 


Protect yourself and your buyers from these problems with pre- 
seasoned lumber from the member mills of the Western Pine Associ- 
ation. This lumber is scientifically seasoned at the mill to rigid 
standards before grading and shipping. 

WPA pre-seasoning "locks" the lumber into proper shape. It slowly, 
thoroughly dries the wood cells from within, giving the wood added 
Strength, greater nail-holding power, resistance to decay. Pre- 
seasoning also lightens the lumber, making it easier to handle. 
Insist upon pre-seasoned lumber from the member mills of the 
Western Pine Association. Look for the assurance of WPA grade 
and species marks ... your buyers do! 


IDAHO WHITE PINE В PONDEROSA PINE 

LODGE POLE PINE # SUGAR PINE В LARCH 

WHITE FIR E DOUGLAS FIR E ENGELMANN SPRUCE 
RED CEDAR 8 INCENSE CEDAR 


WESTERN PINE ASSOCIATION 


New beauty in All-Brass Fittings 


THE NEW TRITON BY KOHLER 


The newest look—the smartest style, the new Triton by clean and much easier to keep clean. 


Kohler—a tasteful blending of convenience and design Triton handles are easy to grip—and turn—even with 
that appeals to style-minded home owners. Adds jewel wet, soapy hands. Smart red and blue insets provide in- 
like beauty to lavatories, bathtubs and sinks. stant identification of hot and cold. 

Lines are graceful, sweeping—with no unnecessary And like all Kohler fittings—the Triton is All-Brass 
frills or eurves—making Triton fittings a pleasure to —to keep its new look longer. 


KOHLER or KOHLER 


Kohler Co., Established 1873, Kohler, Wisconsin 
ENAMELED IRON AND VITREOUS CHINA PLUMBING FIXTURES . ALL-BRASS FITTINGS ELECTRIC PLANTS е. AIR-COOLED ENGINES . PRECISION CONTROLS 
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BONDWOOD PAR RED OAK 


(SELECT). UNITITZED- tN 


PANELS 


FOR FAST 


For Emperors Only? Nonsense! 
(BondWood® Parquet is installed everyday in 800 sq. ft. apartments) 


Even in Napoleon's day everyone 
tried to imitate the leader. And it's 
no different today .. . particularly 
with parquet floors! But no one has 
yet been able to copy the excellent 
quality and superb performance of 
Harris BondWood parquet! Thick, 
solid hardwood all the way through, 


BondWood is designed for adhesive 
installation over concrete or wood. 
And only the best Appalachian 
hardwoods are selected for Bond- 
Wood. Forflawlessperformanceand 
dependability, specify BondWood in 
apartments, homes, gyms, auditor- 
iums, classrooms and churches. 


Finest in flooring since 1898 


HARRIS FLOORING 


JOHNSON CITY, TENNESSEE 


For Free 
Color Book 
Department HH-14, 


Harris Manufacturing Co. 
Johnson City, Tennessee 


Domino Е. 


Walnut—e; 


NAME 


STREET. 


gle (Premium) 


INSTALLATION. 


(то new design 
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GOOD NEWS FOR HOME BUILDERS! 


FLOAT-AWAY CLOSET SYSTEMS LOWER COSTS — 
TOP QUALITY DOORS NOW AVAILABLE AT LOWER PRICES 


аи New automation production 
technique reduces price to 
E you—yet gives you same 
B high quality styling, con- 
struction, famous 
Float - Away 
exclusives ! 


N.E. 


DEPT. H-164 ATLANTA 6, GEORGIA 


E incip dune га 


e BUILDING MATERIAL DEALERS 
e HOME MANUFACTURERS 
e TRAILER MANUFACTURERS 


WIRE COLLECT OR WRITE FOR MORE DETAILS ON FLOAT-AWAY'S NEW LOWER PRICE OFFER 


Heating and cooling 


Heating-cooling system is 
compact and easy to install be- 
cause the heat exhaust unit and 
cooling coil are split and tubing 
is precharged. Two Flex-O-Metic 
models: 2-ton cooling and 24,000 
вто; 3 tons and 34,000 вто. 
York Corp., York, Pa. 


For details, check No. 2 on p. 139 


Electric wall heater is sur- 
face mounted where there is lit- 
tle space but a large volume of 
air to heat. Capacities: 750 to 
3,000 watts, Tapered units are 3” 
deep at center, 20" bigh, 24" to 
60" wide. Federal Pacific Elec- 
tric, Newark, N.J. 

For details, check No. 6 on p. 139 
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Horizontal furnace comes in ten models, is part of the 1964 Air- 
temp line, Horizontal series can be equipped with high-velocity air-flow 
blowers to make it easier to add central air conditioning later. Chrysler 
Airtemp, Dayton, (For details, check No. 1 on coupon, p. 139) 


Finned-tube baseboard has 
6% more capacity, is 156” lower 
than previous model. There is no 
grille; air enters at floor line, 
passes over heating unit, flows 
out the top. The face of the base- 
board also acts as a radiant 
panel. Bryant, Indianapolis. 

For details, check No. 3 on p. 139 


Heater-fan-light has two-mo- 
tor system so heater and fan can 
operate alone or in combination. 
Compact unit includes 1,500-watt 
forced-fan heater and 60 cfm 
vent fan. Aluminum grille is 
14" x 14", extends 112” from the 
ceiling. Broan, Hartford, Wis. 

For details, check No. 7 on p. 139 


Central air conditioner has 
spine-fin coil for high-efficiency 
cooling. Vertical airflow dis- 
charges heat upwards. Two mod- 
els: 22,000 BTU (22%"x 2278”х 
2934") and 34,000 вто (22%"x 
22%"x37%4"). General Electric, 
Tyler, Tex. 

For details, check No. 4 on p. 139 


Compact humidifier can evap- 
orate 78 gal. of water per 24 
operating hours. The V-7 Vapor 
Wheel is installed on a forced or 
a gravity warm-air furnace with 
the blower in the plenum. It is 
11” wide, 10%” high. Lau 
Blower Co., Dayton. 

For details, check No. 8 on p. 139 


: 1 

Gas-fired upflow furnace in 
gray steel casing has a green 
enamel accent panel with chrome 
trim, looks like a modern appli- 
ance. New Luxaire models are 
rated from 75,000 to 200,000 
BTU, take up to 6 tons of cooling. 
С. A. Olsen Mfg., Cleveland. 

For details, check No. 5 on p. 139 


Ё 
$ 
Dehumidifier control has a 
1-mil-thick, 12”long nylon sensor 
wound four times around the in- 
side of the plastic-covered steel 
case. Wall-mounted control can 
be set to hold humidity level 
within a 20% to 80% range. 
Honeywell, Minneapolis. 

For details, check No. 9 on p. 139 


New products continue on p. 129 
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F-SERIES 
105' BBC 


Now from FORD! 3 new 


New durability, new economy, 
and new performance—now 
available in Ford 600 through 
800 Series trucks! 


Ford's new High Displacement V-8's are designed for 
more durability, economy and performance! Higher 
displacements provide added power to maintain high- 
way speeds at part-throttle . . . plus the reserve to 
reduce downshifting. You get better average road 
Speeds, faster trips, and increased income per hour. 
More part-throttle operation and less shifting mean 
longer engine life . . . lower running costs. And Ford's 
proven Perma-Tuned transistorized ignition system 
is available to cut maintenance expense even further 
».. improve performance and operating economy. 


£ } 186 horsepower . . . 300 Ibs-ft torque Two- 

U | venturi carburetor with thermo-controlled air 
induction system cuts warm-up time, gives better 

HD V-8 fuel economy. Positive crankcase ventilation cuts 
sludge formation, prolongs engine life. Deep- 
skirt block gives extra rigidity and excellent 
crankshaft support. 


203 horsepower . . . 330 Ibs-ft torque Two- 
Ә ОІ venturi carburetor with thermo-controlled air 

induction system for economy. New 13-in. heavy- 
HD V-8 duty clutch has high torque capacity, lasts 
longer. Scroll-type water pump delivers a full 100 
gallons per minute, yet takes less horsepower. 


: 235 horsepower . . . 372 Ibs-ft torque Four- 
4 | venturi carburetor and thermo-controlled air in- 
VJ ВЕ duction provide maximum power with economy. 
HD V-8 Rotor-type oil pump is about twice as durable as 
gear-type pumps and is more effective at idle. 
Pistons have a special top ring carrier that can 
double piston and ring life. 
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N-SERIE 
89" ВВ 


105" BBC F-SERIES Dependable 
Ford F-600 thru 750 Series conven- 
tionals are low-cost workhorses that 
can handle most jobs economically 
and effectively. Max. GVW's to 
25,500 lb., GCW’s to 50,000 Ib.* 
102" BBC F-800 Designed for extra 
highway miles or severe off-road 
service, the Ford F-800 features a 
sturdier frame, plus independently 
mounted cab and front-end sheet- 
metal for maximum life. Short 28- 
inch bumper-to-axle dimension 
allows greater payloads in bridge- 
formula states. Max. GVW 27,500 
1b., GCW 50,000 Ib. * 


"Мах. ratings for series offering the new Ford High Displacement 
V-8 engines, Many other series with modern Ford gasoline or Diesel 
engines are also available to meet virtually any trucking need. 
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C-SERIES 


82У" BBC 


High Displacement V-8s 


89” BBC N-SERIES Modern Ford 
short-BBC N-Series conventionals 
measure only 89 inches from bumper 
to back of cab for increased load- 
space, better weight distribution and 
greater payloads. Short BBC allows 
trucks to handle one-foot longer 
bodies within the same overall length 
and transfer more weight to the front 
axle. N-Series tractors can haul 40- 
foot square-nose trailers in 50-foot 
limit states. Wide-track front axle 
and narrow fender width (85 in.) 
give time-saving maneuverability. 
Max. GVW’s 23,000 to 25,500 Ib., 
GCW's to 50,000 Ib. * 


FORD Th 


82%" BBC C-SERIES America’s 
most popular tilt-cab trucks, C- 
Series Fords have a short 82! -inch 
BBC dimension that permits longer 
bodies or trailers. Set-back front- 
axle design allows higher front axle 
loadings . . . greater payloads. Cabs 
are big, roomy and comfortable . . . 
easy to enter and leave . . . a great 
favorite with drivers. Cab tilts in 
seconds for rapid engine accessi- 
bility. Max. GVW’s 23,000 to 27,500 
lb., GCW's to 50,000 1Ь. * 


ER -+ 1 
( ) MOTOR COMPANY 
Hord 


PRODUCTS OF 


For 
Outstanding 
Reliability 6 
Durability 
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We have something to hide! 


It's through-the-wall cooling that 
gives your apartment an archi- 
tectural plus...these distinctive 
grilles which conceal Luxaire con- 
densing units. 


Your mason makes them with 
standard masonry practices be- 
cause Luxaire provides a frame 
that makes it simple. It’s Luxaire's 


centrifugal blower 
that makes con- 
cealment practical. 


There are 1154 
other ways the 
Luxaire comfort 
idea can help you 
add value to the dwellings you 
build without adding cost. Many of 


them are covered in our "Apart- 
ments” Brochure. You can get a 
copy from your local Luxaire repre- 
sentative or direct from 


The C. A. Olsen Manufacturing Company, Elyria, Ohio 
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Kitchens 


Eye-level refrigerator breaks away from traditional box design. 
A 6.7 cu. ft. freezer drawer fits below the 40" counter; the upper re- 
frigerator holds 8.3 cu. ft. The Americana comes in coppertone or 
white. General Electric, Louisville. (For details, check No. I0 on p. 139) 


ада. ЗСА 
Free-standing range comes 
in gas or electric models, in seven 
finishes with a polished metal top 
and trim, Removable oven door 
has a decorated glass panel. Auto- 
matic controls are mounted in 
front. Preway Inc. Wisconsin 
Rapids, Wis, 

For details, check No. 15 on p. 139 


Double oven and range has a self-contained venting system that 
works for both oven and surface units. Because there is no need for a 
hood, the Imperial can fit in the wall cabinet space often used by a 
hood. Jenn-Air, Indianapolis. (For details, check No. 17 on p. 139) 


JANUARY 1964 


Refrigerator-freezer has a 
11.2 cu, ft. fresh food section on 
the right slide, a 7.5 си, ft. 
freezer on the left. Each section 
of the Imperial Duplex has stor- 
age in its door, slide-out shelves 
and baskets, and automatic de- 
frost. Admiral, Chicago, 

For details, check No. 11 on p. 139 


start on p. 125 


Luminous-front vent hood 
comes in one ducted (above) and 
two ductless models. Versa-Duct 
offers a choice of top or back 
outlets for 34"x10" ducts. It de- 
livers air in excess of FHA require- 
ments, says it maker, Leigh, 
Coopersville, Mich. 


For details, check No. 12 on p. 139 


panel in which decorative tiles 
can be inserted on either side of 
the oven clock. Ceramic tiles 
come in 27 patterns and colors. 
Decoramic panel is available on 
all luxury and economy models. 
Gray & Dudley, Nashville. 

For details, check No. 13 on p. 139 


ще — 
30” electic oven-range has 
a 26"-wide oven, Oven walls are 
removable, have a washable sur- 
face. A self-contained vent sys- 
tem takes steam and odor 
through fiberglass and charcoal 
filters, returns clean air to the 
kitchen. Hotpoint, Chicago, 
For details, check No. 14 on p. 139 


Slip-in range needs no fram- 
ing or cutouts. It hangs from the 
countertop by a chrome trim 
piece which provides a fast bond. 
Glass oven door opens to the 
side. Oven controls are set on an 
angled panel in front. Tappan, 
Mansfield, Ohio. 

For details, check No. 16 on p. 139 
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“This just has to be one of the best 
building materials on the market 
today," says Mr. Katleman, devel- 
oper of famous Park Forest, one of 
the nation's first completely planned 
communities. 

“Look at it this way," Mr. Katle- 
man continues. “Soon after Insulite 
Primed Siding was introduced, we 
switched. And we've never had a 
siding callback for any reason. That 
covers more than a thousand homes 
in more than 5 years. 

"We've found that Insulite doesn't 
warp, twist or buckle. Joints stay 


butted. The weather drip edge helps 
keep sidewalls clean and dry. And 
with that deep factory priming, we 
get a beautiful paint job with just 
one finish coat. 

“Of course, there are other reasons 
why we standardized on Insulite. It 
saws and nails like wood. Yet it goes 
up faster and easier than wood shakes 
or conventional wood siding. 

“Our prices range from $18,950 to 
$28,000 and we use all three styles 
of Insulite to get the extra design 
versatility and curb appeal that helps 
us sell homes." 


“We've built 1028 homes with Insulite Primed Siding 
since 58 and never had a callback!" 


says Jerald Katleman, President, Park Forest Homes, Inc., Park Forest, Ill. 


Mr. Katleman is typical of the 
thousands of builders across the 
country who have already found that 
Insulite offers everything they want 
in a primed siding . . . design versatil- 
ity; fast, easy installation; the selling 
power of lasting beauty and value; 
plus demonstrated performance. 

So why gamble on an untried 
siding? Next time get Insulite...the 
Primed Siding performance-proved 
on more than 450,000 homes coast to 
coast. Ask your dealer about it. Or 
write direct to Insulite, Minneapolis 
2, Minnesota. 
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Completely Planned Community. Shown here checking the 
progress of Park Forest... опе of the nation's first completely planned 
communities ...are (left) Mr. Jerald Katleman, President of 

Park Forest Homes, Inc., and Mr. Fred Peterman, Director of Sales. 
Located on 3,000 acre es south of Chicago's loop, 

Park Forest began in 1948 with the first of 3,000 rental units. This was 
followed by the first completely integrated mall shopping centers. 
Then, in 1951, new home construction started, To date, 

Park Forest Homes, Inc. has built and sold 5,300 homes. The 
community now has a population of 31,000... and includes 70 stores 
in four shopping centers, 14 elementary schools, two high schools, 

12 churches, 21 parks and recreation areas, and a unique 

four-year liberal arts college. The bold concept of this new community 
planned back in 1944...and carried through by one company... 
today has become a thriving, balanced community. 


ІПЅИШТЕ spins" 


Performance-proved on 450,000 homes coast to coast 
Insulite Division of Minnesota & Ontario Paper Company, Minneapolis 2, Minnesota 
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Tools and equipment 


E e| 
Ladder leveler fastens to one 
leg of wood or aluminum lad- 
ders, leveling them on uneven 
surfaces. The unit slips on the 
leg; and height is adjusted by an 
operating handle. The leveling 
range is 12". C. W. Lind Co., 
Minneapolis, 

For details, check No. 20 on p. 139 


Hardware 


i 
| 
| 
| 
Decorative door knob, part 
of new Lotus Knob series, is de- 
signed for cabinet and furniture 
doors, and to match Lotus lock 
set by Schlage, which has li- 
censed this manufacturer to pro- 
duce this knob style. Ajax Hard- 
ware, City of Industry, Calif. 

For details, check No. 24 on p. 139 


132 


Revolving crane is mounted 
on crawler tracks, has 10,200-Ib. 
capacity. Crane assembly swings 
275°, has a boom counterweight 
that can be dropped 2212” for 
low-clearance mobility. Deisel 
engine has 71 h.p. International 
Harvester, Chicago. 

For details, check No. 18 on p. 139 


Telescoping boom unloader 
mounts on the tractor of a trac- 
tor-trailer unit, is designed for 
erecting prefab houses. Capacity 
is 1,000 Ib. with boom extended, 
6,000 15. with boom retracted. 
Side-O-Matic Unloader Corp., 
York, Pa. 

For details, check No. 19 on p. 139 


Roofing elevator has a con- 
finuous chain belt and will lift 
six packages to a roof per min- 
ute. The Ken-Do elevator weighs 
110 Ib. is 14 high, and is run 
by a %-hp., 110-volt electric 
motor. Easy-Way Products, Pon- 
ca City, Okla. 

For details, check No. 21 on p. 139 


ENA i 
Adjustable legs turn a stand- 
ard extension ladder into a self- 
supporting unit. Telescoping legs 
adjust from 13' to 25', hold lad- 
ders up to 36' long on rubber 
feet. Steady/Rest has safety 
chain at the bottom. Machen 
Products, Toledo. 

For details, check No. 22 on p. 139 


F3 


Stainless-steel nail is de- 


signed for rust-proof fastening of 
redwood and cedar siding, and 
for siding with Tedlar pvr film 
finish. Annular ring nails come 
134" or 236" long, plain or col- 
ored. Independent Nail Corp., 
Bridgewater, Mass. 

For details, check No. 25 on p. 139 


Purlin bracket attaches pur- 
lins to rafters without overlap, 
allowing straight-line installation 
with minimum waste of lumber. 
Bracket fits all 2x timbers, is 
made of galvanized steel punched 
for Vs" nails. National Manufac- 
turing, Sterling, Ш. 

For details, check No. 26 on p. 139 


Lightweight stilts of aircraft 
aluminum lift workers as much 
as 26" off the floor—high enough 
to reach ceilings easily. Steady 
Stilt attaches to a man's leg with 
one strap, to his foot with two 
straps. Goldblatt Tool Co., Kan- 
sas City, Mo. 

For details, check No. 23 on p. 139 


Colonial Hardware for storm 
doors has etched black finish. 
One-door package includes lock- 
set with lock, three strap hinges, 
hydraulic door closer, and a 
spring chain door protector. 
Dexter Lock Division, Grand 
Rapids, Mich. 

For details, check No. 27 on p. 139 
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One-piece lavatory has a 
rolled edge that eliminates the 
need for a separate metal rim. A 
tube of silicone adhesive and a 
counter template come with each 
package. Whirlpool lavatories are 
18” in diameter, come in 50 col- 
ors. Case, Robinson, Ill. 


For details, check No. 28 on p. 139 


Radio control kit contains all 
parts necessary to convert elec- 
trically operated garage doors to 
remote control. Car transmitter 
(left) can clip on a sun visor, 
runs оп a 2219-мой battery, has 
a range of 125'. Alliance Manu- 
facturing, Alliance, Ohio, 

For details, check No. 32 on p. 139 


Windows and doors 


! aj 
Plastic waste parts for bath- 
tubs are made of DuPont Delrin, 
are unaffected by solvents or 
acids. Available parts include 
waste shoes, tees, and overflows 
for trip lever and chain wastes. 
The parts fit any bathtub. A.H. 
Voss, Los Angeles. 

For details, check No. 29 on p. 139 


Plastic medicine cabinets 
have boxes of molded styrene, 
frames of extruded aluminum, 
and sliding mirror doors mount- 
ed on rollers, Vanity Fair cab- 
inets come in three styles and six 
decorator colors, Designware In- 
dustries, Minneapolis, 

For details, check No. 30 on p. 139 


One-piece lavatory trim of 
Franciscan Hermosa tile is de- 
signed for fast installation of 
oval lavatories. The piece is a 
6"x12" bullnose, scored, precut, 
and ready for grout, Interna- 
tional Pipe & Ceramics Corp., 
Los Angeles. 

For details, check No. 31 on p. 139 


Stainless-steel facing is ap- 
plied to the weather side of this 
company's aluminum storm win- 
dows for extra protection. Glass 
tilts out of frame for easy wash- 
ing. Triple-tracked units have 
burglar-proof hidden locks. Allied 
National Products, Chicago. 

For details, check No. 33 on p. 139 


Plastic window sill for inside 
installation is made from molded 
Permadall plastic reinforced with 
glass fiber. Sills are 458”, 6", or 


Remote control unit for electric garage-door openers can be carried 
in the car or a purse. Auto-Mate systems also include circuits that 


turn on garage lights when the automatic opener is actuated. Overhead 
Door, New Hartford, Ind. (For details, check No. 34 on p. 139) 


KA 
AS 


814” deep and have a 5%” bull- њ_ е. 

nose. They are available іп four Interchangeable panels let builders offer 1,500 design combina- 
neutral colors. Woodall Indus- tions in Custom-line entrance doors. The doors are available in 2'8 
tries, Skokie, Ill. 68”, 3'x6'x8", and 3'x7' sizes. All are 134” thick. Morgan Co., Osh- 
For details, check No. 35 on p. 139 kosh, Wis. (For details, check No. 36 on p. 139) 
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Miscellany 


Trash storage enclosure can hold from two to five standard trash 
cans, has an easy-to-open roll-up door. Trashmaster galvanized steel 
units come with prime coat, ready for finish painting. J. C. Wilson 
Corp., Norfolk, Va. (For details, check No. 37 on p. 139) 


Aluminum solar screen can 
be used either as a sun fence or 
an awning, is offered in 30 colors 
and patterns. The screens have 
Flexalum finish which is bonded 
against peeling, cracking, or chip- 
ping. Bridgeport Brass, Bridge- 
port, Conn. 

For details, check No. 39 on p. 139 


Office equipment 


Electronic phone answerer 
records messages when phones 
are unattended, plays them back 
over the phone when given a 
code signal. The unit is portable, 
easy to install, and can be shifted 
from office to office. Phonomatic, 
Los Angeles. 

For details, check No. 42 on p. 139 
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Warm-air fireplaces are of- 
fered in giant size, 76" wide, 80" 
high, and 28" deep. Steel Heat- 
saver units have built-in dampers 
and controls, are designed for 
large homes, lobbies, and recep- 


tion rooms. Donely Brothers, 
Cleveland. 


For details, check No. 40 on p. 139 


Liquid mulch, when sprayed on freshly seeded soil, forms a film 
that holds seeds, binds soil, resists erosion, Soil Gard is an elastometric 
emulsion concentrate. Users dilute it with water. Miller Chemical & 
Fertilizer, Baltimore. (For details, check No. 38 on p. 139) 


Wall finish system includes 
wallboard of  glass-reinforced 
gypsum and a hard-finish cover- 
ing coat troweled on by hand. 
Dens-Cote dries in a few hours, 
can then receive paint or wall- 
paper. Bestwall Gypsum, Ard- 
more, Pa. 

For details, check No. 41 on p. 139 


Automatic typewriter, fed 
by a card-sized folded tape, will 
type repetitive data at 100 words 
per minute. The unit also in- 
cludes a device which punches 
the tape as the original is typed 
manually on the machine, Royal 
McBee, New York City. 

For details, check No. 43 on p. 139 


Portable drawing board, 
brief-case sized, is offered in a 
case that includes a protractor, a 
T-square, a ruler, angles, and 
compartments for keeping pen- 
cils, pens, paper, and other draw- 
ing accessories, Kohi-nor Inc., 
Bloomsbury, N.J. 

For details, check No, 44 on p. 139 


Automatic copier has dial 
control which can be set to pro- 
duce any desired number of 
copies. Dial-A-Copy is roll, not 
sheet-fed, thus saving operator's 
time, Retail price: $1195. Amer- 
ican Photocopy Equipment, Ev- 
anston, Ill. 

For details, check No. 45 on p. 139 
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Swimming pool cover un- 
rolls over the pool like a window 
shade and locks to protect against 
accidents and airborne dirt, Elec- 
tric 14-Вр. motor is mounted be- 
low deck at the deep end; ano- 


E справи 


Truss connector plate has а 
structural rating of 166 Ib. per 
sq. in. Atlas Clinchplates cut in- 
ventory: 16-piece set of five plate 
sizes will handle all standard en- 
gineered trusses pitched from 
3/12 to 7/12. 62¢ per set. Struc- 
Omatic, Chicago. 

For details, check No. 47 on p. 139 


1 
вај 
Gable-end vent has adjusta- 
ble base that telescopes to fit any 
roof pitch from 2/12 to 9/12. 
Vari-pitch louver has aluminum 
frame and screens. Comes in 
eight sizes with maximum base 
lengths from 4134" to 109”. 
Louver Mfg., Minneapolis. 

For details, check No. 49 on p. 139 
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cessed in pool side walls. Vinyl- 
coated nylon cover comes 16' x 
32’, 18' x 36, and 20' x 40'. 
Cover Pools Inc., Salt Lake City. 
For details, check No. 46 on p. 139 


Roof-mounted fan pulls hot 
air out of the attic to reduce the 
air conditioning load or just to 
clear the attic of stifling air. 
Mounts in  16"x16" opening 
formed by roof rafters. Motor is 
1/20 hp., fan blades are 16". 
Dayton Electric, Chicago. 

For details, check No. 48 on p. 139 


Truss-system plate for trusses 
shipped flat is engineered for 16' 
to 32' spans and slopes from 
3/12 to 7/12. Nail holes are pre- 
punched for special nails which 
are 144” long, .1313" in dia- 
meter. Timber Engineering Co., 
Washington, D. C. 

For details, check No. 50 on p. 139 


Publications start on p. 136 


w Ways to Save Money 


FACTORY-CUT BASEBOARD TRIMS 4-6 HOURS 
FROM HEATING JOBS. 


Cutting and fitting baseboard 
radiation on the job is time- 
consuming and costly. Many 
dollars can be saved by asking 
your heating contractor to pur- 
chase baseboard cut at the fac- 
tory to the exact lengths he 
needs for each wall. 
Edwards Engineering Corp. of- 
fers custom-cut baseboard at 
no extra charge. You will find 
that installation time will be 
cut by about half. Illustrations 
show factory-cut 18 foot base- 
board for living rooms, 6/4 
foot length for bathroom. 
Stock lengths are available 
from 2 to 20 feet. 


SINGLE MANUFACTURER DESIGNS MONEY- 
SAVING FEATURES INTO HYDRONIC PRODUCTS 


By manufacturing hydronic components designed to go together, Edwards 
Engineering Corp. saves the user money. Each product—boiler, zone valve, 
circulator and thermostat—is designed to do its particular job efficiently in 
relation to the other components. There is no danger of buying large, ex- 
pensive pumps, for instance, by mistake. All Edwards components match 
perfectly. Write for literature or Call (201) 835-2808 


Edwards 
Boiler 


Edwards Long-Length Baseboard 


Edwards 
Zone Control Valve 


Edwards 
"Even-Flo" Circulator 


Edwards 
Thermostat 
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Completely | EDWARDS ENGINEERING CORPORATION 
Packaged 3 e 
пан Dept. H&H-1 /Pompton Plains, New Jersey 
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GENTLEMEN: Please: || Send literature on long-length baseboard. 

(Send catalog on your complete line. [] Have representative call. 
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12-page book gives design data for stressed-skin plywood panels 


Published by the Douglas Fir Plywood Assn. 
(Tacoma), the booklet is written for archi- 
tects, engineers, and fabricators, It gives com- 
plete technical data on 30 stressed-skin roof 
and floor panels, including: 

Load-span tables for panels with either 


plastered or unplastered bottom skins, 
Section capacities of panels with either gus- 
seted or scarfed skin joints. 
Connection details for panel edge and end 
connections (drawings above). 


For copy, check No. PI on the coupon, p. 139 


Design sheets illustrate new line of colonial door and window trim 


Purpose of the new line, according to Car- 
adco (Dubuque, lowa), is to provide builders 
and architects with matching window and 
door accessories that are architecturally cor- 
rect yet low in cost. As shown in typical 
drawings above, accessories include door and 


window pediments, window spandrels, slatted 
Shutters for both doors and windows, and 
entrance door frames. Caradco says they will 
be available for all sizes of its colonial doors 
and windows. 


For copy, check No. P2 on the coupon, p. 139 


For copies of the free literature, check the indi- 
cated number on the coupon, page 139. 


Catalogs 


METAL DOORS AND WINDOWS. 20 pages on steel 
doors and windows, 8 pages on aluminum win- 
dows. Descriptions and illustrations, sections and 
detail drawings, glazing and installation data, 
glass schedules and muntin variations, specs, types, 
and sizes. Also steel door frames, door hardware, 
and folding closet doors. Ceco Steel, Chicago. 
(Check No. P3 ) 


LiGHTING. 70 pages. Ceiling and wall fixtures in 
contemporary, traditional, provincial and early 
American styles. Recessed units, fluorescents, 
luminous ceilings, outdoor lights. Virden Co., 
Cleveland. (Check No. P4) 


PROTECTIVE COATINGS. 16 pages. Specs and recom- 
mended uses for all Derusto finishes. Color chips. 
Selection chart. Master Bronze Powder Co,, Chi- 
cago Heights, Ill. (Check No. P5) 


STAINLESS-STEEL SINKS, 84 models. Photos, sizes, 
and finishes. Jenson-Thorsen, Addison, Ill. (Check 
No. P6) 


PLUMBING FIXTURES. 24 pages. Photos of model 
bathrooms, Tubs and toilets; sinks for kitchens, 
lavatories, and bathrooms, Fittings. Kohler, Koh- 
ler, Wis. (Check No. P7) 


AUTOMATIC HEATING-COOLING CONTROLS. 8 pages. 
Illustrations, ratings, and specs on residential heat- 
ing and cooling controls. General Electric, Sche- 
nectady, N. Y. (Check No. P8) 


HARDWOOD PANELING, 8 pages. Finishes and specs. 
Georgia-Pacific, Portland, Ore. (Check No. P 9) 


RESILIENT FLOORING. 12 pages. Color pictures of 
each of Azrock's vinyl-asbestos and asphalt tiles. 
Sizes and recommended uses, light-reflectance val- 
ues, and specs. Azrock, San Antonio, (Check No. 
P10) 


Woop WINDOWS AND DOORS., 32 pages. Photos, 
construction features of many window types and 
door styles. Woodco Corp., North Bergen, N. J. 
(Check No. P11) 


„Technical literature 


ROOFING MATERIALS. 8 pages. Basic summary of 
types and application methods. Charts show in- 
place costs, durability and maintenance sizes, 
weights, fire ratings and slope recommendations 
for 13 kinds of roofing. Also covered: porches, 
and sundecks, gutters and downspouts, and prob- 
lem roofs. Small Homes Council-Building Re- 
search Council, Urbana, Ill. (Check No. P12) 


PRIMARY-SECONDARY  ZONE-HEAT CONTROL. 30 
pages. Engineering data on Duo-Flo control sys- 
tem covers equipment dimensions, performance, 
and installation, Layouts of typical systems. 
Charts, graphs, illustrations. Bell & Gossett, Mor- 
ton Grove, Ill. (Check No, P13) 


GLASS FOR CONSTRUCTION. 36 pages. Uses, quali- 
ties, and specs on all types of glass, including 
complete data on insulation glass, Also shows 
wired and patterned glass panels. Libbey-Owens- 
Ford, Toledo. (Check No. P14) 


EMSR STRUCTURAL LUMBER. 8 pages. Charts 
show strength in relation to elasticity for electro- 
mechanical stress-rated rafters and floor, roof, 
and ceiling joists. Potlatch Forests, Lewiston, 
Idaho, (Check No. P15) 


TRANSLUCENT PLASTIC PANELS reinforced with fi- 
berglass and nylon. 8 pages. Weights, sizes, colors, 
shapes, loading strength, and heat and light trans- 
mission values on Filon panels. Construction de- 
tails. Filon Corp. Hawthorne, Calif. (Check No. 
P16) 


ASBESTOS-CEMENT PIPE for pressure and nonpres- 
sure sewer line. 12 pages, Weights and sizes, hy- 
drostatic flexural and crushing strength, flow con- 
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ditions, infiltration, leakage and installation data. 
Johns Manville, New York City. (Check No. P17) 


Corp-wEATHER CONCRETING. Data sheet on tem- 
perature control of concrete mixes. Master 
Builders Co., Cleveland. (Check No. P18) 


Merchandising aid 


How TO CHOOSE BUILDING MATERIALS. 24-page 
consumer-oriented booklet covers roofs, siding, 
insulation, sheathing, walls, and ceilings. Avail- 
able in quantity for builders dealers, etc. to give 
to prospects. Bestwall-Certainteed, Ardmore, Pa. 
(Check No. P 19) 


Product bulletins 


WOOD-FRAMED SLIDING GLASS DOORS AND WINDOWS. 
4 pages. Types and sizes. Construction and instal- 
lation details. Architectural Fenestration of Wood 
Ine., Seattle. (Check No. P 20) 


ILLUMINATED CEILINGS, 4 pages. Types of dif- 
fusers and suspension systems. J. A. Wilson 
Lighting, Erie, Pa. (Check No. P 21) 


Doors: exterior, interior, and bifold, 4 pages. П- 
lustrations show features and choices of factory- 
applied finishes. Mohawk Flush Doors, South 
Bend, Ind. (Check No. P 22) 


SEWAGE TREATMENT PLANT. 12 pages. Explains 
contact aeration and aerobic digestion. Applica- 
tion and selection data, dimensions, accessories. 
Link-Belt Co., Chicago. (Check No. P 23) 


PREHUNG FOLDING DOORS. 4 pages. Photos of four 
white-on-white designs. Construction features, in- 
stallation details, sizes. American Screen Prod- 
ucts, Chatsworth, Ill. (Check No. P 24) 


MERMICULITE INSULATION FOR MASONRY WALLS. 
4 pages. Tables of U values for cavity, single- 
layer block, and back-up walls with and without 
insulation, Vermiculite Institute, Chicago. (Check 
No. P 25) 


Оувкташ PLYWOOD, 8 pages. Results of weather- 
ing and flame-resistance tests. Application details 
and instructions for siding, soffits, gable ends, 
partitions, and cabinets. Crown-Zellerbach, San 
Francisco. (Check No. P 26) 


SLIDING WOOD-FRAME PATIO DOORS with remov- 
able muntins. 4 pages. Photos, sizes, installation 
details, construction features. Joseph C. Klein 
Inc., Voorheesville, N.Y. (Check No. P 27) 


Sreet pucks for steel stud and drywall partitions 
and for wood studs and wallboard. 6 pages. 
Cross-section drawing of various types of wall 
construction, framing details. Specs. Arch Open- 
ing Steel Buck Corp. Brooklyn, N.Y. (Check 
No. P 28) 


PLASTIC LAMINATE DOORS. 8 pages. Construction 
details and specs for solid and hollow-core doors, 
fire doors, and X-ray doors with laminate facings. 
Formica Corp. Cincinnati. (Check No. P 29) 


VENTILATING FANS. 4 pages. Photos and sizes of 
11 models. Details for wall and ceiling installa- 
tions. Ventrola, Owosso, Mich. (Check No. P 30) 


Doom coNTROL UNIT. 4 pages. Operating photos, 
specs, dimensions on six models of door closers. 
Norton Door Closer Co., Bensenville, Ill. (Check 
No. P 31) 


ASBESTOS-CEMENT SEWER PIPE. 4 pages. Illustra- 
tions of assembly steps. Sizes and weights. Also 
shows adaptors and connectors. Orangeburg Mfg.. 
New York City. (Check No. P 32) 


ALUMINUM-FRAME SLIDING WINDOWS. 8 pages. 
Installation details, specs, selection chart. Nor- 
throp Architectural Systems, New York City. 
(Check No. P 33) 


Product bulletins continue on p. 139 
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NEEDED FOR YEARS...to prevent perplexing 
predicaments in the bathroom... AND HERE IT IS 


А NEW BATHROOM CONVENIENCE Just La away 
is the spare...insurance against embarrassment. Closed it's one of the most 
attractive accessories a modern bathroom can have. Beautifully chromed and 
precisely made in every detail, it combines a new and original idea with 
Hall-Mack’s fine styling. 

The smoothly operating door which conceals the extra roll is a sparkling, chrome 
plated brass panel—compact and flush with the wall—that blends pleasingly 
with any decor. 

For new homes or remodeling, you're sure to make friends and influence new cus- 
tomers when you specify, sell or install built-in features by Hall-Mack—especially 
Conceal-A-Roll with the “spare” compartment that solves a delicate problem, 


r — handy, safe spot 
Mucio | for rm iir bottles, etc. 


HALL-MACK COMPANY 


а firon] company 
1380 W. Washington Blvd., Los Angeles 7, California 


O Please send free color booklet on 
bathroom planning. 
O Include complete information on Conceal-A-Roll. 


HH-164 


Name. 
} (Puease Print) 
in the wall for utmost guia 
safety and convenience 
City. Zone. —— State. 


Sold by leading plumbing, tile and hardware dealers everywhere 


Buyers prefer the advantages of modern Gas heat... 


and Gas offers these extra advantages to builders, too! 


E day 4 times as many buyers select homes with Gas 
heat—as all other heating systems combined! 


They know it's quieter, cleaner, more economical heat- 
ing. They've been pre-sold on it. And you can give them 
dozens of other arguments for Gas heating, too. For 
example, Gas heat is flexible. You can offer its quiet, clean, 
economical advantages either as hydronic heat, hot water 
or steam, or as a circulating, filtered warm air system. 

You can adapt Gas heat to every buyer's needs, too, 
whether he wants central heating or individual room 
heaters. With a Gas warm air system it's even possible to 
use the same ductwork for Gas air-conditioning—at the 
time of installation, or as a later “add-on.” 


And long after Gas helps you make the sale, you'll have 
another reason to thank it. There are fewer moving parts in 
a Gas system—less to go wrong. Which means more satis- 
fied customers, fewer call-backs. 


This advertisement sponsored by the following 


MANUFACTURERS OF RESIDENTIAL 
GAS HEATING EQUIPMENT 


BRYANT MANUFACTURING COMPANY • DAY & NIGHT 
MANUFACTURING COMPANY • EDWARDS ENGINEERING 
CORP. *  JANITROL DIVISION, Midland-Ross Corporation 
* NORMAN DIVISION, John J. Nesbitt, Inc. * THE PAYNE 
COMPANY * PREWAY, INC. * THE H. B. SMITH COMPANY, 
INC. * SUBURBAN APPLIANCE CO. 


in co-operation with The American Gas Association 


It's smart sell to offer your prospects 
a chance to LIVE MODERN...FOR LESS... 


“GAS 


ONE-STOP SHOPPING AT THE A.G.A. UNIFIED GAS EXHIBIT—BOOTHS 1324 TO 1329 AND 1423 TO 1432. 


HOUSE & HOME 


More product bulletins 


SHATTERPROOF GLAZING PANELS. 4 pages, Fiber- 
glass reinforced plastic lights compared to win- 
dow glass. Glidden Co., Cleveland. (Check No. 
P34 below) 


SUN SCREENS. 4 pages, Photos of residential and 
commercial installations. Stauffer Chemical, Los 
Angeles. (Check No. P35 below) 


start on p. 136 


RETURN AIR GRILLE for baseboard heating. 6 
pages. Photos of finished installation under bay 
and picture windows and in standard perimeter 
walls. Gerwin Industries, Michigan City, Ind. 
(Check No. P36 below) 


ELECTRIC HEATING-COOLING: 24,000 вту, Data 
sheet. Construction features and specs are given. 
Bard Manufacturing, Bryan, Ohio. (Check No. 
P37 below) 


For more information circle the numbers below (they are keyed to the items 
described on the New Products and Publications pages) and send the coupon to: 
House & Home, Rm. 1960, Time & Life Building, Rockefeller Center, New York 20. 


Note: House & Home's servicing of this coupon expires Apr. 30, 1964. If you contact manufacturers 
directly, it is important that you mention the issue of House & Home in which you saw the item. 


New products 


Chrysler Airtemp horizontal furnace 
York heating-cooling system 

Bryant finned-tube baseboard 

G.E. central air conditioner 

Olsen upflow furnace 

Federal Pacific wall heater 

Broan heater-fan-light 

Lau compact humidifier 

Honeywell dehumidifier 

G ,eye-level refrigerator 
Admiral refrigerator-freezer 

Leigh luminous-front vent hood 
Gray & Dudley built-in oven 
Hotpoint 30” electric oven-range 
Preway freestanding range 

Tappan slip-in range 

Jenn-Aire double oven-range 
International harvester revolving crane 
Side-O-Matic telescoping boom unloader 
Lind ladder leveler 

Easy-Way roofing elevator 

Machen adjustable legs 

Goldblatt lightweight stilts 

Ajax decorative door knob 
Independent Nail stainless-steel nail 
National Mfg. purlin bracket 
Dexter Lock colonial hardware 
Case one-piece lavatory 

Voss plastic waste parts 

Designware plastic medicine cabinet 
Interpace one-piece lavatory trim 
Alliance radio control kit 

Allied National stainless-steel facing 
Overhead Door remote control unit 
Woodall plastic window sill 
Morgan interchangeable door panels 
Wilson trash storage enclosure 
Miller Chemical liquid mulch 
Bridgeport Brass aluminum solar screen 
Donely warm-air fireplace 

Bestwall Gypsum wall finish system 
. C] Phonomatic electric phone answerer 
. C] Royal McBee automatic typewriter 


ОВяБехлегтвенс 


вапаапосповооевезвоссвевозасзовесевовоесо 


. О Kohi-nor portable drawing board | 
45. L] American Photocopy automatic copier 
46. C] Cover Pools swimming pool cover 


January 


47. C] Struc-Omatic truss connector plate 
48. C] Dayton Electric roof-mounted fan 
49. O Louver Mfg. gable-end vent 

50. C] Teco truss-system plate 


Publications 


DFPA stressed-skin plywood panels 
Caradco colonial door and window trim 
Ceco metal doors and windows 

Virden lighting catalog 

Master Bronz Powder coatings 
Jenson-Thorsen stainless-steel sinks 
Kohler plumbing fixtures catalog 

G.E. heating-cooling controls 
Georgia-Pacific hardwood paneling 
Azrock resilient flooring catalog 
Woodco window and door catalog 
SMC-BRC roofing materials handbook 
Bell & Gossett zone-heat control 
Libbey-Owens-Ford glass data 

Potlatch EMSR structural lumber 
Filon translucent panels booklet 

J-M asbestos-cement pipe data 

Master Builders concrete data 
Bestwall-Certainteed building materials aid 
Architectural Fenestration of Wood bulletin 
Wilson Lighting illuminated ceilings 
Mohawk Flush Doors bulletin 
Link-Belt sewage treatment plant 
American Screen prehung folding doors 
Vermiculite Institute insulation 
Crown-Zellerbach overlaid plywood 
Klein wood-frame patio doors 

Arch Opening Steel Buck bulletin 
Formica plastic laminated doors 
Ventrola ventilating fan bulletin 

Norton door control unit bulletin 
Orangeburg sewer pipe bulletin 
Northrop sliding windows 

Glidden shatterproof window lights 
Stauffer sun screens bulletin 

Gerwin return air grille booklet 

Bard electric heating-cooling 


i] 
опоооопоопппопопо0поппоппоппопоппопопппо 


I wish to enter a subscription to House 4 Home for O 1 year, $6; O 3 years, $12; O new; C renewal 


(U.S. and possessions and Canada only) 


State 


JANUARY 1964 


When the 
heats оп... 


Builders... SPECIFY 
HYDROTHERM 


When you need the best . . . at a price you can 
build on . . . specify Hydrotherm! 

Gas fired Hydrotherms will assure years of 
heating comfort for your homes, regardless of 
size or type. And the industry's widest choice 
of sizes (eleven — from 50,000 to 300,000 BTU/Hr 
input) gives you "custom" size selection. 

Hydrotherms pass through standard doors, take 
little floor space, are simple and easy to install. 
Uniquely engineered horizontal boiler sections 
mean maximum fuel savings. And Hydrotherms 
are guaranteed for 25 years. 


WRITE FOR BULLETIN #HY-F100 722Ay / 


Also available: Packaged Hydrotherms, factory 
assembled with all hydronic accessories for even 
greater installation saving . . . and for heavy duty 
industrial applications (capacities from 360,000 
to 3,600,000 BTU/Hr) ask about Hydrotherm 
MULTI-TEMPS. 


2S 0S 


Want more facts? Write today to: 


DROTHERM £ 


Dept. HH-T Northvale, N. J. 
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BUILD THE HOUSE 
CLEANS ITSELF 7 


it sells itself, too! 


with} 


plug in the hose . . 
dirt is whisked 
through tubes to 
power unit in 
garage or utility 
area: dirt collects 
in receptacle . . . 
"blue-air^ is 


exhausted outside 


Manufactured by 


H-P PRODUCTS, Inc., 
LOUISVILLE, OHIO 
Phone 875-5556 Area Code 216 


SECOND CHANCE 
SECOND CHANCE 


It’s hard to find time, we know, to read everything you'd like. 
Maybe there's an article listed here that you missed in HOUSE & 
HOME. If so, we might be able to help. 


USE OF PAINT IN TOMORROW'S HOUSE. Results of an industry 
Round Table that examined the costly communications break- 
down between the paint and housing industries. (January, 1963) 


FEDERAL HOUSING AID: AN EDITORIAL. A thoughtful and provoca- 
tive examination of why Federal housing aid fails to get at 
housing's real problem—high cost—and instead makes it worse. 

(July, 1963) 
HOW TO PLOT A STRONG GROWTH PATTERN. Case history of a 
successful builder who went from 35 houses to 875 houses in 
10 years—and who tells how he planned it. (February, 1963) 


BASEMENTS: WHEN DO THEY MAKE REAL SENSE? Basements 
can be an abomination; but they can also make some houses 
more livable and more salable. (March, 1963) 


И you're interested in one of these articles, limited quantities 
of reprints are available. Just drop a note to HOUSE & HOME 
Reader Service, Rockefeller Center, New York, N.Y., 10020. 


House & Home 


Management magazine of the housing industry 


Member, Associated Business Publications 
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ADVERTISING INDEX 


This advertising index published by House & Home is a service to its 
readers, House & Home does not assume responsibility to advertisers for 
errors or omissions in preparation of these listings. 


W denotes Western edition M denotes Mid-Western edition 
N denotes North Central edition Е denotes Eastern edition 
S denotes Southern edition SW denotes Swing edition 
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American Gas Association 
American Screen Products Co. 
Arkraft Homes 


Barrett Division (Allied Chemical Corp.) 
Bell & Gossett Co. 

Bostitch, Inc. 

Broan Manufacturing Co. 


Caloric Corporation 
Cast Iron Pipe Research Association 
Chevrolet Division (General Motors Corp.) 


Delco Appliance Division (General Motors 
Corporation) 
Dorr-Oliver, Inc. 


Durox 


Edwards Engineering Corporation 
Emerson Electric Mfg. Co. (Builder Products Division) 


Float-Away Door Company 

Ivon R. Ford, Inc. 

Ford Motor Company 

Forest Fiber Products Company 

Formica Corporation 

Forrest Industries 

The Frigidaire Division (General Motors Corporation) 


B. F. Goodrich Chemical Company 


Hall-Mack Company 

Harris Manufacturing Company 
H-P Products, Inc. 

Hunt Electronics Company 
Hydrotherm, Inc. 


Inland Homes Corporation 


Insulite Division (Minnesota & Ontaio Paper Co.) 
Josam Manufacturing Co. 


Kelvinator Division (American Motors Corp.) 
Kentile, Inc. 

Knape & Vogt Manufacturing Company 
Kohler Company 

Kwikset Sales & Service Company 


Leigh Products, Inc. 
Lennox Industries, Inc. 
Lesco Homes Division (Lester Brothers, Inc.) 


The Malta Manufacturing Company 


Masonite Corporation $ 
Moe Light Division, (Thomas Industries, Inc.) 
Mortgage Guaranty Insurance Corporation 


National Homes Corporation 
National Oil Fuel Institute, Inc. 
NuTone, Inc. 


The C. A. Olsen Company (Luxaire Division) 
Owens Corning Fiberglas Corporation 


Potlatch Forests, Inc. 
Pryne (Emerson Electric) 


George D. Roper C orporation 


Scholz Homes, Inc. — 
Southern Pine Association 
Structural Laminates, Inc. 


E. A. Thompson Company 


United States Plywood Corporation 
United States Steel Homes, Inc., (Division 

United States Steel Corporation) 
Uvalde Rock Asphalt Company 


William Wallace Company 

Waste King-Universal 

Western Pine Association 

Westinghouse Electric Corporation (Appliance Division) 
Weyerhaeuser Company (Wood Products Division) 
Whirlpool Corporation 

J. A. Wilson Lighting Co. 


HOUSE & HOME 


